


They're using UPNIGN Farm and Garden Tools! 


Salt marsh hay! You'd 
almost think someone invented it to 
see how much a header fork can stand! 


The stuff weighs two-thirds again as much as up- 
land hay (300 cubic feet of it will weigh a ton). 
You have to cut it at low tide and then pitch fast 
to get it safely piled on “staddles” before high tide 
returns — heavy, hurried work, and no place to 
risk delays with broken tools. 


So when New England seashore farmers, like 
Martin Burns, of Newbury, Mass., tell you that 


THE UNION FORK 


UNION makes the finest Salt Marsh Hay Forks they 
have ever used — you're listening to the greatest 
proof of Quality a man could ask for. 

Quality, Eye Appeal and Longer Life (made pos- 
sible by UNION’s exclusive Right Repair Handle 
Service Plan) are increasing business and profits 
for thousands of UNION dealers. Ask 

your UNION jobber for new Sales Helps 

that will link your store with UNION 

Quality, advertised to 9 MILLION farm 

and garden homes. 


& HOE COMPANY 


Makers of Quality Steel Goods for Over 40 Years — COLUMBUS, OHIO — JACKSON, MISS. — FRANKFORT, N. Y. 
Additional Sales Offices: New York City, Baltimore, Los Angeles, San Francisco, Seattle 
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An all-day trip to the Store Be 


WHEN GRANDFATHER WAS A BOY 
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the first of a series Repu 


Now there's a friendly Republic Dealer 
within a few minutes of your farm 


@ Today your local Republic dealer 
is your neighbor. You can reach him 
quickly and easily. He talks to you 
man to man. He treats you fairly. 
He is a booster for your community. 
He devotes himself to serving you 
well—for his living depends on 
your business and your good will. 


He is a specialist in his line. He 
selects his merchandise carefully. 
He carries extensive stocks, so that 
you may have the widest possible 
choice. He handles the Republic line 
of fence, barbed wire, steel posts, 
roofing and other products, be- 
cause he knows how they are made, 
how durable they are, how well 


they will serve you. He knows their 
reputation for quality and long life. 


He knows how Republic operates. 
He knows that it is an aggressive, 
modern organization that leads in 
the development and production of 
special steels and steel products. He 
knows that Republic gives you an 
honest dollar’s worth of merchan- 
dise for every dollar that you spend. 
And he knows, 






for the exclusive production of 
agricultural steels and steel products. 


Republic sees the great need for 
better and finer steels on America’s 
farms. And Republic is filling that 
need through keen, alert, business- 
like dealers in each community — 
men who truly represent Republic 
—men who command your respect 
both as merchants and as neighbors. 


The Republic dealer in your trad- 
ing center has been selected with 
much thought and care. He is a 

good man for you to know. 





too, that Re- 
public has in- 
vested millions 
of dollars in 
special plants 
and equipment 
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GALVANIZED ROOFING 
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REPUBLIC 


STUDDED “Y” POST D 
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} REPUBLIC 





FARM FENCE 


CHANNEL POST 


REPUBLIC 
BARBED WIRE 





A symbol of quality and value 


im steel products for the farm 








39th St., New York 


$1.00 per year. Single egies 15¢ each. Vol. 141 No. 3. 


Hardware Age, published De other Thursday ey Chilton Oo. ¢. (Ine. ). 
N Entered as — class matter March 24, 1933, at the Post Office at Philadelphia "under the Act of March 3, 1879. 








REPUBLIC STEEL CORPORATION 


(WIRE DIVISION) 
7850 South Chicago Ave., Chicago, Hl. 
General Offices: 
Cleveland, Ohio) 
Farm products plants 
at Gadsden, Ala. 
and Chicago, Ill. 







Reg. U.S. 
Pat. Off. 








How well do you know 
your local dealer? 
Your Republic dealer is inter- 
ested in you. You should be 
interested in him—for each 
of you helps the other. Pion 
to get better acquainted. 
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Philadelphia, Pa. 
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(Printed in U. 8. A.} 


seELL “YALE~ 


DEADLOCKS and DEADLATCHES 


“The Name YALE Helps Make the Sale’ 





YALE DEADLATCH No. 44 
“THE LOCK THAT NEVER FORGETS” 





ERE is one of the most sale- 
H able auxiliary locks in the 

extensive YALE line. Not 
only does it give maximum se- 
curity but it deadlocks automati- 
cally when the door is closed. 
Its case is of iron with an at- 
tractive brown wrinkled finish. 
The famous pin-tumbler mech- 
anism, operating a strong brass 
bolt, insures dependable pro- 
tection. You can sell this lock 
by demonstrating it! The sug- 
gested retail price is $3.00 








YALE DEADLOCK No. 192 
(With 2 Cylinders, No. 192%) 
interlocking Rotary Bolt Type 
The & in. bolt turns as it enters 
the strike, holding case and strike 
together in a grip of hardened 
steel. Cast bronzecase, high parts 
polished. Pin-tumbler mechanism. 

Suggested retail price $4.50 





YALE DEADLOCK No. 10 

(With 2 Cylinders, No. 10%) 
The “Steel Bar’’ Deadlock 
The effect of this massive lock is 
similar to having a bar of steel 
across the door. The case is of 
iron with attractive wrinkled brass 
finish. Pin-tumbler mechanism. 
Suggested retail price $4.00 


NOTE — FOR GLASS PANEL DOORS — recommend a 
YALE Deadlock or Deadlatch operating by cylin- 
der and key both inside and out. The door can- 





not be opened by merely breaking the glass. 


YALE DEADLOCK No. 170 





YALE DEADLATCH No. 175 


Tubular Type 
This lock combines the se- 
curity of a deadlock with 
the convenience of adead- 
latch, and has the auto- 
matic deadlocking feature 
—‘‘never forgets.” Pin- 
tumbler mechanism. Sug- 
gested retail price $3.30 


Tubular Type 

Besides security, a fea- 
ture of this lock is the 
ease with which it is 
mortised into the door. 
Pin-tumbler mechanism, 
extruded brass bolt with 
two hardened steel pins 
inserted. Suggested re- 
tail price $3.00 














YALE DEADLOCK No. 197 
(With 2 Cylinders, No. 197%) 
Vertical Bolt Type 


Jimmy-resisting! Two vertical steel 
bolts join door and jamb into an 
inseparable unit. The case is bronze 
plated (No. 198 chromium plated). 
Pin-tumbler mechanism insures 
maximum security. Suggested retail 
price $4.00 





YALE DEADLATCH No. 52 
The “Morim” 


Here, security is combined with 
beautiful appearance. It has the 
pin-tumbler mechanism and self- 
lubricating latchbolt. The case is 
finished in dull bronze, bronze bolt 
can be deadlocked by key or knob. 
Suggested retail price $3.00 
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STAMFORD, CONNECTICUT, U. S. A. 


FEBRUARY 10, 1938 




















FOR YEARS. 
YOUVE SOLD 
REPUBLIC 


STEELS... 
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snow on runners of Republic steel. 


Many a sled that traveled from your store to some 
boy’s or girl’s heart last Christmas now glides over the 


When manufacturers seek steels that build quality 
into their products and enable them to meet competition in value, they 


come to Republic Steel. 


When you order any of the hardware products listed below, insist that 


your jobber send you Republic Steel products—and 
you'll receive the same high quality. You'll be able to 
offer your customers the same full value available today 
in ranges, washing machines, tools and other products 
made of Republic steels. For further information, write 
Republic Steel Corporation, Cleveland, Ohio. 


REPUBLIC STEEL 


BERGER MANUFACTURING DIVISION - STEEL AND TUBES INC. 
UNION DRAWN STEEL DIVISION - TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 





FEBRUARY 10, 1938 
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Such BEAUTY and DEPENDABILITY 
in a KEROSENE RANGE! 


Behold the “leaders” of NESCO’S new 1938 line of kerosene ranges and 
stoves. Built like skyscrapers, the sturdy angle iron frame of these 
ranges will become the sensation of the kerosene stove market in 1938. 
Streamlined beauty, graceful rounded corners, easily accessible fuel 
supply tanks and burners — plus many other features, will be responsi- 
ble for Nesco dealers breaking all sales records in 1938. 





Hold everything! Make no commitments until you have had ample 
opportunity to see and learn about the complete Nesco line for 1938. 
Scores of additional models await your thoughtful consideration. You 
have never seen such beauty and dependability in a kerosene range. 


NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 449 N. TWELFTH STREET, MILWAUKEE, WISCONSIN 
Factories and Branches: Milwaukee—Chicago—New York—Baltimore—Philadelphia—Granite City, Illincis—San Francisco—Dallas 





WORLD'S LARGEST MANUFACTURER OF HOUSEWARES SQ [P=] h\ cS Say] SCTINWARE © GALVANIZED WARE «© ELECTRIC 





+4 
INCLUDING ENAMELED WARE « JAPANNED WARE © > \ {ibs S) SZ } a qi APPLIANCES « KEROSENE RANGES AND HEATERS 
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New World’s Standard Series De Laval Sepa- 

rators; the best separators in the 60 years of 

De Laval leadership. Made in four sizes. 
electric motor and belt drives. 





The De Laval Electro De Laval Junior Series. 
Series Separators. Made 


price separators. Made 





De Laval Utility Milkers, for 

the lower price field. 

with single or double units, 
for any size herd. 


Milkers. Thousands in 
use the world over. Out- 
fits for any size herd. 


DE LAVAL 


The Best 
And Most Complete 
Line Of 


Cream Separators 


And Milkers 
In The World 


N every community there is an opportunity of 

selling a considerable number of cream sepa- 
rators and milking machines. Farmers who are 
producing cream and milk are getting a steady cash 
income, are usually the best type of farmers, are 
the most prosperous, and are in the best position 
to buy equipment which they need. 


When it comes to cream separators and milking 
machines, there is no question but what De Laval 
is the overwhelming choice of most. 


Moreover, the dealer who is handling this line 
is certain to get a large percentage of the business. 
De Laval Separators’and Milkers are the best, 
and are recognized everywhere as such; and the 
De Laval Line is the most complete and broadest, 
so that it is possible to take care of every need 
and requirement. . 


De Laval Separators and Milkers are not only 
the best and have the greatest prestige, but these 
machines are also backed by the most widespread 
and thorough advertising and sales helps; therefore 
De Laval Dealers obtain the greatest share of this 
business available and get it with the least effort. 


If you are interested in securing the De Laval 
Agency for your community, please write nearest 
office below. 


THE DE LAVAL SEPARATOR COMPANY 
New York Chicago San Francisco 
165 Broadway 427 Randolph Street 61 Beale Street 














from 4 to 24” and 2 Double 
End patterns combining 4-6 
and 6-8” head sizes. All are 
heavily chrome-plated with 
polished heads and non-slip 
handle finish. Fully guaranteed. 


. 


DEALERS: Ask for reprints 
of this series of 3 ads for 
your salesmen. They can 


SELL with them. 


Made in 7 Single End patterns 








@ In Crestoloy Wrenches you get lightness, trimness and 
extreme strength... all three in a design which really pro- 
vides much more in convenience and utility than you may 
at first imagine. Crestoloy jaws, for example, are 30 percent 
thinner than those of ordinary steel wrenches. They will 
reach in many places where a thicker wrench head simply 
will not go. They are surprisingly light—a 12-inch wrench 
weighs 13 ounces. They are easy to handle and fast to 
work with. 


Crestoloys take all the gamble out of wrench buying. They 
cost but little more than tools made primarily to sell at a 
price. They are actually cheaper because they deliver much 
more in usefulness and user satisfaction. And finally, they 
bear the guarantee of the originators of the Crescent-type 
wrench ... the manufacturer who has pioneered every ad- 
vance including the thin-type alloy steel design. 


For value and performance, insist on Crestoloy Wrenches. 


30-114 


CRESCENT TOOL CO., JAMESTOWN, N. Y. 
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ALL THE ADVANTAGES 
OF LIGHT, TRIM, 
STRONG DESIGN 

























R THAN 
30% THINNE 

ORDINARY ADJUSTABLE 
WRENCHES 






MADE BY THE 
ORIGINATORS OF THIS 
TYPE WRENCH 
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They are working for you every time they remind anyone to 
buy screen cloth. Be sure to have GOLD STRAND SCREEN CLOTH 
on hand to make permanent customers of the people they drive 
into your store. GOLD STRAND is a first quality cloth so lives 
longer and builds customer good will for you. Another feature 
is the GOLD STRAND MEASURING TAPE which saves you money 
by eliminating short ends and keeps its own perpetual stock 
record. Demand GOLD STRAND from your jobber. 


AMERICAN WIRE FABRICS CORPORATION 


subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 
NEW YORK + CHICAGO + SAN FRANCISCO 


S 


FEBRUARY 10, 1938 
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This Life Size Window 
Display will prove that you 
carry quality screen cloth. / 
Ask for the display when 
you order GOLD STRAND. 


LD 
TRAN 


INSECT SCREEN CLOTH 
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THIS LABEL IDENTIFIES SUPERIOR QUALITY 
—CONFIDENT ACCEPTANCE 











\ LisBEY-OwENs-Forp ( 


GLASS COMPANY 
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DOUB LE STRENGTH 
BAR Quality 
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Six practical and tremendously essential features form the sae ie 
basis for the marked superiority of Libbey*Owens*Ford acai 
Quality Glass: 





1. IT IS CLEARER 

2. IT IS BRIGHTER 
3. IT IS FLATTER 

4. IT IS UNIFORM 
5 


. IT IS LESS BRITTLE Fou 
IT IS EASIER TO CUT WITH LESS BREAKAGE Ls 


And when, in addition, continuous national adver- 
tising has made the L*O*F label familiar to millions LIB if k VY ° (} Wk NS 4 k (] BD 


as a symbol of superior quality, there is every 


reason to standardize on Libbey* Owens» Ford 
eas VALIIV GLASS 
Libbey*Owens*Ford Glass Company, Toledo. Ohio. 
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+4 PACKAGING IMPROVEMENT 


..- WITH A 6 STAR RATING 
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CLEMSON BROS... \ 























CONVENIENT 
METAL BOXES 


een that mean more 


3k Lithographed in Attractive Colors, these 
modern metal boxes make an impressive 
display. 


24 Customers will be Quick to Recognize 


the many advantages they offer— 


@ Metal Box Protection...no more lost or | 
damaged blades due to broken-end con- | 
tainers. 


@ Double-Hinged, Double Grip-Locked Lids 
... giving easy access to blades. 
@ Instructions Always Handy .. . plainly | 


printed on bottoms and lids. 
@ General Utility Value . . . when empty 


make handy boxes for odds and ends. 


Better Merchandise to Handle...no more 
transferring of stock because of blades 
becoming mixed due to broken-end card- 
board boxes. 





Stack Like New Money... pile evenly on 
your shelves in straight, attractive rows. 


Occupy Less’ Shelf Space...metal boxes 
require 20% less space on stock shelves or 
in drawers than cardboard containers. 


se ee 


Easily Kept Clean... dampness, dirt and 
grease cannot affect the permanent, full 
color, litho-coated finish of these modern 
metal boxes. 






















A REAL SALES BOOSTER .. . and another | 
achievement for the famous “Moly” and Tungsten 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 


8040 
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HERE IT 


tA : 
“Shelby design again crashes the headlines — the big news of the bicycle world for 1938! 
Here is the perfect embodiment of today’s fast tempo — a skyliner poised for flight — the sleek, 
smooth flowing lines of a modern high speed train — complete harmony of all parts thru carefully 
engineered design. No wonder every youngster gets an irresistable urge to own the first new model 


Shelby bike he sees — and grown-ups forget their age in their enthusiasm. 

The reception given the new models at their initial showing leaves no doubt about their sales 
appeal — their ability to help build gratifying volume in the price range that produces your 
best profits. Quick action now will enable you to get in on , 
the first big up swing in demand for bikes with the opening 
of spring. Write today for complete information. 


aa 


WESTERN OFFICE @ 
ASSEMBLY PLANT 


935 S$. WALL ST. 
LOS ANGELES, CALIF. 
. 

NEW YORK SALES 
OFFICE G WAREHOUSE 


60 READE ST. 
NEW YORK CITY 


THE SHELBY CYCLE COMPANY, SHELBY, OHIO 
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DGE is the only 


lth that actually 



























































































































































Panel 


helps to sell itself!! 


The :ed enameled edge assures 
positive identification of Red Edge Screen Cloth at 
the point of sale—your store. Combining eye 


appeal with buy appeal, it is the sales pro- 





















































ducing reminder of extra protection and extra wear. 
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Rusting of the screen wires under the nailing strip, 

















where moisture collects, is retarded by the red enameled 

















edge. Atthe same time it guards against wires pulling out 























along the selvage and reinforces main body of the cloth. 



















































































































































































Self measuring! The :ed edge accurately marks off foot 




















and six-inch sections of screen cloth; a convenience that 


eliminates guessing, saves time, prevents cutting waste. 
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The extra satisfaction that your customers get from 
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Red Edge extra service means extra sales for you— 
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BRANDS 


























repeat business you wouldn't other- syed Fang Alnnind 


(electro-pl with zinc) 
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Edge Black 





wise get. And that means extra profits. ined) 


Sun-Red Edge Bronze 








Sold to and 








Distributed by 














Write for Red Edge Sales Helps. fave od 
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N GUNS 
SELL 


Bigger ads..-and more of them! 


More publications _. millions more 
mulating folders 


ising helps! 


ADS LIKE THIS will ope? Remington's expanded 
nation-wide a gram for 1938. In this 
and in s :. full color), such 
nationally knowns i Bart- 
lett and others as 
ment to Remington 


THIRTY 
Boys’ and Far 
11,138,013, will carry 
cally every shooter @ 
the country! 

Here’s 2 program that’s sure to step up your 
_and your profits! 


NES in the Outdoor, Class; 
, with a total circulation © 

this advertising to practi- 
nd prospective shooter in 


sales-- 















says. ONE THING | WANT ON MY GUNS 
+ THATS THE REMINGTON NAME" 


"WHETHER ITS POLAR BEAR IW THE ARCTIC OR GEESE © \ G 
IN NEWFOUNDLAND .,. IVE FOUND REMINGTON WE 
GUNS AND AMMUNITION ARE RIGHT” 


THERE IS A REMINGTON GUN FOR EVERY SHOOTING NEED 
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Many a museum has speci- 
f= mens brought down by 
© thisRemington M/30rifle. 






The “Targetmaster’’*...M/41A...$5.75 
-22 bolt action, single shot 








The “Sportmaster’’*...M/341A...$14.45 
-22 bolt action repeater 












The ‘‘Fieldmaster’’*... M/121A. . . $26.95 
-22 slide action repeater 


= 








The “‘Speedmaster’’*...M/241A...$32.95 
-22 autoloading repeater 






angemaster’*...M/37... $69.95 
-22 bolt action, match rifle 
















The schooner “Effie M. 
Morrisey” on her latest 
trip to the Arctic regions. ~ 








The “Gamemaster"*... M/I41A... $53.95 
High power, slide action repeater 
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High power, bolt action repeater 


The “Woodsmaster’*...M/81A...$69.95 
High power, autoloading repeater 


Tee Gpertemen”? .:. . . 
Three shot, I i hot 











lok Mos” Tek oe ea eet on a 


Five shot, pump action shotgun 


SERPS re a ears $126.00 
Over and under, single trigger shotgun 








Captain Bartlett in the 
cabin of the“Morrisey” 
withtwoyoung friends. 







SEE THEM AT YOUR DEALER'S. IF HE DOESN'T HAVE 
THE GUN YOU WANT, HE’LL GLADLY GET IT FOR YOU. 


*STRADE MARK REG. U.S, PAT. OFF. 
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THE Triple-Action 
OIL. KNOWN SINCE 1894 


It’s smart to push the fastest seller! 3-In-One Oil 
offers you both turnover and big profits— and in 
addition assures you of steady repeat business 
from satisfied users. Many manufacturers them- 
selves recommend 3-in-One Oil for use on their . 
products, because of its triple-action. It lubricates, 
cleans and polishes, prevents rust and tarnish. It’s 
a year-round seller, too—backed by year-round 
advertising. 


DISPLAY IT PROMINENTLY 
AND INCREASE SALES! 


To add extra item and extra profit to every sales 
check, display a can or two of 3-In-One Oil with 
every item that requires lubrication. Colorful new 
counter displays are free for the asking. 





mitbbnly 
fall 
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THE A. S. BOYLE COMPANY 
(Distributors) 
257 Cornelison Avenue 
Jersey City, N. J. 








-UBRICATES 


WORLD’S FASTEST oan, Geel, PO) | MeENS & POLISHES 


LUBRICATES AND CLEANS TS RUST & TARNISH 
SELLING OIL... 
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GET READY NOW FOR THE 


“Spring Clean-up 


VERY home with children, a dog, flowers 

or a lawn ts a good prospect for fence and 

gates. And with spring just ahead it’s time now 
to get in your order for Cyclone Lawn Fence. 

Why Cyclone? Because people know the 
Cyclone name—know that it stands for good- 
looking, sturdy fence that will last a long time. 
The preference for Cyclone has been built by 
the high quality of Cyclone Products and many 
years of advertising. You don’t have to argue 
with people when you sell Cyclone—they know 
the quality is there. 

When you order lawn fence be sure to ask for 
one of our attractive counter display cards. Use 
it, and keep lawn fence on display all through | 
spring and summer. People want to protect | 
their home, lawn and flowers. A display in your 
store will turn this desire into profits. 

There’s a big market in spring for flower bed 
border, too. It pays to keep a small display of | 
Cyclone Flower Guard near your display of i 
flower seeds. Customers who take the trouble to i 
plant flowers want to protect them. Try this || 
easy way to get more business. lf 

Get all the profit you can out of your custom- 
ers’ spring “clean-up fix-up” habit by featuring 
Cyclone Screen Cloth, Hardware Cloth and 
Burner Baskets. Order a supply now. 


ASK YOUR JOBBER for 
a Cyclone Lawn Fence dis- 
play card. This sample of 
- lustrous LongLife wire, 
shown on your counter or 
| Lt Tt Tt OT Tt i 4 in your window, will help 
RATA TATATAING Ivf wana ane an Vana your sales of lawn fence. 


\ \ 
Minny Sateen fare es ks 
comes welded. This style is \ ' A/a? 
Ny] extremely rigid and strong. a eam 
"DOU ANNO cs a ee 
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CYCLONE FENCE COMPANY, General Offices: Waukegan, Il. 


Branches in Principal Cities 
STANDARD FENCE COMPANY, Oakiand, California, Pacific Coast Division UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distribusors 


UNTTPTED SiATEtS STEEL 
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© Shaped to fit the hand!... built to do the job! 
.-- Osborn Scratch Brushes are sales leaders in 
their class! Blocks are made of selected hardwood 
... fully seasoned to avoid checking and split- 
ting. Smooth, rounded edges of the blocks make 
Osborn Scratch Brushes easy to hold when in 
use. Wire is specially drawn and tempered to 


assure quick-cutting, long-wearing brushes. 








No. 1779 Carved 


igh 
No. — Straight Beck Type 


Type 








Tufts of wire are securely stapled and correctly 
spaced in the blocks. When you sell Osborn 
Scratch Brushes, you gain two objectives: 
satisfied customers and satisfactory profits. Ask 


your jobber or write us for complete details. 


JHE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE « CLEVELAND, OHIO 
SALES OFFICES: NEW YORK ¢ DETROIT * CHICAGO * SAN FRANCISCO 






No. 1777 Curved 
Handle Type 





No. 1781 Shoe 
Handle Type 
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Two of the greatest names in Glassware 


CORNING « MACBETH-EVANS 


unite to produce 


CORNING TUMBLERS 


T. M. REG. U.S. PAT. OFF. 





NEW PROCESS You have to see Corning 


Tumblers —balance them in your hands 








to appreciate all the new. striking advantag- 





es which Corning’s new patented process 





have given them. New precision! New uni- 





formity! New brilliance! Better balance. 





\ | NEW DESIGNS very Corning Tum- 
\ ' bler plain or decorated —is a pre-tested 
i best, seller. Reporters from a research 

\ organization asked hundreds of women, 

i What do you want most in low priced 


tumblers? How do you like these designs? 
From the replies came the pick of hun- 
dreds of new decorated tumblers 
the best of the work of ¢ orning and 
Macbeth designers, of famous out- 


al - 


side studios, the exact merchandise 


which women told us they wanted. 


NEW SALES HELPS That kind of 


merchandise deserves stronger, 
















3 more effective sales push — and 
gPECtA. 
pEATURE: 


Corning Tumblers have it. Kx- 
citing new colored counter 
cards, free with order. Hlus- 
trated display catalog. In- 


crease your glassware profits. 
as 


| Thien® site Stock Corning Tumblers 
- u To . 
gq Mere” grant oon plain and decorated. Ask 
nio-re ° . 
o— prittiant your jobber for complete 
4, Mors 


details. Corning Glass 


Works. Corning. N. Y. 






made P¥ cane ry 
+ \ eur sri P 
ce zs unde r 


CORNING means Research in Glass 
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~-° MYERS SELF-OILING 
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THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO 


PUMPS-—-WATER SYSTEMS - SPRAYERS - HAY TOOLS-DOOR HANGERS 
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-ARNOLD, SCHWINN & CO- 


Preseni4...THE NEW AUTO-CYCLE 
With Cantilever Truss Frame and Double Duty Fork 


MODEL B-607 








Another Schwinn Triumph in Cycle Engineering 
and Styling 


FRAME « The rear stays are brought forward in a graceful 
sweeping arc to the lower front bar just below the frame 
head, forming a load carrying truss between rear axle 
and forward loading point of the framé. 


DOUBLE DUTY FORK « The front fork sides of the new 
Schwinn double duty fork are double tapered tubes 
which rise in graceful arcs from the axle to the yoke at 
top of frame head, eliminating bending strain from fork 
stem and doubling fork strength. 


A COMBINATION OF STRENGTH AND BEAUTY 
NEVER BEFORE ATTAINED IN BICYCLES « WHICH 
WILL INCREASE YOUR SALES AND PROFITS. 





Line up with the leader! Demand Schwinn Products from your jobber. 


The Schwinn SCHWINN KNEE-ACTION SPRING FORK—FORE-WHEEL BRAKE 
Double Duty Fork AND CYCELOCK FURNISHED AT SLIGHT ADDITIONAL COST. 


ARNOLD, SCHWINN & CO. « CHICAGO, ILLINOIS 
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PROFITS TOR YOU am Bolty 


SPECEAL Oven Provf 


CASSEROLE 


@ Full Family Size... 
holds 134 qts.! 


® Produces Old-Fashioned 
Cooking Results! 







® Ultra-modern Beauty! 

® Easy to Clean! 

@A Beautiful Cooking- 
Serving Dish! 


be of: * 
oy 
ie 








Here’s a genuine old-fashioned earthenware casserole (like 
Grandma used) yet it is right at home in the most modern 
kitchen! The curving earthenware dish nestles in a graceful base 
of polished chrome . . . equipped with two generous-sized han- 
dles enameled to harmonize with the rich Brown Betty color 
of the dish! A self-basting cover (also of polished chrome), 
keeps the full flavor in and assures savory dishes every time! 


It's popular priced . . . assuring quick turnover . . . yet allows 


a generous mark-up! It’s the latest addition to a famous family! 
Stock up now and get your profits in a hurry! 





‘The EVEREDY CG. 


EAST ST., FREDERICK, MD. * NEW YORK SHOWROOM-225 FIFTH AVE 


“06 


Accepted in the trade as the 
standards of value for half a 
century. Every Phoenix article is 
correctly designed and fabri- 
cated to give maximum service. 
METAL — Horse and Mule Shoes 
COLD SHUTS 
NOISELESS 


Shevidared oF plain ®Blanks ® ToeCalks ® Lawn Mower JUNIATA SHOES 
end. Spuds ® Tractor Wheel Spuds 
RUBBER SHOES 
For horses. Open or 






















® Grab and Slip Hooks ® Cold 
Shuts ® Forgings ® Tank Flanges. 


SPUDS Bar styles, Sizes 2 to 8. 
cisciiliiaiiian mete RUBBER— Horse and Mule Shoes 
All standard sizes. ®Door Mats ® Force Cups,new style 














For 4" to For riding, running, 
1" Joliet, Ill. Catasauqua, Pa. ht i PRCEREE SUSES 


® Radiator Hose, 3-ply ® Moulded NOISELESS MULE SHOES 
Rubber Goods, to order. Sizes 2, 3, 4 and 5. 
SLIP 
HOOKS Sold by Leading Jobbers everywhere on 
Round an established policy through regular : 
StraightEye trade channels. 
or Twisted 
Eye, for Al 
to 1" chain. 
HOOKS MANUFACTURING COMPANY SPORT SHOES 





chain 
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Customer 


When this man steps up to a counter. 
things start moving. In his pocket are 
signed contracts—to paint a new house 
inside and out—to do over the interior 
walls of a school building. So naturally 
his order for paint supplies runs into 
money. 

What's the first item on his list? Nine 
times out of ten the answer is—white- 
lead. The store that sells him his white- 
lead sells him everything else he needs. 

Are you getting your full share of this 
profitable business? If not, here’s an idea. 

Stock and push Dutch Boy White-Lead 
—the first choice of painting contrac- 
tors for many years—the item that at- 
tracts the volume buyers. 


Selling Suggestion 
One sure-fire method for attracting 


the painting contractor's business 
is a Dutch Boy Department. Stage 


ee i a get-together of your Dutch Boy 
WHERE PAINTING CONTRACTORS products and line them up in a 


a a BUY THIS——> | DUTCH BOY good position on your shelves. 


That tells contracting painters 
... they also L\e ie -30) -1 183-14 é how well-equipped you are to 
buy these SOFT PASTE serve them. It’s an idea that has 


WHITE LEAD paid out in store after store. 


= DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 West 18th 
St., Chicago; 659 Freeman Ave., Cincinnati; 1213 West Third 
St., Cleveland; 722 Chestnut St., St. Louis; 2240 24th St., San 
Francisco; National-Boston Lead Co., 800 Albany St., Boston; 
National Lead & Oil Co. of Penna., 316 Fourth Ave., Pittsburgh; 
John T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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PULL IN THE PROFITS! 
Use this new deal by LA, 


MASS 
DISPLAY 


THREE WINNERS 


ensign = YANKEE 
ae 


$750 
RIST-ARCH }2 


WE 


INGERSOLL HAS TIMED 150 Million LIVES 


New Customers! Added Sales! Extra Profits! 
with the 3 Winners MASS DISPLAY DEAL 


You can increase window traffic, store traffic, and best of all, 
do a bang-up volume with America’s three fastest-selling 
watches, if you give this mass display a spot in your window. 
Watches come packed on the display, ready to install. Dis- 
play in 4 colors. Given free with assortment shown above. 
This display will stop your public—make them look—make 
them buy! 





HER 
ER 






MASS DISPLAY 





with this assortment: 
18 Ensignat.....$ 68 
12 Yankee at 1.05 
6 Rist-Arch at . . 2.77 


36 watches cost you. $45.06 
You sell them for. 64.20 
crystal. $1.25. 


24 


“SPOTLIGHT” 


E ARE THE 3 WATCHES IN THE DEAL 


SPOTLIGHT DISPLAY 





America’s 3 leading watches with this new display 


Support this mass display with a smaller spotlight display on 
your counter or in your window. The display is free—you 
buy only nine watches, which are packed with the display. 

Big ads in fifty leading magazines featuring Ingersoll’s 3 
Winners will reach two out of three of your customers. Order 
now. Get these deals in your windows—and WATCH THE 
PROFITS ROLL IN. 





SPOTLIGHT DISPLAY 


1 YANKEE... Thinner, smaller pocket watch with a an © oe oe oe 
a beautiful airplane type dial and unbreakable d 

crystal. $1.50. 2 RIST-ARC 
jeweled wrist watch. Case smartly curved to fit 
the wrist. $3.95. 3 ENSIGN... super-value in a 
good-looking pocket watch. Unbreakable 


HW... Beautiful new 


9 watches cost you . $12.21 
You sell them for. 17.40 
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MORE MONEY FOR YOU 


giving the Sportsman 


MORE FOR HIS MONEY! 


Eclipse is the easiest outboard motor to sell in the world . 
because it’s the easiest for any salesman to get enthusiastic 
about. And that's because it's easiest to start, easiest to run, 
easiest to take care of! 


The 1938 ECLIPSE STORY 


FOUR POPULAR MODELS! A new 4'% horsepower Twin! A new 
., 2% horsepower De Luxe Single! A new Standard Single! And the famous 
Silent Electric. Prices $129.50, $79.50, $71.50 and $38.50, respectively. 
Suit any sportsman’s needs—any family’s summer-home desires—any 
yachtsman’s dinghy-power requirements. 


. AIR COOLING! Permits sensational lightness—banishes water-pump 
trouble, water-jacket clogging and corrosion! Streamlined modern con- 
touring! Gleaming polished finish! 


15,000-VOLT “ONE-YANK” STARTING! Demonstrate it and bet 
on it, right on your own premises! (No water-barrel needed with Eclipse 
air-cooling, remember!) Most powerful and reliable magneto ignition in 
outboard history! No other motor has it! 


ONE-LEVER SYNCHRONIZED CONTROL! Throttle and choke 
combined in the new De Luxe Single and Twin models—no fumbling and 
stalling when adjusting the famous Stromberg carburetor—built for 
Eclipse by Bendix! 

NATIONAL ADS TO MILLIONS! Not only through smashing adver- 
tising in the leading sportsmen’s, outdoor, and yachtsmen’s magazines, 


but through the mighty pages of the great national magazines, Eclipse 
Outboards are being pre-sold to millions of Americans! 






























Bendix Products Corporation (Marine Division) 


2 
- y R I T E » (Subsidiary of Bendix Aviation Corporation) 
Pike 481 Bendix Drive, South Bend, Ind. 


Rush full dealer details on Eclipse Outboard Line to— 


BENDIX This: ee ic ascaaniesiinan tibintietrat) es | 
By O D AY <= TT ar ee 
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MINNEAPOLIS 


NOW! 


TWO NEW WELL-BUILT LOW- 
PRICED POWER LAWN MOWERS 


Built by America’s Largest Producer 
of Power Mowing Machinery 


The new Toro Homelawn 18 and 21 inch 
mowers open up a new and profitable 
field for you selling these dependable 
machines to Home Owners, Hospitals, | 
Schools, Industrial Plants and any type of ° 


consumer owning a small lawn. 


Look this mower over, com- 
pare it with anything on the 
market in appearance, strength, 
neatness, freedom from compli- 


’ cated mechanism, and above 


all Sales Appeal. 
WRITE TODAY!!! 





Established 1914 








Features... 

VY H.P. motor with latest oil type air 
cleaner. 

Simple manual control belt and chain 
drive transmission. 


Formed aluminum motor support base. 
Pressed steel construction throughout. 
18 inch five-blade reel. 
Solid rubber 11/4” tires. 


TORO MANUFACTURING CORPORATION 


MINNESOTA 

















Are You Getting Your Share 
of the Business That Exists for § 


LINCOLNE 


GREASE GUNS and FITTINGS 








(Klconsee! and . Head Fittings are available in a 
ul! range of sizes. 


Ask your nearest Lincoln jobber for details on this 
complete line, or if you do not know who stocks our 
line 1n your Community—please write us. 


Ask for a copy of our new Catalog No. 55 covering 
Lincoln Grease Guns and Fittings for Farm Imple- 
ments, Tractors, Contractors Equipment, Machinery 
and Motor Vehicles. 


General Offices—St. Louis, Mo. 





(A few of the powerful Lincoln Kleenseal Guns.) 
Many leading manufacturers of passenger cars, trucks, tractors and machinery 


have standardized on Lincoln Grease Guns and Fittings— definitely establishing 
the merits of this outstanding line. 


A vast market exists for the sale of additional guns and fittings in the replace- 


ment or service fields, and it will pay you to be prepared to supply the require- 
ments of your trade. 


Large Tractor Type and Standard Type Lincoln Button Head Fittings, as well as 


Lincoln KLEENSEAL Fittings in all types and sizes are now available for resale. 


Lincoln Grease Guns in types to meet every need are also available. 


LINCOLN ENGINEERING COMPANY 


LUBRICATION 


Factories—St. Louis, Mo. and Detroit, Mich. 


EQUIPMENT 
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STERLING 


ELECTRIC STEEL 


QUALITY WIRE PRODUCTS 


_STERLING ELECTRIC STEEL IS THE BEST 
FOU sRTIOR STEEL FOR WIRE PRODUCTS 











galvanizing. 


STERLING 


CLEAN STEEL 


! —— 4 to 6 times more re-| 
~ GE BNC 


STERLING 


is tough, strong, has} 








NORTHWESTERN BARB |. f_| WIRE CO.. STERLING, ILLINOIS 





ORDINARY STEEL 


has no extra strength 
gives way rapidly to; 
rust regardless of its | 


ELECTRIC-STEEL| 











because 


the blades of Ingersoll Shovels are made of... 


"TEM, CROSS’: 


INGERSOLL PROCESS STEEL 


This steel is a development of more than 50 years’ experience as 
America’s largest producer of tillage steels. That’s why Ingersoll 
Shovels are keen-cutting, clean-scouring and resist splitting and curl- 
ing so stubbornly. 


Available in all types and grades for every c 


purpose, and in a price range to 
meet competition. Round or square point shapes, black or 
polished finishes. (The Alloy, A and B Grades, are 
heat-treated.) 





| Write for Catalog and further information. Address Dept. H. A. | 
INGERSOLL STEEL & DISC DIVISION ct 

BORG-WARNER CORPORATION 

J 

New Castle, Indiana ” 

St 

INGERSOLL 52:4 = 

T 


—i em: ee  . . oe ee ae foeonw ec” 
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HOW ABOUT 
AN EXTRA 
WHEEL 
FOR THAT 
GRINDER? 








CARBORUNDUM BRAND ABRASIVE PRODUCTS 
MAKE EXTRA PROFITS EASY 


VERY time you sell a portable or bench grinder, sell an extra 





Carborundum-made grinding wheel to go with it. In fact, every 
customer of yours who buys such a machine as a grinder, a sander, a 


THE CARBORUNDUM BAND 
BLOWS THE TRUMPETS FOR YOU 


lathe or a jig saw, is an A-1 prospect for Carborundum Brand Abrasive 
. fic ‘ . - % Every Saturday night, from 7.30 to 8 P. M. 
Products. You’ll find it’s a cinch to sell this well-known line of abrasive (EST), the Carborundum program is broad- 
cast to millions of homes. Tune in on the 


products to home workshop fans, mechanics and carpenters. 


Columbia chain to hear this interesting 


Start now to pair up abrasive products with machine and edged tool program. 











sales. Make two sales grow where but one grew before. 
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READY TO SERVE—EFFICIENTLY! 
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NATIONAL MANUFACTURING CO. 


STERLING + + + ILLINOIS 


National Builders’ Hardware is sold direct to the retail dealer—a 
policy that promotes quality, service and direct selling cooperation. 


HIS extensive array of build- 
ers’ hardware represents 

the full National line. Note the 
diversity of these products which 
cover almost every requirement 


of the building trade. 


Although the line embraces a 
wide assortment of hardware, 
there remains but one standard 
of quality. Every item manufac- 
tured is built of the finest mate- 
rials to serve its purpose. The 
design and mechanical action 
likewise are the best that mod- 
ern skill can devise to promote 


simple, positive action. 


This thoroughness in the man- 
ufacture of 


National 
HARDWARE 


is carried through in the beauti- 
ful lustrous finishes that enhance 
every construction job, besides 
protecting the hardware from 


rust and wear. 


National dealers everywhere are 
enthusiastic too about the way 
this merchandise is packed and 
labeled. Not only is it a pleas- 
ure to stock it, but it is more 
easily sold and it reaches the 


trade fresh and clean. 


We invite further represen- 
tation of this quality line. 
Write today for full details. 
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IN LAWN 
FENCE 


For 1938 Continental offers you more than a line 
that is advertised, accepted and proved. The 
most effective array of dealer helps ever created 
for the lawn fence business is ready to draw 
hundreds of customers into your store for lawn 
fence and accessories; posts, gates, flower bed 
borders, etc. to ring the register with extra profits. 


A simple, yet effective FENCE STRETCHER 
with every roll; a big, 3-color DISPLAY for 
window or fence roll; a handy and helpful 
SALES MANUAL; imprinted CARTOON 
HANDBILLS; an easy-to-follow DIRECTIONS 
for fence erection (packed in every roll)... 
i Q%a>" these are the helps that make Continental’s 
'] | | . offer the brightest profit opportunity in the 











lawn fence market for 1938. ¢ 











SSS ‘ rx ; Remember . . . Continental is the only Lawn 
SS A a Pere Fence made from ‘“Flame-Sealed’” wire . 

' " triple - guarded against rust. Flame - Sealing 
smooths the heavy zinc coating . . . makes it 
uniform, tough and tight . . . gives it a dense, 
velvet gray surface which guards against weather 
and rust... makes the zinc last longer . . . adds 
years to fence life. 


WRITE FOR 


SPECIAL 1938 PLAN 


Don’t pass-up the opportunity for building 
bigger volume . . . to get the premiums from 
companion sales of a hundred other items... 
to bag the clean profits of the Continental home 
improvement program. Write today for full de- 
tails of the 1938 Special Dealer Plan on Lawn 
Fence. No obligation. 


CONTINENTAL STEEL CORP. 


General Office: KOKOMO, INDIANA 
Plants at Canton, Kokomo and Indianapolis 


_— Vai: 1 R 





CONTINENTAL 83 STEEL PRODUCTS FOR FARM AND HOME 
IS TYPES OF FENCE...14 STYLES OF STEEL ROOFING AND SIDING 











No. 04856 


GOOD LOOKS - UNMISTAKABLE 
QUALITY » PROFITABLE SELLER 











yy can show Eagle No. 04856 Padlock 
to quality minded customers with assurance 


that it will make a sale. Its unusual attrac- 
tiveness and desirability also sell many cus- 
tomers who would otherwise buy a lower 
grade lock, at less profit to you. 


No. 04856 is made of Extruded Metal and 
fitted with Genuine Pin Tumbler lockwork. 
Also has a hardened, cadmium plated 
shackle. Made in six sizes from one inch to 
two inches inclusive. 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 


Wood Screws 
Stove Bolts 
Machine Screws 


Store Door Sets 
Padlocks 
Cabinet Locks 


E) 
EAGLE LOCK CO. 


26 Warren Street-- New York 


Branch Offices: 


179 N. Franklin St. 
Chicago, Ill. 




















521 Commerce St. 
Philadelphia, Pa. 


114 Bedford St. 
Boston, Mass. 





————S—————ee 
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POL’MER-IK 





THE 





GIVES THE DEALER 











IN PAINT 



















RECOMMEND THE VALUE OF COOKED OIL 





POL-MER-IK enables you to sell a linseed 
oil of greater value — actually give more 

for the money, because Pol-mer-ik is a 5% 
100% pure linseed oil, 10% of which is — 
kettle-cooked to a varnish body. Pol- 
mer-ik increases the value of paint jobs. 
Paints brush better, level better. The 
Pol-mer-ik film is hard, tough, elastic. It 
has greater durability, lasts longer. The 
job has better gloss, better color. 


BECAUSE Pol-mer-ik sells at the same 
price as regular linseed oil, people prefer 
the extra value, at no extra cost. It sells 
faster. Pol-mer-ik builds paint sales. 
Master Painters buy other paint supplies 
while they’re buying Pol-mer-ik. 


THE factory-sealed containers of Pol- 
mer-ik eliminate the losses of bulk sell- 
ing. You buy a can — sell a can — no de- 
preciation — no losses from drips, foots, 
or over-measuring. 


ARCHER-DANIELS-MIDLAND CO. 


Minneapolis, Minnesota 


FOR BEST RESULTS 
RECOMMEND 
POL-MER-IK BOILED 


* 
@ WRITE FOR THE 
FOLDER: The com- 


plete story of Pol- 
mer-ik Linseed Oil 


HEAT TREATED 


LINSEED OlL 





and thevalue of 
cooked oil — briefly, 
clearly told. 
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Ba Llon ong 
Pr0-Tex Pad 


Simple as 1-2-3! The BALLONOFF Pro-Tex Pad makes a hit 
with your customers . . . and satisfied customers are your 
biggest asset. 





Every woman wants the top of her stove and refrigerator to 
stay beautiful—free from marring, scratching and discolor- 
ing. Pro-Tex Pads are just the thing! Made of heavy asbes- 
tos, topped with gleaming metal. In three sizes and two 
bright, silvery finishes. 


Pioneered by Ballonoff. Get the original and best! It costs 
no more. For free samples and prices write direct to us, or 
to any of the firms listed at the right. 


BALLUNOFF mera. pronvers co. 


5800 Kinsman Road 
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BALLONOFF Chrome-Plated STEEL Stove Pipe 


is far superior to ordinary chrome plated tin-base 
pipe—yet costs no more. There is nothing like it for 
beauty, brilliance, strength, long service, sales appeal. 
Write for FREE sample. 








GENERAL SALES CORP., San Francisco, Los Angeles, Seattle 
—CUSACK & HARMAN, 518 Reliance Bldg., Kansas City, Mo. 
—EASTMAN PRODUCTS CO., 2000 N. Lamar St., Dallas— 
FAUCETTE-HUSTON CO., Chattanooga—UNIVERSAL APPLI- 
ANCE CO., 150 Causeway St., Boston. 





Cleveland, Ohio 

















IT’S EASIER TO SELL THE 
HAMMER THAT HOLDS THE NAIL 


The Cheney Sales a a hammer right in 
your customer's hands and gives him a chance to 
try it in actual work. Right then you sell another 
hammer. Send in your order today for a Cheney 
Sales Maker display-demonstrator. In it are 

10—16 ounce Cheney Nailers No. 938 

2—20 ounce Cheney Nailers.No. 937 

1—16 ounce Cheney Nailer No. 938 


chained to display 
1—Cheney Sales Maker display. 


Make 1938 your biggest hammer year. You can 
do it with Cheney Nailers. 


HENRY CHENEY HAMMER CORP. 


FACTORY: LITTLE FALLS, NEW YORK 
SALES OFFICE: 302 BROADWAY, NEW YORK 
PACIFIC COAST REPRESENTATIVES 
Kelly-Duncan Co., Los Angeles—San Francisco 
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GENTLEMEN “THE W//A/VAH /” 


i)! ROGERS LIQUID FISH GLUE 








HAS EVERYTHING IT TAKES 
ge In Rogers Liquid Fish Glue the Independent 


Hardware Retailer has everything he needs 
to lick the competition of price cutters and 


distributors through non-hardware channels. 


Rogers Strength, Economy, and Purity are 
unexcelled. The Rogers Protective 
Sales Policy is square shooting to the 
legitimate hardware trade, and Rogers 


prices and discounts are right. 


Ask your Jobber about Rogers 
Liquid Fish Glue, or, if he does 


not handle it, write us direct. 










CUT PRICES AND 
CHAIN STORE 
METHODS 


ROGERS GLUE 
QUALITY AND 
SALES POLICY 


ROGERS ISINGLASS & GLUE COMPANY sassacnuserss 















> 


W- aur wo HIGHER IN PRICE 


MRINNEY 
OTM TT LILE | 


BUTT HINGES 


PATENT APPLIED FOR 






Hinges that are forever silent at the joints—hinges that ride 
smoothly on a self-oiling bearing of durable Oilite—exclusive 
advantages that could easily command a premium in price for 
McKinney Butt Hinges yet retailing at no higher price than Ball 
bearing Butt Hinges. Here, truly, is an unbeatable combination 
for successful selling. Talk McKinney Oilite Bearing Hinges— 
cash in on their instant appeal to builders. Your jobber can 
supply you or write to us direct. 


McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PA. 


Tee Hinges in all sizes Strap Hinges in all sizes Wrought Steel Hasps in 

packed in bulk or one packed in bulk or one all sizes and finishes. 

Pair toacarton. Stand- Pair to a carton. The Packed in bulk or one 

ardize on the wellknown McKinney Line is the Pair to a carton. Push 
i the McKinney Line. 


McKinney Line. profitable line. 








DESIGNERS AND MANUFACTURERS OF GOOD HARDWARE FOR 72 YEARS 
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NORTON 








DOOR CLOSERS 


They'll “STAND THE GAFF”... built by the largest exclu- 
sive manufacturer of door controlling devices in the world. 





NORTON NO. 4 
PRECISION BUILT—HIGH QUALITY 
RETAILS AT $2.00 


Durable long life screen door closer made with 
non rust tube of seamless brass. The bracket, 
spring holder and hinge plate are engineered from 
heavy steel stampings to prevent breaking. Spe- 
cial piston construction assures checking— No. 4 
is packed in individual carton with full attach- 
ment instructions. 








NORTON NO. 04 
EXCELLENT VALUE— ECONOMY PRICE 
RETAILS AT $1.25 


Benefiting by the same expert workmanship the 
No. 04 carries a fine reputation for satisfactory 
service. The No. 04 has been simplified, requiring 
but two-thirds as many parts as model No. 4. Only 
the highest quality materials are built into Norton 
Screen Door Closers, and No. 04 also is made 
of seamless brass and comes packed in an indi- 
vidual carton with instructions. 


@ Consult Your Jobber Or Write To 
NORTON DOOR CLOSER CO. 


Division of the Yale & Towne Mfg. Company 
2900 N. Western Ave. Chicago, Illinois 
ES TTR Sh TST LAR 
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Twelve resplendent 1938 Gibsons, styled 
and equipped to crowd people in, priced 
to sell in volume, forced ahead by a 
national sales and advertising program 
with power behind it! ... MORE ice 
cubes, MORE usable food capacity, 
MORE of everything that prospects want, 
MORE of what you want!... Get set now 
for your biggest year in Gibson’s big- 
gest year—1938! GIBSON ELECTRIC 
REFRIGERATOR CORPORATION, 
Greenville, Michigan. Chicago: American 
Furniture Mart. Export Sales Dept.: 
201 North Wells St., Chicago, U.S.A. 
Cable Address: Gibselco, Bentley Code. 
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NOW IN Se CONSUMER 
PACKAGES CONSTITUTE 


— _ wm BRIGHT WIRE GOODS 






CHANGE “"NUISANCE” SALES 
INTO REAL MONEY-MAKERS! 


End the wastes of old-fashioned “cracker barrel” bulk 
selling methods by stocking Androck Bright Wire Goods in 
new, compact, colorful, easy-to-sell 5¢ consumer packages. Save 
time, speed turnover and instead of just “hoping” for profit, make 
EASYTOBUYAND = fixed liberal profit on every sale! Ask your jobber for full details 
SELL AT A“Fixed” PROFIT ‘ ; , ‘ , 

on this revolutionary new method of selling Bright Wire Goods. 


Liberal quantity of each 
Bright Wire Goods item 
packed in its own colorful 


5c consumer package. Ree LET PROSPECTS SELL THEMSELVES 


ae eo dozen to attrac- 

tive shelf storage Carton. . . . with this eye-arresting, all-metal, self-vending 
Brings Bright Wire Goods counter display. Loads easily. Prospects sell them- 
out into open for effective : 
display—boosts sales. No  S¢lves, help themselves. Place one beside your cash 
guessing—you KNOW you register—watch the sales ring up. Ask for details on 
make a fixed, liberal profit Deal No. 1140, which includes display. 

on every sale! 


Grder from end-J-Pa 
YOUR JOBBER . 
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THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, ILL. 














PEWAUH SLING 
JIS LOIS 


“acME” Ball Bearing Casters roll silently, easily, smoothly in any # 
direction. They not only protect all types of floor coverings, but they ~ 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


‘““ACMES” are a source of continual profit . . . a small item that de- 
velops mass sales. Show the customer how “acmes” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 











THE ScHatz MANUFACTURING Co. 


yy) POUGHKEEPSIE, N. Y. 


| BALL BEARING 


Jah) 10255405 
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JOBBING DISCOUNTS ARE STILL AVAILABLE IN 


unless you are lucky enough to be handling 
General Electric Heating Devices. 
Then, of course, you are spending profitable \\ 
‘3 _ 4 Bours in a warm store. You have the advantage  \ 
¥ of selling the complete accepted line of Heating ‘ 
Ps Devices. Your customers feel assured that each 
" General Electric Heating Device you supply will 
\_ be of the same high quality as the previous G-E appliance purchased. 


General Electric Heating Device advertisements in the 15 leading 
National Monfhly Magazines with a total circulation of over 
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THE LOMA 
FORMULA 


is the result of scien- 
tific recommendations 
of 26 of the country’s 
leading agronomists, 
horticulturists and po- 
mologists associated 
with Federal and 
State Governments 
and Agricultural_Col- 
leges. The LOMA 
formula satisfies the 
most exacting feeding 
requirements — for 


Everything Green that 
Grows. 














Loma .,.. 
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25,000,000 and an estimated reader- 
ship of over 100,000,000 is bound 
to creaie a tremendous ‘store pat- 
ronage for you. Use the many free 
sales promotion helps which Gen- 
eral Electric offers you for local 
tie-in so that you may direct these 
prospective customers to your store 
and thus profit to the utmost. 











SALES HINT 
OF THE MONTH 


Set up a complete window 
of General Electric Heat- 
ing Devices using the 
free Streamlined Iron and 
Table Appliance Display 
Cards as a background. 
Feature*the complete new 
roaster deal in the most 
favorable traffic location. 


Make a mailing of the 
General Electric Heating 
Device Full Line Folder 
to a selected list of your 
customers. Promote the 
complete line of General 
Electric Heating Devices. 











CERTAIN LOCALITIES. 


FOR 1938 LOMA OFFERS YOU NEW 
FEATURES AND NEW AND BIGGER 
OPPORTUNITY FOR PROFITS! 


@ EXTRA DISCOUNTS—Extra discounts for early dealer orders. 

@ NATIONAL ADVERTISING—LOMA launches a larger advertising cam- 
paign in 1938, using both national magazines and local newspapers. 

@ DEALER HELPS—LOMA provides a liberal assortment of new, attrac- 
tive Window and Counter Displays, Banners, Leaflets, etc., as well as a 
new Sales-Producing Display Rack for retailers featuring LOMA. 

@ MATS AND ELECTROS—New free mats and electros available for your 
local newspaper advertising, price lists, flyers, etc. 

@ QUALITY PACKAGES—LOMA offers a quality product in a quality 
package—colorful, smartly designed, moisture-proof bags and canis- 
ters in sizes to suit every customer’s needs. 

@ LOMA SPREADERS—LOMA spreaders are strongly made and fool- 
proof. Profitable to sell. Will increase your sales of LOMA. Five 
sizes—14”" to 36”. 





Inquiries invited. Write for full information. 











Tennessee Corporation, 61 Broadway, New York, N. Y. 




















The Perfect Plant Food 
Everything Green that Grows 
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There’s Money For You 


in the 


GOLD STRIPE Line 








The Brush With the 7 Talking Points 
@ Top Quality Bristle. Clean—Uniform—straightened. 


The large number of “flags” insures maximum paint carry- 
ing capacity. ” 

@ Accurate Formula Mixing. Bristle mixed by master 
brush makers. Each brush designed for a specific use. 

@ Vulcanized Under Pressure. Every bristle-butt lock- 
ed in rubber in a vise-like grip. No “‘streakers’’. 

@ Tapered Construction. Provides greater stiffness and 
more accurate control at the painting edge. Prevents 
fingering’. 

@ Perfect Balance. Hardwood handles especially shaped 
to give better balance. Less wrist and arm strain. 

@ Riveted Metal Ferrules. Brushes riveted—not nail- 
ed. Greater resistance to stress and strain. Easier to clean. 
No cut or scratched fingers. 

@ Gold Stripe Jacket. Every brush furnished with a special 
fiber jacket to protect the bristle and keep it lively, straight 
and clean. 











Ree WIRE 


A PRODUCT OF 


PITTSBURGH 
PLATE GLASS COMPANY 


75 Gsncacddast Wasshounts . Factory at Baltimore 


4“ 
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Extra strength makes extra sales 
on National Screen Doors ... 


Every ‘‘slam’’ is a boost for them. These handsome, sturdy 
articles can ‘‘take it.’’ Their superior construction imme- 
diately reveals itself to your customers in the neat rounded 
edges on all NATIONAL Screen Doors. 


Ask Your Jobber.—Your jobber can tell you about the 
complete line of NATIONAL Screen Doors, Window Screens 
and Ventilators. They are made in a wide variety of styles 
and at prices to please your customers and keep them 
pleased. He can give you quick deliveries. 


TTP wae) Blo we kelc 


NATIONAL SCREEN CO., Suffolk, Va. 


Please send us a copy of your 1938 catalog showing 
the complete line of National Screen Doors, Window 
Screens and Ventilators. 









PR cicccicseie sidaradeeesacaiaa 
PT RRR, CR Stone trae er de we : eae 
City Sacelacites ta ciadenesaeeicr kas aio exces 
New York Office: 11 Park Place 
Southern Selling Agents 
SAND & HULFISH, Baltimore 


CREEN Co. 


VIRGINIA 


MUL IPL AMM GARRY 
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Tue years 1936 and 1937 brought to 
appliance dealers the largest volume of sales of 
power washing machines in the history of the industry 
... And 1938 offers the same opportunity — but with this 
difference. Today, it’s the farmers who are your best prospects. 


SELL WHERE THE MONEY IS 


Government figures show that farmers today 
are in the best financial condition—have more 
spendable income—than at any time since 1929. 


It's always easiest to sell where the money is. 


And a good time to sell the farmer is when he 
has time to talk to you — during the spring 
months, before he is all tied up with heavy 
seasonable work. 


SELL WHAT THEY CAN BUY 


You can't sell electric washing machines to 
those without electricity—and only 17% of all 
U. S. farms have electricity today — with little 
likelihood that this percentage will be changed 
materially for a number of years to come. 


So 5 out of 6 farm homes are prospects for gas 
powered washers. 


They have the need and the desire to purchase 
—and they have the money. So, now's the 
time to sell the farmer prospect—electric wash- 
ers if he has electricity—gas powered washers 
to all the others—the 5 out of 6 without hi-lines. 


WHAT ABOUT HI-LINES? 


If the prospect is waiting for a hi-line, sell him 
a gas washer now—explaining that it can be 
changed over later to an electric, at any time, at 
little expense. There is no need for anyone to 
wait for a hi-line which may never come, to 
have the advantages and the economy of power 
washing. 

Latest models gas and electric washers have 


the same features — same advantages — the 
same quick starting and economies. The only 


difference is in the power unit. There's noth- 
ing to be gained by waiting. 


TO HELP YOU MAKE THESE SALES 


Convinced that this gas washer business is 
there — convinced that the farmer has the need 
and the desire — and the money to buy — 
Briggs & Stratton has released the largest Spring 
Advertising Campaign in farm papers in the 
history of the company. 


A total of 28 farm papers — with a combined 
circulation of 9,940,000 copies are being used 
to help you make these sales. 


AND ANOTHER SALES AID 


New washer models are also available with 
the sensational Briggs & Stratton Start-Charger. 
This unit combines the latest model WM Briggs 
& Stratton Washer Motor with a specially de- 
signed 6-volt generator and starter motor. With 
the Start-Charger and a storage battery the mo- 
tor is cranked electrically and charges 6-volt 
radio and other storage batteries while washing. 


TO MAKE SALES EASIER 


Farmers know Briggs & Stratton 4-cycle gaso- 
line motors. Over a million in farm use testify 
to their rugged dependability and economy — 
their easy starting. Your gas washer sales will 
be all the easier if the models you offer are 
“Powered by Briggs & Stratton.” 


Those dealers who display and feature the lat- 
est model gas powered washers — those deal- 
ers who take advantage of the opportunity to 
sell their farmer prospects now — are the ones 
who will profit most. Discuss this with your 
washer manufacturer, or his representative. 


BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S. A. 


Dealers have found equipment “Powered by Briggs & Stratton’’ easier to sell — not only 
power washers, but also pumps, lighting plants, small tractors, lawn mowers, 
and many other farm tools and equipment. 


BRIGGS & STRATTON 


MILWAUKEE WIS US A 


GASOLINE 
MOTORS 
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The greatest opportunity for increasing your volume is through the biggest 
business in the world, housekeeping, and with the oldest name in the 
household field, UNIVERSAL—the housewives’ preference for 3 generations. 
Better made for greater sales, UNIVERSAL Electrical Appliances for 1938 
present new eye-appealing modernistic designs — latest conveniences — 
bigger values and are priced to reach a wider market than ever before. 


A name that has stood 
the test of time 
The name UNIVERSAL ap- 
pears on the largest line of 
both small and major electri- 
cal appliances in the world 
and to housewives everywhere 
it signifies highest quality 

and guaranteed service. 


























Manufactured by LANDERS, FRARY & CLARK, New Britain, Conn. 
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FAIR-TRADE 
CONTRACTS :— 


Although the grocery and drug 
trades have hundreds of resale 
price contracts signed under the 
various state fair-trade laws, there 
seems to be much less activity and 
interest in the subject in the hard- 
ware industry. It is apparent that 
most dealers favor this type of leg- 
islation, but it is equally appar- 
ent that when offered fair-trade 
contracts they show consider- 
able indifference in signing up. 
If independent dealers, *in all 
fields, do not get behind fair- 
trade laws; urge manufacturers to 
utilize this new form of legal aid 
to price maintenance, and _ take 
advantage of proffered contracts, 
neither experience nor results will 
accrue from what may be consid- 
ered a most interesting and vital 
experiment in legislative relief for 
unfair competitive conditions. 


HIGH PRICES :— 


During the discussions of fair- 
trade laws, in various state legis- 
lative bodies, newspaper headlines 
screamed out charges that such 
laws would “gouge the public” 
and that higher prices would re- 
sult, etc. This is not so. The drug 
trade having sought this type of 
law and having taken decided ad- 
vantage of it offers excellent proof 
that it is not so. Hundreds of 
common, everyday drug 
items—Alka-Seltzer and Aspirin— 
just to name two I happen to re- 
member quickly, are now sold 
widely under resale price main- 


store 
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Just Among 


@ltha-1-3 b'a-7- 


By CHARLES J. HEALE 


Editor, Hardware {ge 


tenance contracts: The mini- 
mum prices set, under contract, 
have leveled off the varying prices 
at which these products were for- 
merly sold. This provides a little 
less margin for the dealer, but it 
makes all drug stores competitive 
and stops these two popular 
items from being used as _loss- 
leader footballs. The other day 
I had an interesting visit with a 
prominent Ohio druggist, a past- 
president of the state retail drug 
group. He was keen on fair-trade 
laws. He told me he had signed 
200 contracts and would like to 
sign a few hundred more. He 
recited an almost unending list of 
drug store items on which con- 
tracts had actually lowered retail 
prices. Look into this situation in 
your own locality. Ask some 
friendly druggist how he finds 
the price trend, the public reac- 
tion and how these contracted 
items affect his store traffic and 
his competitive status. Spokesmen 
for the drug trade, as quoted 
publicly, show mixed emotions on 
the subject, but that is not neces- 
sarily a good guide. I would 
rather have the personal experi- 
ences of several reputable drug 
men talking in their own stores 
and pointing out items, prices 
and reporting sales activity. Try 





this and when you gather up 
some data write and tell our read- 
ers all about it. Let us have an 
open discussion of resale price 
contracts. Organized independent 
retailers have long sought resale 
price laws. Now we have them 
in 42 states. They should be 
tried and if found satisfactory 
fostered, protected and main- 
tained. If they develop too many 
disadvantages then it is time to 
start removing such laws. Remov- 
ing them should be much easier 
than passing them because you 
will have all the influence of 
chains, department and mail or- 
der stores behind a repeal move- 
ment. 


MR. RICHBERG:— 
Donald Richberg, former NRA 


head, has had wide legal experi- 
ences and intensive opportunities 
to understand the relation between 
government and business and the 
difficulties of both sides. He is 
quoted, currently, as offering an 
outstanding thought to future 
legal procedure. In brief, his 
point is to let government tell 
business just what it can do in- 
stead of always telling what can 
not be done. This is a reasonable 
view and should receive wide- 
spread business support and ap- 
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A BASIS FOR BETTER BUSINESS ..... rue 


Lockwood is stimulating nation-wide sales of builders’ 
hardware with its new designs and improved products. 
These modern developments are fully described in the 
1938 Sweet’s Architectural Catalogs, as in the specimen 
pages shown above. 

Patrician Plastelle features metal-and-plastic knobs 
and escutcheons, with interchangeable parts that may be 
harmonized with any decorative scheme. It has already 
won the enthusiastic approval of many architects, build- 
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ers and home owners. It has also been awarded a 
Certificate of Merit by the Associated Industries of Mas- 
sachusetts for its “creative styling and mechanical im- 
provements.” 

These modern Lockwood developments will appeal to 
your customers and open up a profitable new market. 
Write for complete details on this distinctive new hard- 
ware. 


Lockwood Hardware Mfg. Co. 


[LeCKWODD | Division of Independent Lock Co. 


Fitchburg, Massachusetts 
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plause. The policy of government. 
too long, has been placing restric- 
tions—just so many “don'ts.” It 
is time that business was told 
what it can do. 


GOOD SPIRIT :— 


An interesting example of fair- 
minded attitude toward competi- 
tors was shown during the recent 
Western convention. The Kansas 
City branch of the John Deere 
Plow Co. issued a printed card 
inviting dealers and others to 
visit the Deere display rooms. 
This card read: “You are cordial- 
ly invited to visit our mammoth 
exhibit of modern, up-to-date 
farm equipment in our building, 
corner of 13th and _ Hickory 
Streets in the West Bottoms, which 
is the heart of the implement 
business in the Southwest. We 
and all our competitors in the 
same district have wonderful dis- 
plays. Come and see us.” Includ- 
ing mention of the displays of 
competitors shows a fine competi- 
tive spirit, and is particularly 
appropriate during a convention 
which is premised largely on the 
principles of cooperation in an 
industry. 


ACCIDENTS :— 


Dr. Finntll, representing the 
National Safety Council, related a 
thrilling story of industrial safety 
progress to a recent luncheon 
meeting of the Kansas City Cham- 
ber of Commerce. He told of the 
widespread safety program spon- 
sored by the manufacturers and 
of the final splendid results that 
have come from the use of mod- 
ern science and advanced engi- 
neering to prevent loss of life and 
limb in factories. But, he said, 
since labor organizations have 
gained such sudden strength, ex- 
ercising frequently greater con- 
trol over workers than company 
executives, there has been a dis- 
tressing increase in industrial acci- 
dents. He made this comment as 
a matter of record and with re- 
gret and not as part of any anti- 
labor speech. He believes that 
labor organizations have devel- 
oped too quickly in this particular 
and his own sole interest in the 
subject is safety. He finds that 
under strong labor union control 
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there is a tendency on the part of 
workers to be less willing to ob- 
serve company rules, among them 
the disciplinary regulations that 
are intended to provide for safer 
operation. This comes from work- 
ers taking the attitude that unions 
are in the saddle and that com- 
pany rules come second. If this 
situation is at all widespread it 
constitutes a serious hazard to 
the workers of this country and 
is one more indiscretion that must 
be answered for by professional 
labor organizers who permit or 
foster such a spirit toward com- 
pany safety rules. 


ROUND ONE :— 


The following excerpt is from 
an official Federal Trade Commis- 
sion news release: “The Federal 
Trade Commission has ordered 
(Jan. 26, 1938) the Great Atlan- 
tic & Pacific Tea Co., which owns 
and operates more than 14,800 
retail grocery stores in 38 states 
and the District of Columbia, to 
cease and desist from accepting. 
on purchases of commodities, all 
allowances and discounts in lieu 
of brokerage in whatever form 
granted or paid to it by sellers 
of such commodities. The prac- 
tices prohibited by the order were 
found by the Commission to be in 
violation of the brokerage section 
of the Robinson-Patman  Anti- 
Price Discrimination Act. Prior 
to approval of the Act, on June 
19, 1936, concerns selling com- 
modities to the A & P Company. 
the Commission found, paid each 
month to that company’s field 
buying agents on their purchases 
for A & P, brokerage in the same 
amount as those concerns paid to 


their brokers who acted for them” 


in making sales to their other 
customers.” This is not final, as 
it is a foregone conclusion that 
A & P will take this test case to 
court in an effort to justify this 
extra discount as being paid for 
somé properly performed extra 
services. But at that it certainly 
marks Round One in the fight of 
independents against advantages 
enjoyed by chain distributors. Al- 
though not in the hardware field 
this case is to be considered a 
highly successful and appropriate 
example en which to test the Pat- 
man law. 


H. P. SHEETS :— 


Last month at the Philadelphia 
banquet of hardware merchants 
and manufacturers, Herbert P. 
Sheets was awarded the gold 
medal and scroll for outstanding 
service to the hardware industry. 
As managing-director of the Na- 
tional Retail Hardware Associa- 
tion the award is well deserved. It 
has been my privilege to know 
Mr. Sheets during the entire 
twenty years that he has been the 
managing head of his association. 
He has been helpful, constructive, 
fair and an intensive worker in 
his chosen field. Easily a leader 
among trade association execu- 
tives, he has exercised a gentle 
firmness in his daily work, not 
always readily understood, but 
ultimately greatly admired. The 
details of the award are told else- 
where in this issue. It is a splen- 
did thought to make such annual 
awards. Congratulations to Mr. 
Sheets for a well merited tribute 


from fellow hardware men! 


GEORGE N. GROFF :— 


Twenty-four hours before Mr. 
Sheets received his medal and 
scroll, a group of one hundred 
hardware men gathered at Balti- 
more to do proper honor to 
George N. Groff, general manager 
of Wm. H. Cole & Sons, long estab- 
lished wholesale hardware firm in 
that city. Mr. Groff has completed 
half a century of service to this 
industry and to his own company. 
It has been fifty years of success- 
ful growth for both the man and 
his firm. Well known and es- 
teemed throughout the industry, 
Mr. Groff merited the testimonial 
dinner given him by his hardware 
friends. Quiet and unassuming, 
he is known as a conscientious 
business man, a credit to the hard- 
ware business and a true friend. 
On the same occasion he was 
presented with his HARDWARE ACE 
Fifty Year Club certificate and 
is doubly welcome to its mem- 
bership. Half a century of service 
is a long time and a most worthy 
record for any business man. A 
more complete account of this 
dinner and of Mr. Groff’s career is 

(Continued on page 103) 
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By ADON H. BROWNELL 


Chapter 20—Intermediate Course 


completed the study of stand- 

ard trim for locks generally 
used in residence work, I closed 
by saying that we would next con- 
sider the subject of lock sets. This 
chapter will be in the nature of a 
general discussion of the subject 
of lock sets. There will be no 
comparative lists. 

The beginner in builders’ hard- 
ware, and especially his customer, 
will undoubtedly experience con- 
siderable confusion regarding the 
matter of lock sets. I am sure, 
however, that those of you who 
studied the model stock list in our 
elementary series know what the 
term “lock set” means. It is a 
lock with the complete accom- 
panying set of trim, knobs and 
escutcheons or handle as the case 
may be. The set is packed com- 
plete in a box with the screws. 

It is particularly confusing to 
the beginner and the customer to 
be able to buy a complete lock set, 
including the lock, cheaper than 
they can buy the lock by itself 
without the rest of the set. It just 
doesn’t seem to make sense to 
them. 

It would pay every builders’ 
hardware man to spend some time 
in a builders’ hardware manufac- 
turing plant for they would soon 
learn the answer to this seeming 
inconsistency. One hundred lock 
sets are probably sold to every 
single lock that is sold. Locks by 
themselves require special han- 
dling and the cost to the manu- 
facturer in time for handling a 


ie the preceding chapter, which 
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Lock Sets 


special order for a lock far over- 
shadows the actual cost of ma- 
terial going into the production of 
a lock set manufactured in a com- 
mercial way. 

This is also true in the case of 
all kinds of special goods. The 
overhead expense of getting out 
special hardware is out of all pro- 
portion to manufactured standard 
merchandise. 

I’m sure I speak for all regular 
manufacturers when I urge you to 
use standard hardware wherever 


Fig. 1 — Entrance 
handle lock set in 
a black and pol- 
ished brass com- 
bination. 





possible, especially on lock sets. 
Manufacturers just cannot add the 
proper charge to which they are 
entitled for this type of special 
work, 

All manufacturers use a simpli- 
fied numbering system for their 
lock sets. They have symbols 
which signify the type of knobs, 
escutcheons, etc., required in a 
given set. It is therefore well to 
study carefully the numbering 
system your manufacturer em- 
ploys. 

In reading over various manu- 
facturers’ catalogs as I have done 
in preparation for this particular 
chapter I ran across the following 
rules which are good to follow: 

1—Specify the number of the 
lock required. 

d—If master keyed, add the 
symbol “M” to the lock number. 
(I have always found it helpful 
to give a complete explanation of 
the master keying system and 
specify the number of master keys 
required before writing the order 
for the hardware itself.) 

b—If the lock has to be other 
than a regular back set, so specify 
with the lock. 

c—If bevelled front is required 
and is not regular with lock, speci- 
fy bevel (14 in. 2 in. is standard.) 

d—If lock is not reversible, 
specify hand. 

2—Specify trim — Knobs first, 
escutcheons second, design third 
and finish fourth. 

Note if trim is wanted on one 
side different from the other. 
Always specify the outside trim 
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first, then the inside, following 
the same method as noted above. 
The face of locks and strikes are 
finished the same as the inside 
trim except on reversed bevelled 
or doors opening out, in which 
case they are finished the same 
as the outside trim unless other- 
wise specified. 

3—Any special instructions, 
such as special strikes or strike 
with longer or shorter lip than 
regular, extra keys, etc., should 
also be noted. 

When you order your lock sets 
and give all the information with 
the order you are saving an end- 
less amount of time for everybody 
with respect to correspondence, 
postage, delays and dissatisfied 
customers. 

Ordinarily a builders’ hardware 
stock of lock sets for residential 
work consists of the following: 

A—Front door handle sets. 

Colonial, forged iron and mod- 
ernistic seem” to be in the greatest 
demand. For years in the hard- 
ware stores I have purchased for, 
I used two sets which were more 
or less standard with most manu- 
facturers as illustrated in this 
chapter. Fig. 1 is finished with 
the back plate and cylinder collar 
in sanded dead black and the grip, 
thumb piece and cylinder in pol- 
ished brass. On Fig. 2, however, I 
had the back plates and cylinder 
collar in statuary bronze and the 
grip, thumb piece and cylinder in 
polished brass. 

Of course I stocked many other 
handle sets but these were just 
finished differently and appealed 
to the customer. They made an- 
other plus item because I could 
always get more money for them. 

B—Cylinder front door knob- 
sets in all designs regularly 
stocked. 

C—Cylinder vestibule door sets. 

With the decrease in the use of 
vestibule doors this set perhaps 
can be omitted. 
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D—Bit key front door knob sets. 

E—Bit key inside knob sets. 

F—Bit key closet knob sets. 

These are often omitted, store 
stocking closet spindles and mak- 
ing up their own closet sets when 
required. 

G—Bathroom door knob sets. 

H—French door knob and lever 
handle sets. 

You should learn how to split 





Fig. 2 — Entrance 
handle lock set in 
a combination of 
statuary bronze 
and polished 
brass. 





your own sets, that is, where you 
have one kind of trim outside the 
door and another inside you can 
often save money by buying your 
sets complete and changing the 
trim yourself. It is an economy 
in many cases. 

Under closet sets I suggested 
the possibility of buying closet 
spindles and making up these 
closet sets yourself. In this way 
you frequently can put to good 
use odd locks or knobs in your 
stock which would otherwise be 
wasted. . 

I would like to emphasize the 
importance of watching to see that 
the same kind of knob mounting 
is used on both sides. For exam- 





ple, a threaded set screw type 
knob could not be used on one 
side and the ordinary side knob 
screw on the other side unless you 
used a special spindle. 

There is no way that I know of 
to adequately describe the infor- 
mation that this particularly im- 
portant chapter requires. The few 
suggestions that I have made will, 
I trust, be of assistance. Putting 
them into practice and consulting 
with the representative from 
whom you purchase your goods 
will all add to your knowledge. 

One of the lock manufacturers 
recently stopped in Buffalo to 
show me a new development in 
builders’ hardware that will mean 
much in the way of increasing the 
numbers of different design knobs 
that can be used with practically 
little additional investment. 

This particular manufacturer 
has redesigned his locks in order 
to use forged instead of cast brass 
on the lock fronts, bolts and latch- 
es of his locks. The lock construc- 
tion remains the same as de- 
scribed in a previous chapter and 
has been found universally satis- 
factory for many years. 

He also made another change 
which is the one to which I partic- 
ularly refer. The knobs, instead 
of being of cast brass or bronze, 
are of forged brass or bronze, and 
the top of the knob can be taken 
off and changed to other patterns 
by means of a special arrange- 
ment of a screw through the shank. 

The dealer could carry his lock 
sets in this manner and, by buying 
additional tops only, could change 
to several different patterns at 
little cost. 

This same idea has been carried 
out in a combination of brass and 
composition colored knobs which 
give the dealer a wide selection of 
colors without the necessity of 
any large additional investment. 

In our next chapter we will take 
up the study of schools of design. 
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A typical modern 
kitchen—Courtesy 
of the American 
Gas Association. 


HE hardware store is one 
of the most natural places 
to sell the idea of the mod- 
ernly equipped kitchen of color- 
ful appearance. Practically every- 
thing needed to create a modern 
kitchen or to modernize an old 
kitchen is either part of its regu- 
lar stock or is available. The 
modern kitchen must be properly 
lighted, finished in an attractive 
scheme, including cheerful floor 
and wall coverings. It must have 
working surfaces of uniform 
height located in such a manner 
as to permit food to be taken, with 
a minimum of effort, from the 
refrigerator or other storage equip- 
ment to the sink and table for 
cleaning and preparation and 
thence to the stove or range from 
which point it is carried to the 
dinette or dining room. 

A modern kitchen, with _ its 
colorful surroundings, is not just 
so many pieces of merchandise to 
be sold but an idea or principle— 
that of having a kitchen which like 
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elling the Modern 


a modern factory permits  so- 
called straight line production to 
save both labor and time. The 
dealer would do well to emphasize 
that a modern kitchen is more 
economical to operate because 
waste motion is eliminated and 
because food may’ be prepared 
and stored with a minimum of 
waste and in less time. 

The modern kitchen idea gives 
the hardware man a huge market 
for electrical, oil, gasoline and 
gas appliances, cooking utensils 
and unpainted furniture as well 
as modernly finished metal or 
wooden furniture for the kitchen 
and dinette, paint, floor and wall 
coverings, lighting equipment, ven- 
tilating equipment, air condition- 
ing equipment, inexpensive wash- 
able window shades and any num- 
ber of “gadgets” and small uten- 
sils. 

When the Civil Works Admin- 
istration made its Real Property 
Inventory survey back in 1934 in 
64 cities throughout the country 

















it was found that only 20.96 per 
cent of the owner occupied houses 
had mechanical refrigeration. 
Many of those homes have since 
added mechanical refrigerators: 
others have replaced obsolete 
refrigeration equipment, but there 
are still a large number of homes 
without the benefit of mechanical 
refrigeration in those and other 
communities. Of the 1,035,927 
homes occupied by their owners 
which were included in the sur- 
vey 0.21 per cent had gas light- 
ing and 95.42 per cent had elec- 
trical lighting. Gas was used for 
cooking in 72.68 per cent of the 
homes and electricity was found 
to be the cooking medium in 5.29 
per cent of the homes. Many of 
these homes have since changed 
their lighting and cooking equip- 
ment, nevertheless these figures 
provide food for thought for the 
dealer planning a modernization 
campaign in his district. 

“Out of the 30,000,000 women 
in this country with kitchens, it’s 
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safe to estimate that three-quarters 
of them want to redecorate, re- 
paint or change the color scheme 
of their kitchens this spring,” said 
Mary Davis Gillies, Home Fur- 
nishing Editor, McCall’s Maga- 
zine, in a recent address. 

“That figure is no random 
guess,” she said. “It is based on 
the findings of field editorial 
studies made by McCall’s Maga- 
zine, in six widely separated sec- 
tions of the country. When asked, 
‘If you could make three changes 
in your kitchens what would they 
be?’ three-fourths of the women 
named one or more items in the 
redecoration group. And, new 
paint for walls and woodwork got 
a higher vote than any other 
change on the list. Slightly less 
than half of these women want to 
remodel their kitchens to make 
them ‘more convenient to work 
in’; and 20 per cent want to make 
them easier to keep clean. .. . 
We found that 62.9 per cent of the 


women listed one or more items 
of new equipment among the 
changes they would like to make; 
a new range was mentioned by 
more than one-third of the group. 
Moreover, just about the same per- 
centage of women specified an 
electric range as a gas range, in 
spite of the fact that only 3.8 per 
cent are at present electric range 
users.” 

Much has been done to sell the 
women of the nation the idea of 
the modern, colorful kitchen 
through the efforts of the Kitchen 
Modernizing Bureau of the Edi- 
son Electric Institute, the Amer- 
ican Gas Association and by 
women’s magazines and _ larger 
daily newspapers. Manufacturers 
of various kitchen equipment lines 
and products have issued much 
material on the subject. 

Sell the idea of the modern and 
colorful kitchen in your own com- 
munity through cooperating with 
the above mentioned associations 


Kitchen Idea 


There are profits for dealers in 
up-to-date and colorful kitchens. 
This article tells how to get them. 
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and by finding what the manufac- 
turers of electrical, gas, oil and 
gasoline appliances, paint and 
other kitchen lines you handle or 
contemplate handling offer in the 
way of assisting in the layout of 
new modern kitchens or in the 
rearrangement of old time 
kitchens. 

There is a profitable volume 
waiting for you by selling the 
idea of kitchen modernization and 
color in the kitchen in your com- 
munity. When you have sold the 
idea to a customer that a modern 
kitchen with colorful equipment 
is just what she needs, try to plan 
her kitchen so that it will be well 
within her means. If you cannot 
sell her a complete new kitchen at 
one time, make it easy for her by 
first planning a new kitchen for 
her and then planning the steps 
by which she will acquire her new 
“workshop.” Show the customer 
that your object is to make hers 
an efficient kitchen as well as a 
colorful kitchen at as low a cost 
as is possible. 

It is always to the advantage 
of the dealer to sell large units on 
a cash basis, but there is profit, 
too, in selling on a deferred pay- 
ment basis to customers who are 
known to be good credit risks. 
Customers financially able to pay 
for a remodeling project upon 


This remodeled kitchen and 
butler’s pantry shows the 
effect of modernization. 
General Electric Co. photo. 
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completion of the work will react, 
in many instances, favorably 
toward the idea of saving money 
by making immediate complete 
payment. Then there are cus- 
tomers, who are good credit risks, 
who will favor remodeling their 
kitchens in sections, making pay- 
ments on an installment basis. 
When one section of the remodel- 
ing project is completely paid for 
they would like the idea of start- 
ing the remodeling of another por- 
tion of their kitchen on a deferred 
payment plan. 

No matter what payment basis 
is agreed upon emphasize the 
idea that the modernly equipped 
kitchen in color will be an easier 
place in which to work because 
of its more efficient layout and 
more cheerful appearance, thus 
lightening the burden of a 
woman’s daily tasks. Men will 
be in sympathy with the idea of 
making the daily work of their 
wives easier. 

Advertise the modern kitchen 
idea in local papers and by direct 
mail and get in a supply of all the 
material available from your man- 


A corner of the kitchen shown 


in plan at top of the page. 
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ufacturers on modernization and 
color. If you have the space in 
your store install a modern kitch- 
en and hold demonstrations there 
at regular intervals, advertising 
the fact that you have a model 
kitchen in local newspapers and 
by direct mail and through the 





local radio station. From time to 
time you might hire an empty 
store near your regular business 
quarters for showing a model 
kitchen. When there is a local 
town or county fair, a model 
kitchen in which demonstrations 
are held would be an excellent 
merchandising aid. By sponsoring 
a model kitchen demonstration 
in a local school or schools be- 
fore parent groups, you can get 
considerable attention. 

As part of your modernization 
campaign you might very well 
modernize your own kitchen, per- 
mitting interested persons to 
come and see it. If you use your 
own kitchen as a part of a cam- 
paign be sure to have photographs 
of the old arrangement and a 
scaled plan of both the new and 
old layouts available for com- 
parison. And be able to indicate 
the cost of the improvements— 
either as a complete project—or 
on the basis of improving the 
kitchen by sections. 

Remember there is a real profit 
in selling the modern kitchen. You 
can either do it by yourself or 
you can collaborate with other re- 
tailers in your town or in adjoin- 
ing towns in selling the idea. 
You can use the plans available 
through the American Gas Asso- 
ciation and the Kitchen Moderniz- 
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Westinghouse Electric &€ Mfg. Co. 


Compact modern kitchen—colorful, efficient and sanitary in every respect. 


ing Bureau gs well as the data 
offered by manufacturers of paint, 
appliances, kitchen cabinets, etc. 

When the first mechanical re- 
frigerators were being offered to 
the public, housewives had to be 
sold on an idea rather than on a 
particular make of refrigerator. 
Later the different makers em- 
phasized the features of their own 
particular models—the idea of 
mechanical refrigeration having 
been sold first to the public. The 
modern kitchen idea must be sold 
in your community on the same 
basis after which the advantages 
of the equipment you sell may be 
featured. 

When the modernization project 
for one of your customers is to 
cover a period of months or years 
and the customer wants an esti- 
mate on the costs of the completed 
project, be sure to have her real- 


And here it is before it was 
modernized. Quite a difference. 
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ize that changing business condi- 
tions may bring about different 
prices for some of the equipment 
she wants. Where the woman is 
in really good circumstances, the 


possibility of changes in the price 
of equipment would be a good 
talking point in getting her to do 
the remodeling as a complete unit 
on a cash basis. 











Mrs. Pearl Duncan, garden 
expert, illustrates the 
colors of a _ nasturtium 
with the assistance of 
the canopy’s color plates. 


Rustic Shop Doubles Sales 


Chas. N. Brown & Sons of San Francisco 
doubled the sales of this department 
with remodeled shop and with the aid 
of well-known local gardening expert 


ALES of garden supplies have 
S practically doubled for 
Chas. Brown & Sons of 817 
Market Street, San Francisco, dur- 





ing the past year. Usually when 
business increases to such an ex- 
tent there is a definite reason for 
the increase and in this instance 


The pottery section. Frank Mango, department buyer, 
discusses some merchandise with Mrs. Pearl Duncan. 


52 





the sales growth has been aided 
by the firm’s enlarged and re- 
modeled garden shop. 

This company has operated a 
garden shop for several years. As 
a matter of fact, it has been one 
of the few hardware stores on the 
Pacific Coast to maintain an ex- 
tensive shop of this type devoted 
exclusively to the sale of garden 
supplies and essentials. This de- 
partment has always produced an 
outstanding amount of business. 

The remodeled shop is approx- 
imately three times the sizes of 
its predecessor and occupies one 
entire end of the basement of the 
store. The walls are paneled with 
rustic, knotty pine which serves 
to give it a distinctive garden ap- 
pearance. Elevated to a consider- 
able height above the rest of the 
basement it catches the eye of 
every prospect who descends the 
stairs from the main floor. 

The customer’s attention is first 
attracted to this shop by an un- 
usually attractive sign over the 
basement stairway. Several light 
bulbs have been installed in a 
recess in the wall directly above 
these stairs. Green crepe paper 
has been stretched across this 
opening and over this is a white 
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lattice-work frame on which are 
cutout paper flowers. In the cen- 
ter is a yellow shield on which 
the words “Garden Shop” appear 
in cutout letters. It’s one of the 
first things a patron sees when 
entering the front door and it nat- 
urally tends to arouse interest and 
curiosity in the shop. 

One end of the knotty pine rear 
wall is devoted to a display of 
rakes, shovels and other garden 
tools while samples of the com- 
plete line are displayed from wall 
brackets. 

In the center of this rear wall 
is an 18-foot section which has 
been given over to an extensive 
and artistic display of ornamental 
flower pots, wrought iron garden 
ornaments, brackets, standards 


and other decorative floral acces- 
sories for either house or garden. 
Above this entire 18-foot section 
is a box-like canopy of knotty 
pine. The bottom of this canopy 
is covered with cloth which’ serves 
to diffuse the light of several elec- 
tric bulbs concealed behind it. 


The illumination is directed 
against the wall and serves to 
make the garden accessories stand 
out in relief. In the center of the 
canopy front are six circular 
openings each of which has been 
covered with white paper. In the 
center of each opening is a col- 
ored picture of a single variety of 
flower — marigold, nasturtium, 
sweet peas, etc., depending on the 
season. 

Against the right end of the 
rear wall is the package seed sec- 
tion. The seed packages are in a 
rustic stepped rack whose con- 
struction serves to display a wide 
range of stock. This section is 
covered with a shingled roof sur- 
mounted with several bird houses. 
The entire display cannot help but 


of Garden Supplies 


attract the prospective customer 
and once there the convenient ar- 
rangement of the rack with its 
suggestion of self-service does the 
rest. The average customer, pre- 
pared to purchase a packet or two 
of seeds, usually walks out with a 
half-dozen or more. 


This firm sells all of its seed 
packages under its own name. It’s 
an idea that has aided materially 
in building repeat business. If a 
customer has obtained good re- 
sults from Brown’s seeds one year 
he is practically sure to come back 
the following year for more. 

There are no permanent aisle 
fixtures in this department. The 
center floor fixtures can all be 
easily moved to make way for a 
profitable concentration of the 
most important seasonal items. 

At the left end of the open cen- 
ter floor area opposite the wall 
display of tools is the seasonal 
“hot spot.” During between sea- 
son periods a large open table is 
used in this spacé for a display 
of pottery. During the bulb sea- 
son stepped up bins with wire 
bottoms are built in this space to 
hold a large assortment of bulbs. 
During the rose season the space 
is given over to a display of 
bushes. 

At the right of this table is a 
floor rack for garden hose and 
next to it is a rack holding lawn 
mowers. This is equipped with a 
specially built in feature by means 
of which the mowers are sus- 
pended by their handles so that 
the customer does not have to get 
down on the floor in order to ex- 
amine them. There is another 
open-end display table nearby on 
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The open display of seeds in the rustic rack has stimulated sales to 
such a degree that customers usually buy more than they had planned. 
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which especially featured bulbs 
or other small items are shown 
during the season. 

Back of these tables is the cen- 
tral wrapping desk for the entire 
garden shop. Over to the right of 
the stairway entrance are two 
large open display tables which 
are used for hose fittings, sprays, 
shears and other garden tools and 
accessories. The bins under these 
tables are frequently removed in 
order to make way for seasonable 
items. 

At the entrance of the depart- 
ment are two waist-high ledges. 
The tops of these ledges are used 
for timely displays according to 
the season, such as grass seed, 
Christmas gift bulb packages and 
many other items of that type. 

Counters do not exist in the 
garden shop and every possible 
effort has been made to provide 
for traffic circulation. 

The company backs up_ the 
garden shop with high grade pro- 
motional work and service. Last 
year the company staged a rose 
show in the shop and it proved 
so successful that plans are under 
way to make it an annual event. 
A total of 15 new varieties of 
blooming roses were displayed. 
Large newspaper and window 
space was devoted to promotion 
of the event and advance orders 
were taken for the new varieties. 

This spring, the department is 
going after garden business near 
San Jose, a town about 50 miles 
away. by means of a display plot 
of growing flowers. This plot, 
located just off the main highway, 
will be conspicuosly marked with 
signs, and has been planted with 
heds of tulips, daffodils and other 
flowers. Visitors will be invited 
for the official opening and spe- 
cial showings will be staged there 
from time to time. 

S. W. Newman, vice-president 
of the company, makes garden- 
ing his hobby and has a fine plot 
at his own home. He capitalizes 
on his experience and his wide 
acquaintance to keep the eyes and 
ears of the town on the garden 
shop. On yarious occasions, he 
has .addressed local garden clubs 
and has also given radio talks on 
garden club programs. 

Spectacular windows also play 
an important part in the garden 
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merchandising program. For in- 
stance, during bulb season, a 
large window was devoted to dis- 
play of a famous painting of the 
bulb fields in Holland and a local 
newspaper carried a lengthy story 
on it. Garden goods are constant- 
ly featured in one window or 
another during the entire year. 

Small shopping news adver- 
tisements on timely garden shop 
items are used on an average of 
once or twice a week. During sea- 
sonable peaks, a small box ad, for 
instance one featuring a special 
on bulbs or roses, backed up by a 
good window display will bring 
in from 500 to 600 people in a 
day. 

When this store set out to build 
up its garden business, it retained 
the services of one of the best- 
known gardening experts in the 
Bay District—Mrs. Pearl Duncan, 
former veteran garden expert for 
a large seed house. Her garden- 
ing advisory service has built a 





remarkable volume of repeat bus- 
iness. 

If a customer is in doubt as to 
what she should plant, Mrs. Dun- 
can goes to her home, analyzes 
the space and the soil and tells 
what should be put in and how 
to handle it. Through an intimate 
knowledge of weather conditions 
she can tell what will grow and 
what won’t in almost any section 
of the city or suburbs. 

When a customer is_ having 
difficulty with a lawn, Mrs. Dun- 
can goes out to examine the grass 
and the soil and usually pre- 
scribes the cure. In selling fer- 
tilizer for any purpose, she al- 
ways inquires the location of the 
plot. Knowing the soil in every 
locality she can usually tell the 
patron what to use. 

Mrs. Duncan has given advice 
on a good percentage of the lawns 
in San Francisco. She has a de- 
served reputation around the city 
for her ability to restore lawns. 


$600 and an Ancient Corn Planter 


EVEN years ago Herman Criss 

bought a bankrupt hardware 
store in Jasonville, Indiana, with six 
hundred dollars as a down payment 
and proceeded to build a_ business 
and become a part of the com- 
munity. 

Jasonville is a southern Indiana 
town of thirty-five hundred and fifty 
people in a fair agricultural com- 
munity. Today Criss owns a ten- 
thousand-dollar stock, a home, a 
farm implement business, is a mem- 
ber of the local Industrial Board, is 


on the town council and active in 





The ancient corn planter—99 
years and in good condition. 


church affairs. He attributes his 
happiness to the fact that he and 
his family became active at the start 
in local affairs, and the rapid growth 
of the business to his unique and 
interesting way of advertising. In 
this connection the factor that has 
played the most important part is 
the use he has made of perhaps the 
oldest corn planter that is now in 
existence. 


Bill Putoff of Green County, In- 
diana, was a blacksmith and wood 
worker of considerable skill. In 
1838 he made an all-wood corn 
planter and it is still used by Mr. 
Criss as an advertising attraction. 
Its wheels are of solid white oak, the 
tongue is yellow poplar, the neck- 
yoke rings are of hickory, it is held 
together with wooden pins and the 
only iron used in making it is the 
drop lever and the furrow openers. 
Criss bought this machine a few 
years ago and keeps it on display 
at his store all of the time. In the 
fall of the year he takes it to the 
fairs with a team of oxen. Criss 
thinks more of this old machine for 
advertising than anything else. Its 
history is authentic and it is exactly 
ninety-nine years old as this is 
written. 
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Some Suggestions on 


How to Sell a Lawn Mower 


Lawns will be coming up 
within a few weeks and 
there will be a demand 
for lawn mowers. Read 
this article and youll 
know what to do when 
that time arrives. 


By 
PHILLIPS N. CASE 


President 
Blair Manufacturing Company 
Springfield, Mass. 





PHILLIPS N. CASE 


SKING a lawn mower manu- 
A facturer to write an essay 

on how to sell a lawn 
mower is rather ludicrously com- 
parable to asking a horse trader 
how to sell a horse. To begin 
with, it is the dealer who makes 
the sale. If he fails to do his stuff, 
the jobber need have no worry 
about his percentage of mark-up, 
and the manufacturer will soon be 
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eaten up by his overhead. Con- 
sequently it behooves us to focus 
the spotlight toward our friend the 
dealer. We may even be pardoned 
for flirtingly tilting our skirts his 
way in passing for he is unques- 
tionably the keystone to the situa- 
tion. 

Obviously the fundamental prin- 
ciples of salesmanship such as 
prompt and courteous attention to 
the prospective customer’s require- 
ments, and a complete knowledge 
of the advantages of the line are 
as essential in selling a lawn 
mower as they are in selling a 
house and lot. 

If I were to walk into a store to 
buy something (not a lawn mower 
in my case) and if I were to re- 
ceive only listless attention, if the 
clerks were too busy gossiping 
with friends to wait on me, if they 
had to finish piling up some stock 
before they could spare me any 
time, or even if they merely turned 
their backs on me just long enough 
to show their independence, | 
would probably discover how 
valuable was my time and would 
walk across the street to buy what- 
ever I needed. All this may seem 
far fetched, but just the same it 
has happened—it has even hap- 
pened to me, and I will bet it has 
also happened to you. 

No, you can’t get away with 
treating a customer as you might 
treat a manufacturer’s salesman 
after you have had a bad night— 
not and pay the rent anyway. This 
affords me a golden opportunity 
to observe that it might be a good 
plan—aside from purely humani- 
tarian motives—to cultivate the 
habit of being agreeable and at- 
tentive even to the most apparently 
useless salesmen who darken your 
door, just for the practice to be 
gained in dealing with customers 


profitably. As in the case of a 
screen star, a bit of rehearsing now 
and then does no harm. 

We will consider the customer 
who takes satisfaction in maintain- 
ing a fine lawn; the chap who 
wants good tools, for he is the 
profitable customer and, after all, 
we read our trade papers for profit 
and not for fiction. Sell him a 
mower of the highest quality which 
will give the best results. Then 
he will stay sold. That means 
repeat orders, not only for a lawn 
mower when he needs one, but for 
other garden tools, and even every 
hardware item which he requires. 

However, you cannot expect to 
persuade a man—much less a 
woman—to pay more for quality 
merchandise unless you are able 
convincingly to explain the ad- 
vantage of so doing. Right here 
we come to the importance of an 
intimate knowledge of the me- 
chanical features of your line. 

Your prospective customer does 
not require help from you to see 
red paint, bright enough to hurt 
your eyes, or gold bronze which 
looks like money in the bank. IT 
am not disparaging the dress 
parades, but your competitor has 
them too, and if the price of your 
quality mower is 50 cents higher 
than a mechanically inferior ma- 
chine in the window across the 
street, your competitor is going 
to make the sale and take the 
bread right out of your mouth un- 
less you know your merchandise 
and can tell the prospective cus- 
tomer what is under the skin. It 
isn't enough to sniff and get a 
bad odor emanating from the 
source of cheap competition every 
time you glance in that direction. 
You must have a thorough knowl- 
edge of your merchandise—it is 

(Continued on page 103) 
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First Call for Colorful 
Kitchens and Spring Cleaning! | 


\ N THEN the last month of in every city and town throughout hardware store in this general 


winter makes its entrance _ the land. And there’s an excellent movement to put color and a mod- 
and when spring may at opportunity for profits for the ern touch into the kitchen. Win- 
last be seen in the distance, the dow displays and advertising can 


be used to decided advantage in 
putting the idea across and the 
window display at the top of this 
page is an excellent example of 
what can be done in this partic- 
ular respect. 

This display is of the symmetri- 
cal type with one side of the win- 
dow balancing the other. There 
are many items both large and 


thoughts of the average housewife 
invariably turn to spring cleaning. 
Cleaning means a brightening up 
of the entire house and one of the 
rooms that is frequently in need 
of a periodic freshening is the 
workroom of the home—the 
kitchen. 

Colorful kitchens are to be 
found in ever increasing numbers 
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small and the average dealer can 
probably think of many more 
which could be used to supple- 
ment the ones already shown. In 
the exact center is shown a porta- 
ble broom closet and a kitchen 
table and chairs. If these are 
already painted—well and good. 
The featuring of unpainted furni- 
ture, however, would give the 
dealer an opportunity to add 
paints to his display. 

Colorful utensils, cereal sets and 
other kitchen accessories can be 
featured in this display. Kitchen 
knives and other small articles 
with colored handles can also be 
shown to advantage. There’s prac- 
tically no limit to what can be 
done with a window of this type. 

The matter of color for the 
background raises the question as 
to whether it would be better to 
use a neutral shade as a_back- 
ground for the many colored ar- 
ticles on display or to use a color 
similar to those found on the walls 




















of the modern kitchen. We are in 
favor of the latter course, in view 
of the fact that it might be well 
to carry out the illusion of a 
kitchen to as great a degree as 
possible and use a warm, live 
shade such as yellow, green or 
any one of the tints found on mod- 
ern kitchen walls. 

The display on this page gets 
right down to the basic necessities 
used during the ordeal of spring 
cleaning. Vacuum cleaners, sweep- 
ers, brooms, mops, pails, clean- 
ing fluids and paints make up the 
array of merchandise on display. 





Get your, 
SPRING CLEANING 
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The Harpware ACE inter- 
changeable display fixtures are 
used in this window as well as in 
the one on the opposite page. 
And, incidentally, this display is 
also of the balanced type with 
the various articles arranged in 
symmetrical fashion. 

The matter of color for the fix- 
tures is an easy matter in this 
instance. Why not use a com- 
paratively light shade of green, 
the color that invariably suggests 
the springtime season? The cen- 
tral background panel could be 
yellow, another color suggesting 
spring. The silhouette of the bird 
and branch can be cut from paper 
of a darker shade while the letter- 
ing can be done in black which 
would stand out sharply against 
the light background. And above 
all things, be sure that each of 
these windows is immaculate for 
the idea you are trying to put 
across is that of cleanliness and 
neatness. 
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now entering his 50th year as secretary-treasurer. 
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Photo by Homer R. Hale, Kansas City (Mo.) Journal-Post 


DIRECTORS AND OFFICERS MEET 
Directors and officers of the Western as they met prior to the convention. 
Frank H. Spink, Kansas City, Mo.; Eddie Potter, Macon, Mo.; H. B. Smith, Richmond, Mo.; F. E. Millner, Miami, Okla.; 
George S. Straight, Eureka, Kans.; L. H. Dunton, Arcadia, Kans.; vice-president, Clarence G. Nevins, Dodge City, 
Kans.; F. Ackarman, Sudan, Mo.; new president, Sam Zuercher, Wichita, Kans., and H. J. Hodge, Abilene, Kans., 


Left to right, rear row: Retiring president, 


Front row: Evan Knudson, Goodland, Kans.; O. B. Landes, 


Abilene, Kans.; Fred L. Taylor, Lyons, Kans.; J. R. Whitla, Edgerton, Kans., and E. I. King, Logan, Kans. 


Western Assn Favors Fair Trade 


Sam Zuercher Succeeds Frank H. Spink as President 
of Oldest and Largest Hardware Trade Organization. 
3000 Registered at 49th Annual Convention in Kan- 
sas City, Mo., Jan. 18-20, 1938. 2003 Attend Banquet. 


AINTAINING its 49-year 
M record as the largest as 
well as the oldest trade 
association in the retail hardware 
field, The Western Retail Imple- 
ment and Hardware Association 
registered approximately 3000 at its 
annual convention in Kansas City, 
Mo., Jan. 18 to 20, 1938. Sessions 
and exhibits were held at the Muni- 
cipal Auditorium as was the annual 
banquet attended by 2,003 hard- 
ware diners. The convention ex- 
pressed whole-hearted approval of 
and pledged support to the Robin- 
son-Patman Law,  Tydings-Miller 
Law and the various state fair trade 
laws and urged members to seek a 
wider aplication of available resale 
price maintenance laws on_hard- 
ware and implement lines. Sup- 
port was also pledged to aid in the 
passage of a suitable fair-trade law 
in Missouri, one of the six states 
without such legislation. The con- 
vention urged more sanity in con- 
nection with handling implement 
trade-ins and suggested that all 
members make constant use of the 
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National Implement  Federation’s 
Trade-In Manual. 

The practice of wholesalers selling 
contractors and others at wholesale 
prices was condemned as unethical 
and uneconomic and was held to be 
a leading cause in upsetting price 
stability in hardware lines. Manu- 
facturers’ company-owned and op- 
erated retail stores were declared 
improper competition with regularly 
established retail stores and_ the 
convention declared in favor of re- 
stricting implement agencies to 
financially responsible dealers pre- 
pared and willing to operate an effi- 
cient service department with an 
adequate stock of repair parts. 

The convention also favored the 
proposed Nye Bill (S.2730) which 
would transfer all emergency farm 
loan activities by the government to 
the Department of Agriculture in- 
stead of the present practice of 
handling such loans through several 
different federal agencies. 

Approval was expressed for the 
list price and discount price basis 
on hardware and dealers were urged 


to add freight costs to their cost 
figures when determining implement 
resale prices. 

The association heartily approved 
the increase in local club organiza- 
tions and recommended every co- 
operation with the 4-H Clubs. 

Federal taxes on undistributed 
earnings were condemned as penal- 
izing the much-needed sound busi- 
ness practice of maintaining reserves 
for lean years of restricted business. 
Another major resolution addressed 
to the Federal Government reads as 
follows: 

“To the retail dealer belongs the 
retail trade. We have said that it 
does not belong to the manufac- 
turers in company stores, that it does 
not belong to the jobbers in direct 
selling to contractors. Neither does 
it, in our present economic set-up, 
belong to government agencies. 
Government costs have risen to un- 
believable heights, and show no sign 
of receding. These costs are being, 
and must eventually be paid, by 
taxes. If the government itself 
stifles independent business by di- 
rect competition, by pampered and 
subsidized cooperatives, by hastily- 
considered legislation, such taxes 
cannot be paid and government 
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costs, consequently, cannot be met. 
To’ the average independent mer- 
chant struggling to meet his ever- 
higher tax levies, it would not seem 
amiss for government to concern 
itself in part with assistant, rather 
than corrective, measures for the 
benefit of business.” 

President Frank H. Spink, Kan- 
sas City, Mo., opened the conven- 
tion Tuesday morning outlining the 
progress of the association during 
its 49 years of succesful operation 
under the able direction of Secre- 
tary-Treasurer Herbert J. Hodge. 
Predicting that 1938 would be a 
good business year for those who 
worked hard and intelligently, Mr. 
Spink said in part: 

“It has been said that political 
campaigns have been won or lost 
on slogans. Woodrow Wilson was 
given credit for his re-election by 
the slogan ‘He kept us out of war’. 
On the other side Herbert Hoover 
said something about two chickens 





ARDWARE AG 


JOHN G. WILCOX 


CHARLES J. HEAL 


HARDWARE AG 
2 COMPLETE HO 





F @UILOE 
. HARD Wa 


Retiring president, Frank H. Spink, Kansas City, Mo.; secretary-treasurer, 
Herbert J. Hodge, Abilene, Kans., and newly elected president, Sam Zuercher, 
Wichita, Kans., shown at the Hardware Age booth during the convention. 


and Missouri Resale Price Laws 


in every pot, which was a mistake. 
Your association for a long time, has 
used the slogan <To the retail dealer 
belongs the retail trade’. No one 
will question this slogan—it’s the 
truth, the manufacturer, the whole- 
saler, and even our Government 
have recognized this fact and I be- 
lieve the time will come when the 
retailer will enjoy all the retail 
business that is rightfully his. We 


like the new fair trade laws. They 
should do much to stop price-cutting 
on standard, nationally - known 
items and keep the business of the 
legitimate retailer where it belongs. 

“T believe the year 1938 will be 
a good year. To make it so how- 
ever I feel that more of us will have 
to have that desire to work. Spend 
more time with your business and 
less on the golf links—Success or 


the more abundant life, to my way 
of thinking, is only accomplished 
by hard work. Remember there is 
no Santa Claus for the hardware 
and implement man. I believe this 
country still offers (in spite of poli- 
tics and taxes), for those who are 
willing to work, a_ better oppor- 
tunity for success than any other 
nation. When you stop to analyze 
that these United States with only 





THE GREAT WESTERN ASSOCIATION CONVENTION BANQUET WITH 2,003 DINERS 


An outstanding feature of each Western convention is the banquet. 


This picture, at the Municipal Auditorium, 


Kansas City, Mo., shows the 49th annual banquet enjoyed by 2,003 hardware men and their families. 
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IN KANSAS CITY FORTY YEARS AGO, 


From The Times and The Star January 19, 1898. 

Rapid strides have been made in arranging 
details of settlements between operators and 
miners in the great coal mining, carrying and 
selling combinations, of which J. Pierpont Mor- 
gan is the presiding genius. Morgan, it is of- 
ficially stated, is now’ proposing a profit-shar- 
ing plan for the miners, which will affect 
200,000 employ The les now pro- 
pose to enlist the, miners in new co-operative 
arrangements. 

The investigation into the Seminole disturb- 
ances in the Indian Territory reveals a tragedy 
of lynch-law. Two Seminole Indian boys were 
arrested, charged with the murder of a white 
woman. They were taken from the officers by 
@ drunken mob and burned at the stake. United 
States. Marshal Bennet, who has been conduct- 
ing the imvestigation, states that the real 
murderer of the woman is now under arrest 
and the two Indian boys were innocent. 
Whisky, it is said, was at the bottom of all 
the troubic 

The biggest gathe ing of implement men 
ever held in Kamsas City convened at Music 
hall today. More than 500 representatives of 
the industry are here. Kansas, Missouri, .Ne- 
braska and Oklahoma are represented. The 
officers of the association are C. B. Bowling, 
Columbia, Mo., president; Sanford Topping, 
Ottawa, Kas., vice-president; H. J. Hodge. 
Abilene, Kas., secretary and treasurer. 

Dr. Pridtjot Nansen, the polar explorer, will 
arrive here Saturday morning eng preparations 
are “being for a demo tion in his 
Sonor. Norwerian and 8 cone 
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The third paragraph of the above 
clipping from the Kansas City Star 
of Wednesday, Jan. 19, 1938, makes 
you realize that they had pretty big 
conventions as far back as forty 
years ago. When the original item 
was published the Spanish-Ameri- 
can War was coming over the hori- 
zon and McKinley was president. 


6 per cent of the world’s popula- 
tion own 71 per cent of the auto- 
mobiles, 3313 per cent of the rail- 
roads and nearly twice as much in- 
surance as compared with the rest 
of the world, don’t think for a sec- 
ond that we are going to slip back 
to the old horse and buggy days. 

“A long continued downward 
drop in business is most unlikely. 

“We are not faced with the 
dangers of 1929. Business has 
learned much from the last depres- 
sion, and will apply corrective 
methods more quickly than before. 
These methods are already at work 
and if given freedom from unwise 
Governmental action will exert 
powerful influence toward stability. 
Retail and wholesale sales in most 
lines are now making a good show- 
ing. 

“Inventory accumulation caused 
by the frenzied activity of last 
spring is gradually being worked 
down. With a favorable farm in- 
come for 1938, plus a sound sales 
policy, plus a careful watch on down 
payment and credit terms on ‘big 
ticket’ items, sensible control of in- 
ventories, and with a stock so bal- 
anced to meet your customers re- 
quirements, it should bring to us all 
a very satisfactory business. So in 
closing I offer the sugestion that we 
talk better times, work harder and 
forget the recession.” 

The veteran and beloved Western 
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secretary - treasurer, Herbert J. 
Hodge, of Abilene, Kans., for the 
49th time presented his annual re- 
port of the organization’s activities 
and progress. He urged greater 
participation in local club activities 
and said it was vital that dealers 
take a greater interest in fair trade 
legislation, take every step legally 
possible to utilize such legislation 
and really use these laws which in- 
dependent dealers had long sought. 
Failure to do this, he said, might 
encourage repeal of at least the 
Tydings-Miller enabling act, a nec- 
essary federal aid to make the use 
of the state fair trade work more 
smoothly. He scored the prevalence 
of uneconomic trade-in methods for 
both implements and major appli- 
ances and told of the Trade-In 
Manual developed by the National 
Federation of Implement Dealers’ 
Asociations of which he is also sec- 
retary-treasurer. He urged a wider 
use of this handbook as the most 
efficient cure for eliminating un- 
profitable trading. 

Mr. Hodge also discused the 
desirability of implement dealers 
depending more on their local bank- 
ers for financing their installment 
sales, believing that such a_pro- 
cedure was more efficient and satis- 
factory from the dealers’ standpoint. 
He hailed as real progress the in- 
creased interest in such paper on 
the part of local bankers. 

Thoroughly optimistic on _ the 
ability of American business men to 


meet changing conditions in an 
effective way, he said at the begin- 
ning of his report: 

“Despite the swirling tides of 
public opinion and the uncertainty 
in business affairs marking the 
opening of the year, the territory of 
the Western Association is keeping 
its steady progress. Farmers have 
planted their crops, the families are 
riding in thousands of new motor 
cars, attending by tens of thousands 
the motion picture theaters and 
crowding the football stadiums—in 
short the tenor of life is not 
changed. 

“Somewhat more than a season- 
able halt is evident in business but, 
on the whole, the Middle West is 
the most fortunate of any part of the 
nation and we should be thankful 
that our lot is cast in its fertile 
territory. I believe there is an 
underlying strength of character in 
the American people that will in the 
end bring the country out of its 
present perplexities and set it again 
on the way to a steady, permanent 
prosperity. 

“As individuals it is our duty to 
endeavor to secure sound govern- 
ment. As an association our course 
lies in promoting the good of our 
members—the men who are deal- 
ing with the farmer and the towns- 
man and seeking to make a profit 
sufficient to provide for their fami- 
lies, pay their taxes, and have 
enough left to advance community 

(Continued on page 104) 





THE WESTERN PEERLESS QUARTETTE IN ACTION 


A feature of each session of the convention was the singing of this 
quartette. Mrs. Fred C. Taylor at the piano. The singers, from left 
to right: Clyde Bishop, Chanute, Kans.; Sam Zuercher, Wichita, Kans., 
newly elected president; Fred C. Taylor, Lyons, Kans., a past presi- 
dent, and Lynn Covert, Abilene, Kans., assistant secretary-treasurer. 
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American Hardware Supply Co. 
Reviews a Profitable Year 





Scene at the final get-together of the American Hardware Supply Co. meeting, Jan. 24 and 25 


TEADY progress since 1933 

was reviewed at the annual 

convention and exhibition of 
the American Hardware Supply Co., 
dealer-owned wholesale hardware 
firm, 41-43 Terminal Way, Pitts- 
burgh, Pa., held at the company’s 
headquarters, Jan. 24 and 25, 1938. 
More than 300 members of the or- 
ganization together with sales clerks 
and representatives of more than 60 
manufacturers registered during the 
meeting. Dealers attended from 
Pennsylvania, New York, Ohio, Del- 
aware, Maryland and West Virginia. 

Dealers were given an outline 
of operations and profits of the com- 
pany at the Monday meeting. It was 
reported that merchandise sales, 
less returns, totaled $1,170,312.24 
for the year ended Dec. 31, 1937, 
compared with the 1936 volume of 
$939,665.74. The annual report in- 
dicated that the stockholders earned 
$79,676.83 on their investment dur- 
ing 1937. 

At the first business session Mon- 
day afternoon, Charles W. Scar- 
borough, Scarborough & Klauss Co., 
Pittsburgh, president of the Amer- 
ican Hardware Supply Co., stated 
that that meeting was the largest 
gathering that had ever attended a 
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company convention. Mr. Scarbor- 
ough congratulated the management 
of the concern for its fine showing in 
1937. William M. Stout, Pittsburgh, 
general manager, American Hard- 
ware Supply Co., urged members -to 
fully examine the improved ware- 
house facilities, see all the merchan- 
dise exhibits and to thoroughly study 
the company’s operations and plant 
during the convention. He reported 
that the improved layout of the 
warehouse had increased the com- 
pany’s operating efficiency by 25 
per cent. 

“Whether we know it or like it 
there is a new order of doing busi- 
ness in this country,” declared 
Frank F. Whittam, general sales 
manager, John Lucas & Co., Phil- 
adelphia, Pa., paint manufacturers. 
“There are,” he said, “greener pas- 
tures ahead of us than we have ever 
before seen. Interest in and the 
building of new homes, of different 
types than we have previously seen 
will come,” he stated, “as the result 
of new activities of the F.H.A.” 
Urging dealers to become salesmen 
rather than buyers he said, “We do 
not make money by buying but by 
selling.” He expressed the opinion 
that the Robinson-Patman act has 
teeth and will have more teeth in it. 


In his annual address, on the sub- 
ject, “Make Hay While the Sun 
Shines!” Mr. Stout reviewed the 
past five years of the company’s his- 
tory, pointing out that the company 
had shown, during 1937, a gain 
totalling 50 per cent of the gains 
made in the entire period between 
1933 and 1937. He urged those pres- 
ent to spend more time selling, stat- 
ing that the average dealer spends 
but half of his time selling, devoting 
the rest of his time to executive, 
financial, buying and other activities. 
Dealers should, he maintained, in 
order to keep in line with their com- 
petition take the “ups and downs” 
in prices as they change. At the 
final session, Tuesday, Mr. Stout an- 
nounced that plans were being con- 
sidered for a series of monthly meet- 
ings at the company’s headquarters 
for studying new merchandise and 
discussing sales problems. 

FE. A. Hastings, Pittsburgh, trea- 
surer and assistant secretary, of the 
company, read and discussed the 
treasurer’s report of the company’s 
activities during the past year. He 
also read the minutes of the previous 
meeting of the organization. 

Three directors were reelected at 
the final session on Tuesday. Mem- 

(Continued on page 78) 
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Cooperation Stressed at 40th 
Annual Texas Convention 


HE 40th annual convention of 

the Texas Hardware and Imple- 

ment Association, at the Baker 
Hotel, Dallas, Jan. 25-27. 1938, was 
without doubt one of the most suc- 
cessful meetings of its kind in re- 
cent years. There were almost 2000 
in attendance, the exhibit was excel- 
lent and the program was of an out- 
standing nature. 

The entertainment program was 
exceptionally good as the Dallas 
Hardware and Implement Club, and 
the Texas Wholesale Hardware As- 
sociation arranged a series of fine 
parties and dances for those in at- 
tendance as well as many special 
features for the ladies. 

The sessions of the convention 
opened Tuesday morning Jan. 25 
with a breakfast given to all the 
guests of the convention by the 
Texas Hardware Mutual Fire In- 
surance Company. This was _fol- 
lowed by their report which was 
given by J. D. Martin, president. 
who reported the best conditions to 
date, with a surplus of over $100.- 
000. The same officers and board 
members were reelected by the 
Texas Hardware Mutual Fire Insur- 
ance Company for another year. 

President M. S. Henry, of the 
Texas Hardware and Implement As- 
sociation, reported a big year in the 
association work, and stressed the 
value of cooperation between mem- 
bers, and the benefits to be derived 
by membership in the association. 

He was followed on the program 
by Dean E. V. Kyle, of A. & M. Col- 
lege, who traced the history of cot- 
ton and cotton marketing and called 
attention to the fact that tariff is the 
great handicap to cotton growers. 

Paul M. Mulliken, of St. Louis, 
Mo., who spoke on “Shop, Look and 
Live,” stressed the importance of 
modern merchandising, particularly 
mentioning the need for every mer- 
chant to shop his competitors. He 
told of some concrete examples of 
comparative merchandising found in 
the hardware stores and competing 
stores, 

N. F. Van Hoogenhuyze, vice- 
president of Wm. Van Hoogenhuyze 


62 





A. P. SHARP 
New President 





M. S. HENRY 
Retiring President 





DAN W. SCOATES 
Secretary 


Hardware Co., San Antonio, who 
was also on the program Tuesday 
morning, discussed the phase of co- 
operation between wholesaler and 
retailer. His talk was extremely in- 
teresting, and showed the need of a 
greater understanding between these 
two angles of the business. 

Of ‘particular interest was Peter 
Molyneaux’s address at the meeting 
honoring the 25-year club members. 
Mr. Molyneaux, editor of the Texas 
Weekly, and an economic speaker 
of note, spoke on “Business Today,” 
and reviewed the economic facts 
which have a direct bearing on the 
present business situation. He said 
that he felt that the administration 
at Washington would have more to 
do with remedying the present crisis 
than any other one factor. He stated 
that what was most needed was the 
return of confidence in business, 
and that this was up to the adminis- 
tration. 

The session Wednesday morning 
opened with an address by Veach C. 
Redd, vice-president of the National 
Retail Hardware Association, who 
talked about the problems of the 
small retailer. Mr. Redd is a re- 
tailer himself, in Cynthiana, Ky., 
and presented the phases of man- 
agement which have confronted him 
in the conduct of his business. He 
mentioned that the price of goods 
may vary but the price of wild oats 
is always high. 

He was followed on the program 
by the association shopper, Miss 
Madge Nettles, who gave her report 
on 84 stores she had shopped and 
told the merchants assembled what 
her opinions were of their stores as 
they impressed her in the role of a 
customer. 

W. E. Bilheimer, of Fort Worth, 
who spoke on “Inspiring the Sales- 
men,” gave an inspirational address 
worthy of much mention. He ap- 
pealed to the session to put forth 
real effort to develop the best sales- 
men, and to endeavor to improve 
their standards. 

A luncheon at noon on Wednes- 
day for the implement dealers was 

(Continued on page 108) 
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ZULUS NEED PLENTY 
OF “PUSH "TO GET 
ALONG ON THEIR 
PRIMITIVE BICYCLES — 
WHICH CONSIST OF 
A FEW LOGS AND 
A COUPLE OF 
WHEELS 
ARRANGED IN 
THE FASHION 
SHOWN. 














ODD FENCING MATERIAL— 
SPOOLS! MORE THAN 7000 
SPOOLS, PAINTED AND STRUNG 

ON WIRES FASTENED TO 

UPRIGHT POSTS ARE CONTAINED 
IN THE FENCE WHICH SURROUNDS 
A HOUSE IN MICHIGAN CITY, IND. 



























THE FIRST SAWS WERE 
MADE OF WOOD AND 
HAD TEETH OF 
FLINT = 














WHEELBARROWS USED ON 
PITCAIRN ISLAND ARE | 
‘UNDERSLUNG MODELS — 
ADAPTED TO THE 
MOUNTAINOUS ISLE'S 
STEEP PATHS. 
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Feb. 10, 1938 


ADVANCES 


Linseed Oil. 


Turpentine. 


DECLINES 


Copper and Brass Products. 


Some Canvas and Leather Palm 


Gloves. 


Outdoor Tools—Jobbers _re- 
port a renewed large demand for 
picks, mattocks, sledges, shovels, and 
the like, aided by large government 
inquiries for various projects. Shop 
tools are rather quiet, but with 
prices well maintained. <A_ recent 
drop on Dunham lawn rollers, about 
5 per cent, is reported due, it is 
said, to improved methods of manu- 
facture, and volume production. 


Commodity Prices—After a 
further drop in copper, the com- 
modity markets at the opening of 
last week were showing an improved 
tone, featured by strength in cop- 
per, lead, tin and hides. Improve- 
ment or relapse in the securities 
markets have a prompt and direct 
influence on commodity prices. On 
Jan. 28, a uniform 10 cent price for 
domestic spot copper was established 
when a leading smelter cut its price 
14 cent, and a leading producer 14 
cent from their previous range of 
1014 to 10% cents a pound. Leading 
copper and brass fabricators reduced 
prices 34 to % cent a pound to 
bring prices for their products into 
line with the new wire bar price. 

* * * 


Blow Torches — Concession 
on blow torches, recently reported, 
affected only certain competitive 
numbers made by one manufacturer 
and should have been so indicated. 
Leading makers advise that there 
are no changes in their price sched- 
ules as announced last Spring. 
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Dunham Lawn Rollers. 
Some Grades India Mica. 


Firearms and Ammunition 
-Ammunition prices have been an- 
nounced as the same as last year. 
This line did not rise sharply last 
season. In fact, 1937 and 1938 prices 
differ only 5 per cent from the 
prices of two years ago. Jobbers re- 
port active buying response from 
retailers with substantial futures in 
hand. Very little changes are ex- 
pected on major lines of firearms. 
* * * 


Turpentine — Turpentine ad- 
vanced 2 cents per gallon and lin- 
seed oil is up °4 of a cent per 


gallon. 
* & & 


’ ye 
Gloves—Some lines of canvas 
and leather palm gloves have de- 


clined. 
* * *% 


Prepared Roofing, etc.—Sup- 
plementing earlier news of tempo- 
rary low prices in the asphalt roof- 
ing field, a recent announcement of 
the Certainteed Products Corp., 
points out that there are exceptions 
to the “high prices.” The company 
states: 1. Asphalt roofing prices 
(east of the Rocky Mountains) are. 
on a weighted average, 13 per cent 
lower than they were a year ago. 
2. Plaster, despite the increased cost 
of manufacture, is at approximately 
the same price as a year ago. 3. 
Gypsum lath is 13 per cent lower 
in price than a year ago. 4. Build- 
ing boards (i.e., gypsum wall- 
board, beaver board and insulation 
board) prices are, on a weighed 


average, 3 per cent lower than they 
were a year ago. 


* * * 


Stove Pipe, etc. — While 
manufacturers’ prices were an- 
nounced recently, for fall orders, at 
prices unchanged from those put out 
last summer, jobbers report future 
orders are coming in very slowly. 
Some leading makers are offering a 
greatly improved finish, and _ this 
betterment—obtained at some ad- 
vance in cost—will serve to main- 
tain resale prices. Some recent de- 
clines have been made in quotations 
on good quality imported India 
mica, which are bringing active or- 
ders for shipment after July. 


* % * 


Plumbing and Heating Equip- 
ment—While current sales are quiet, 
business done on plumbing and heat- 
ing equipment in 1937, represented 
a gain of about 15 per cent over 
1936 and a continuation of uptrend 
is expected later during this year. 
The Plumbing and Heating Indus- 
tries Bureau points out that prices 
of staple plumbing and _ heating 
products are still 10 per cent below 
the average for 1930 and 1931, while 
some products, such as enameled 
iron bathtubs, are selling at 37 per 
cent below the 1926 base price. A 
substantial part of the 1938 market 
is expected to be in the moderniza- 
tion field. Acceptance of the “bath 
with every bedroom” standard is 
responsible for the modernization of 
many residences, as well as hotels 
and apartment buildings, by instal- 
lation of additional bathrooms. The 
favorable economic conditions 
among farmers will account for a 
substantial increase in sales of bath- 
room fixtures, boilers and radiators 
in the rural districts. 


* + 


Buyers More Responsive — 
Hardware retailers, at the end of 
January, were faring not badly for 
volume, though all areas reported 
that buying is preceded by careful 
shopping. The expectation of “bar- 
gains” has been spread by the tone 
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of much of the advertising now cur- 
rent, particularly department store 
spreads in the cities and towns. Re- 
cently, however, buying has turned 
more confident on lines whose prices 
have held firmly, and ordering of 


merchandise whose season is ap- 
proaching is nearly normal. The 
demand for housewares, especially, 
is picking up, and “hold-out” mer- 
chants are gradually filling the 
“holes” in their stocks, which they 





Independent Hardware Dealers’ Sales 
for 1937 


of Percent- 
Firms age 

States by Regions Re- Change 
port- From 
ing 1936 








Number Sales Reported 


Number of Firms Showing 
Change in Sales 


From————1937 
Thousands Less 
of Dollars In- De- Than1% 
1937 1936 crease crease Change 





East North Central 386 + 8.8 22845.9 20993.7 264 100 22 


Illinois ....... 101 + 7.9 6019.8 5581.2 
Indiana .... 52 +82 3347.2 3093.6 
Ohio. 129 + 9.3 8681.7 7940.2 
Wisconsin 104 + 9.6 4797.2 4378.7 
West North Central 242 +20 9731.1 9543.8 101 127 14 
Towa 61 +44 2561.4 2453.3 31 28 2 
Kansas 55 +22 22072 2160.2 25 29 ] 
Missouri © 70 + 1.4 3561.3 3513.6 ya 37 6 
Nebraska 56 —1.1 14012 1416.7 18 33 5 
South Atlantic 27 + 5.0 1459.2 1389.7 18 8 1 
Georgia 23 + 42 12162 1167.6 15 F 1 
South Carolina 4+ 94 243.0 222.1 3 ] 0 
East South Central 14 + 4.1 939.1 901.9 6 8 0 
Alabama .. 14 + 41 939.1 901.9 6 8 0 
West South Central 113 + 5.8 6630.1 6267.6 65 44 4 
Arkansas 25 +2. 10515 1025.7 16 7 2 
Oklahoma 36 + 1.2 2053.9 2028.7 17 18 ] 
Texas 52 +. 9.7 3524.7 32132 32 19 1 
Mountain 81 +4+12.7 5899.3 5233.8 51 28 2 
Arizona 6 +28.5 639.3 497.4 6 0 0 
Colorado 27 +182 1446.9 1224.0 19 8 0 
Idaho 18 + 68 1427.7 1337.2 12 5 ] 
Montana 17 — 3.7 12450 1293.1 7 10 0 
Nevada* 
New Mexico* 
Utah* 
Wyoming 5 + 3.6 244.4 235.9 2 2 ] 
Pacific 165 + 3.9 13198.8 12705.7 118 38 9 
California 114 + 62 10090.0 9500.0 80 28 6 
Oregon 21 —10.1 17369 19325 14 6 1 
Washington 30 + 78 1371.9 1273.2 24 4 2 
TOTAL 1028 + 6.4 60703.5 57036.2 623 353 52 





Total adjusted for the 
number of working 


days 
City of San Francisco T —€2 
City of Los Angeles 17 + 80 
City of Chicago 15 + 56 
City of St. Louis 21 + 1.9 


60.6 34.3 5.1 

1069.1 1139.3 5 2 0 
1608.0 1488.4 12 4 ] 
497.3 470.9 1] 2 2 
2148.1 2107.6 9 10 2 





*Insufficient reports to show data 
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regarded complacently a few weeks 


back. 


* *% * 

Prices Holding Rather Well 
—In general, the market for finished 
hardware has held steady. The rea- 
sons are manifest—the determina- 
tion to maintain factory wages, and 
the continuing high trend of other 
cost elements, including taxes, trans- 
portation, fuel, and “overhead.” The 
latter in particular has been kept 
away up by the reduced size and 
value of the average purchase this 
winter—whether retail or wholesale. 


* * * 


Inventories Watched—Among 
distributors of hardware, few, if any, 
large inventories are found, for they 
have been reduced drastically dur- 
ing the past months, and stocks re- 
maining today are being watched 
closely. Every effort is being made 
toward prompt turnover of mer- 
chandise, and this is safe and wise 
if sales be not lost as a result of 
risking shortages. Jobbers, too, are 
learning that many manufacturers 
have let their finished stocks run 
low, and while prompt shipments 
are the prevailing rule, there are 
lines where an order must wait until 
the product is made, assembled or 
packed. Because stocks are gener- 
ally low, there is less urge for price- 
cutting. 

* * * 

General Trade Situation—In 
the latest January week, Dun’s re- 
view, always optimistic, estimated 
that general retail trade rose 1 to 3 
per cent over the preceding week, 
and reached some 2 to 5 per cent 
gain over the similar 1937 period, 
with sales decisions “influenced less 
by price slashes.” Except in dis- 
tricts where severe unemployment 
interfered, consumers’ purchases 
were large enough to bring a real 
shrinkage in retailers’ inventories. 
This, in turn, encouraged more for- 
ward orders to wholesalers. Whole- 
sale trade was estimated by Dun’s 
at 4 to 8 per cent over the 1937 
week. Varying percentages of gains 
and losses reported by distributors 
in the leading centers depended 
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upon weather “breaks,” as well as 
upon the energy devoted to “clear- 
ance” promotions. 


* * * 


Steel Operations—Production 
of steel last week slipped back to 
30% per cent of capacity, according 
to estimates of the American Iron 
and Steel Institute. This was the 
first decline since Jan. 1. A modest 
but steady series of gains during 
January had carried the operating 
rates to 32.7 per cent of capacity a 
week previous, from a December 
low of 19.2 per cent. New buying 
of steel ran between 10 and 15 per 
cent better in January than during 
December, not a spectacular gain, 
but indicating a growing need of 
replenishment of stocks by con- 
sumer companies. 

* a * 
Industrial Production and 


Employment—While industrial out- 
put and distribution declined some- 


what further during January, the 
recent rate of drop was of rather 
moderate scope. Many industrial- 
ists feel that a change for the better 
is in the offing. Cases are rare where 
opinion is voiced that commercial 
affairs are likely to experience fur- 
ther drastic falling away. With 
plants in numerous instances oper- 
ating two to three days per week, 
employment and payrolls are hard 
hit, despite all efforts to spread the 
work. The National Industrial Con- 
ference Board estimates that, since 
September, the total number of un- 
employed persons has increased by 
about three millions. In December, 
this board figured the total of un- 
employed at 8,998,000, while the 
total number of employed persons 
was estimated at 44,292,000. 


* *% * 


Electric Power Output—As 
in the case of most of the leading 
business indicators, electric power 





risen moderately 
from the extremely low levels re- 


production has 


corded at the end of 1937. In the 
Jan. 22 week, however, output de- 
clined by more than the usual sea- 
sonal amount, to 6.6 per cent below 
the corresponding week a year ago. 
Most of the recession occurred in 
the New England and central in- 
dustrial regions. The highly impor- 
tant Middle Atlantic states, how- 
ever, declined only 0.7 per cent. For 
the country as a whole, electric 
power production has declined about 
12 per cent from the all-time peak 
attained last September. 
* * * 


Building Contracts—F. W. 
Dodge Corp. reports that contracts 
let during December, 1937, in the 
37 eastern states totaled 20914 mil- 
lion dollars, of which $43,479,500 
was for residential building. For 
the entire year, contracts totaled 
2900 million dollars, a six year peak, 

(Continued on page 113) 





INDEPENDENT HARDWARE DEALERS’ SALES 


Number 


December, 1937 


Sales Reported 


of Percentage Change 


States by Regions Firms 


East North Central 101 


ll 
Illinois 108 9 
Indiana 54 1] 
Ohio 133 16 
Wisconsin 106 6 
West North Central 241 RZ 
Iowa 58 —]1, 
Kansas 55 -39 
Missouri 72 11 
Nebraska 56 9 
South Atlantic 29 
Georgia 24 
South Carolina 5 + 
East South Central 15 
Alabama 15 
West South Central 113 
Arkansas 26 
Oklahoma 3 
Texas 56 
Mountain 78 
Arizona 6 
Colorado 28 
Idaho 16 
Montana 15 
Nevada* 
New Mexico* 
Utah* 
Wyoming 5 
Pacific 165 
California 114 
Oregon 23 —] 
Washington 28 


TOTAL 1042 
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ing 1936 
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From Dec., 1936 


Number of Firms Showing 
Change in Sales 
From Nov., 1937 
Less than 





De- Lessthan  In- De- 


1937 crease crease 1% change crease crease 1% change 





From Thousands of Dollars 
Nov. Dec. Dec. Nov. In- 
1937 1937 1936 
+125 1974.8 2232.0 1755.8 109 
+ 7.6 510.1 562.2 473.9 
+17.1 274.5 308.9 234.5 


+98 724.7 863.3 660.2 
420.2 465.5 


— 48 185.8 209.7 195.2 
+ 9.4 121.8 202.8 111.3 
+ 3.8 291.0 
+ 84 110.7 122.1 102.1 


4119 1591 1835 142.2 
+178 127.2 1518 108.0 
— 6.7 31.9 ' 31.7 342 
414.5 82.7 1065 72.2 
+145 82.7 1065 72.2 
+73 579.2 6332 539.6 
+110 1019 1076 918 
435.2 179.7 202.1 132.9 
—55 2976 323.5 3149 
+99 4525 4900 4118 
411.1 15.0 17.9 405 
+20 1199 120.7 1176 
4193 1021 122.9 856 
+ 96 9.9 1109 86.6 
4+ 5.9 21.4 226 20.2 
419.3 1347.5 1392.9 1129.7 69 
+18.9 1094.9 1107.6 920.7 


+24.7 151.8 183.5 121.7 
+15.5 100.8 101.8 87.3 


23 
497.6 387.2 36 


429 7093 8638 689.0 68 


329.2 280.4 22 


uv 


N 


-ewwrNu 


5901.9 4740.3 332 


276 16 226 168 7 
67 2 58 47 3 
41 2 29 24 1 

103 7 77 55 1 
65 5 62 42 2 

161 12 133 97 11 
35 S 32 24 2 
39 2 33 19 3 
47 3 38 31 3 
40 2 30 23 3 
21 0 21 6 2 
18 0 19 3 2 

3 0 2 3 0 
12 ] 10 4 ] 
12 I 10 4 1 
56 6 54 59 0 
16 l 19 7 0 
10 0 13 18 0 
30 5 22 34 0 
18 5 52 25 1 

3 ] t 2 0 
15 0 21 7 0 
1] 2 9 7 0 
10 ] 10 1 ] 

3 ] 3 2 0 
89 7 128 32 5 
63 3 9] 19 4 
13 2 20 3 0 
13 2 17 10 ] 

663 47 624 391 27 





Total adjusted for the num- 
ber of working days 
Per Cent 100 





31.9 63.6 4.5 59.9 37.5 2.6 








*Insufficient data to show separately. 
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How Can We Get Women to 
Patronize the Hardware Store? 


URING the past few weeks 

I have received a number 

of letters from hardware 
jobbers and retailers commenting 
on a suggestion I made in a recent 
article that the women’s trade con- 
stituted the greatest undeveloped 
field for the sale of hardware in 
this country. Most of these letters 
agree with what I wrote about the 
women not being hardware store 
conscious. 

I wrote that it is estimated that 
10,000,000 women in the United 
States devote an average of two 
and a half hours a day to shop- 
ping. If this is true then every 
day these women consume 25,000,- 
000 hours in buying goods for 
their households. Many of these 
women do thei shopping in auto- 
mobiles. Usually they do their 
housework in the morning and 
probably many of them take out 
their cars, drive themselves and do 
the shopping in the afternoon. An 
investigation into women’s habits 
develops the fact that there is usu- 
ally a good deal of sociability 
mixed in with the shopping expe- 
ditions. They meet their friends in 
the shops. They make social calls 
while they are out with the car. 
Usually about 5 o’clock they re- 
turn home to prepare the evening 
meal. 

Where do these 10,000,000 
women, using up 25,000,000 shop- 
ping hours, go to buy their sup- 
plies? We have gone into this 
question very carefully and find 
that first of all they devote a large 
part of this shopping time to pur- 
chasing the family food. Then of 
course comes the item of family 
clothing, and last of all the buying 
of luxuries, knicknacks, presents 
for the children and all that. Our 
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investigations, continued since my 
last article, indicate clearly that 
when women want to buy small 
items in the hardware line such as 
kitchen hardware, too many of 
them purchase them at department 
and chain stores. The main reason 
for this, we are informed, is that 
they visit these stores to buy food, 
clothing and other necessities, and 
while there it is the natural thing 
for them to purchase items they 
see displayed in the hardware de- 
partment. 

With the above brief outline of 
women's buying habits, the prob- 
lem for the retail hardware dealer 
is what can he do to entice the 
women of the country to put the 
hardware store on their visiting 
lists. As we stated before, a ques- 
tionnaire sent to a large number 
of women indicates that a great 
majority of them never visit a 
hardware store. They have the 
idea that the hardware store is a 
man’s institution, that the average 
hardware store is not seeking 
women’s business and is not inter- 


ested in it. 


Study the Situation 


The job of the hardware dealers 
of the country, if the above facts 
are true, is to study out what they 
can do to meet the situation. Of 
course, it must be understood that 
an article of this kind does not fit 
all hardware stores. No doubt a 
number of hardware stores do 
regularly cultivate the women’s 
trade in their communities, and 
the women make a habit of visit- 
ing these stores. But there is no 
question whatever that fully 75 


per cent of the hardware stores of 
the country do not appeal to wom- 
en and are not getting their hard- 
ware business. 

We must also recognize the fact 
in studying this situation that cer- 
tain hardware stores can do things 
in seeking women’s trade that 
other hardware stores cannot do. 
In other words, in our studies we 
should be guided by the general 
rule, and not by the exception. 

First of all, if it is true that 
most of the women do their shop- 
ping in automobiles, the hardware 
dealer should take this fact into 
consideration when arranging his 
outside store and window adver- 
tising. Outside signs painted on 
the wall of his store should call 
attention to the fact the store spe- 
cializes in supplies, 
kitchen utensils, etc., as well as 
tools. As such signs are usually 
permanent they must be carefully 
A sign 


household 


written out on that basis. 
that is to be temporary is entirely 
different from a sign that is to be 
permanent. Window strips calling 
attention to goods, especially when 
prices are attached, such as are 
used by the chain stores, should be 
placed high on the windows where 
they can be seen from passing au- 
tomobiles. 

In arranging store windows and 
advertising it should not be for- 
gotten that goods placed in the 
bottom of the window are usually 
obscured by people standing in 
front of the window. Such dis- 
plays cannot be seen from an 
automobile. 

The first and most important 
thing of all is, of course, to get the 
women of the community to come 
to the hardware store. If they don’t 
come in the store, naturally all 
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other efforts are wasted. The fol- 
lowing suggestions have been gath- 
ered from various sources, most 
of them coming direct from retail 
dealers themselves: 

In these days there are many 
bright young women who can 
spare a few hours a day to work 
for a hardware store. They can 
probably be employed at a very 
low price with some commission 
arrangement on direct sales they 
may make or influence. It would, 
of course, be appropriate to have 
such a young woman take an in- 
terest in sales to women. She 
should be supplied with circulars 
calling attention to the lines of 
goods the hardware store carries 
for women. Special goods should 
be featured and certain bargains 
might be emphasized. This young 
woman should not only call at the 
homes in the community, but she 
should make it a point to leave 
these circulars. 


Door-to-Door Tactics 


Recently, I had occasion to talk 
to a man employed by a national 
concern that distributes advertising 
matter, circulars, etc., to homes. I 
was amused and interested when 
he described his work. He said, 
for instance, that unless distribu- 
tors of advertising to homes were 
carefully checked they would just 
throw their advertising matter on 
the front porch or the front steps 
or on the walk inside of the gate. 
This, he said, was very bad prac- 
tice. The advertising matter first, 
if possible, should be delivered to 
the housewife in person. Then 
there would be an opportunity to 
tell the story. If, however, the 
housewife were out or did not re- 
spond to the doorbell, the next 
thing to do was to place it where 
it would be noticed and read. If 
you put these circulars under the 
door, they will either be ignored, 
or the children will carry them 
away. The best place is to insert 
the circulars in the crack of the 
door about five feet from the bot- 
tom, above the lock. Circulars so 
placed, he said, always attract at- 
tention because when the door is 
opened they will fall to the floor 
and in that case the person open- 
ing the door would invariably 
pick up the advertising matter to 
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see what it was. This may seem a 
small matter, but this expert on 
distribution said all of their men 
were trained to place advertising 
matter in this manner. Of course 
they were also prepared with a 
fixed talk. Therefore, if you do 
employ a young woman for this 
purpose, she should be carefully 
instructed on what to say about 
women patronizing your local 
hardware store. 


Hardware Service 


One of the many points she 
should stress in her talk is the fact 
that the local hardware store is 
prepared to give service. Depart- 
ment stores and chain stores sim- 
ply make sales. They are seldom 
prepared to respond to any call 
for service. 

This distributor of advertising 
matter also told me that women as 
a rule made better house-to-house 
canvassers than men. He said 
women alone at home frequently 
would hesitate to open the door if 
they saw a man there. But women 
were often admitted when the door 
would be closed to a man. 

Let me stress the point again 
that the main thought in such a 
campaign is to get the women and 
children to visit your store. Chil- 
dren frequently have quite an in- 
fluence on sales when they go 
home and tell about something 
they have seen and want in a hard- 
ware store. One of the best plans 
to get people into your store, espe- 
cially women, is to give them 
something for nothing. This is also 
true of children. I have often 
wondered why hardware stores 
that sell seeds in the spring of 
the year do not get up a special 
envelope of seeds to give to the 
children who visit the store. Men- 
tion should be made of this free 
offer of seeds to the children in 
your advertising and circulars. 
Something could be written along 
the lines of training children to 
be gardeners. Probably all of us 
who read this article will remem- 
ber if they ever did any planting. 
the excitement they got out of rais- 
ing radishes, for instance. I can 
remember when as a child I plant- 
ed my first radishes. When the 
green first appeared above the 
ground I could not resist the temp- 


tation to pull up some of them 
and see how they were growing. 
Then I replanted them, and I was 
delighted to find that those re- 
planted radishes would still grow. 

A cheap and useful item that 
could be offered free to the women 
who visit the store are those small 
rivets of soft metal that are used 
in repairing kitchen utensils. Prob- 
ably all of the hardware trade 
carry these rivets. They are packed 
a dozen in an envelope. They can 
be obtained from almost any job- 
ber. It is surprising how many of 
them are sold, but they are so 
cheap that even a small hardware 
business could afferd to offer these 
packages as a souvenir. 

Then if you want to go into the 
matter of attracting the women to 
your store on a larger and more 
expensive scale, you can offer 
prizes. For instance, a prize might 
be offered for the best home-baked 
loaf of bread. Now don’t forget, 
if a prize such as this is offered. 
you should have a committee of 
women decide upon the winner. 
Also don’t forget that the loaves 
of bread should be on display. Of 
course, to interest the women in 
such contests the prizes would 
have to be worth while, either in 
cash or in some article out of 
stock. 


Mechanical Aid 


Departing for the moment from 
the idea of getting the women’s 
trade let me again repeat that a 
number of hardware dealers have 
found it quite profitable to get 
some mechanic to go around visit- 
ing homes in the community, fix- 
ing locks, hinges and doing other 
jobs that use hardware. When this 
mechanic is well schooled before 
going out, and especially if he 
carries samples of locks and butts 
with him, it is surprising how 
many sales he can make. There 
are a good many mechanics today 
who are out of work and it should 
be a simple matter to pick up men 
who will try their hand at selling 
on commission. In many of these 
cases these mechanics have turned 
out to be first class salesmen, very 
much to their own surprise. Per- 
sonally, I have never believed in 
this idea of a retail hardware store 
fixing up everything inside of the 

(Continued on page 132) 
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Reproduction of the special Corbin 
Extruded Metal Padlock which will 
protect the property and valuables in 
the Administration Building of the 
World’s Fair. 





Made from a solid block of extruded 
brass metal, bored out to receive 
mechanism. Heavy wrought spring 
shackle. 2 nickle-silver keys to each 
lock. 















Illustration shows the plant of Gilbert 
& Barker, Springfield, Mass. This great 
plant uses Corbin Pin Tumbler 
Extruded Metal Padlocks, with the 
Masterkey System for the protection 


and security of their buildings and 
property. 
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* CORBIN SELECTED! > 


For Security and Protection by 
The World's Fair 1939 J] 









ROPERTY and valuables in the new Administration Building, at the 
New York World’s Fair in 1939, will be safeguarded with Corbin 

Pin Tumbler Extruded Metal Padlocks. A distinguished honor this. But 
not a surprising one, because of outstanding features of this lock. 


CORBIN EXTRUDED METAL PADLOCKS 


Solid Case (made from a block of brass) 
Patent Roller Bolt (eliminates possibility of rapping lock open) 
All Brass Pin Tumbler Mechanism 
Heavy Duty Rust Proof Shackle 
Key Changes Unlimited (keyed alike or masterkeyed ) 


There are generations of experience and knowledge built into every 
Corbin Padlock, and such a background is the réason for the extraordinary 
dependability of Corbins Extruded Metal Padlocks. 


DEALERS: The padlock used at the World's Fair is exactly the same 
padlock as you and thousands of other hardware dealers sell to their 
customers, with the exception of the external marking. When you sell 
a Corbin Extruded Metal Padlock, you are offering the 
identical padlock which was selected by the Fair for . 
its dependability. 

Great industrial plants and institutions have been using 
the Corbin Extruded Metal Padlock in their extensive 
and intricately controlled masterkey systems. 
So, investigate the opportunities right in your 
own locality for selling the Corbin Pin Tumbler 
Extruded Metal Padlock, where either a Master- 
keyed Controlled System or where maximum 
security is needed. 
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CHARLES W. 
SCARBOROUGH, 
president and _trea- 
surer, Scarborough & 
Klauss Co., Pitts- 
burgh, Pa., a young 
man of 75 has been 
an enthusiastic hard- 
wareman since April 
1, 1884. In all those 
years hardware re- 
tailing has been his 
vocation and his chief 
hobby. For six years 
he was a_ salesman 
for the retail hard- 
ware store of George 
F. Kim, but since 
April 1, 1890, he has 
been in business for 
himself or has been 
an officer of a retail 
hardware corporation. 
From 1890 to Feb. 1, 
1909, he was a partner of Edward S. A. Klauss in the 
firm of Scarborough & Klauss. When Scarborough & 
Klauss Co. was incorporated in 1909 he became president 
and treasurer, in which capacities he has since continued. 
He was one of the founders of the Pittsburgh Retail 
Hardware Association and was its first president, heading 
that group in 1909 and 1910. From 1911 to 1935 he very 
capably served the association as secretary. 





CHARLES W. SCARBOROUGH 
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HON. W. L. BILGER, 
who retired on July 1, 1930, as 
manager of the sales depart- 
ment and member of the board 
of directors of the Seattle 
Hardware Co., Seattle, Wash., 
wholesale hardware distribu- 
tors, was a hardwareman for 
53 years. Mr. Bilger was the 
eldest of eight children and 
when his father passed away 
in 1877, although he was but 
15 years of age, he had to 
take charge of the hardware 
store his father had operated 
in Jacksonville, Ore. His 
father had been a_ pioneer, 
having crossed the plains with 
an ox team in 1852, in which 
year he and John Love founded a sheet metal and hard- 
ware store. In 1883 the Bilger family sold the Jackson- 
ville store and Mr. Bilger moved to Portland, Ore., where 
he became associated with the former Thompson, De Hart 
& Co., which is now known as the Honeyman Hardware 
Co. After seven years in Portland he and A. C. Going 
purchased the Sam Williams hardware store in Olympia, 
Wash., where Mr. Bilger remained until 1890, at which 
time the business was sold to other interests. Moving 
to Seattle he became a traveling salesman for the Seattle 
Hardware Co.. continuing to travel for seven and a half 
years, after which he was called into the office to head 
the sales department. For 25 years he headed the sales 
department and in 1906 he was elected a member of the 
board of directors. In 1932 he was elected a member 
of the Washington State legislature and served for two 
years. He served the Seattle Y.M.C.A. as a director sev- 
eral years ago and is at present a member of the Boy 
Scout Committee for the district in King County, east 
of Lake Washington. Mr. Bilger is a 32nd degree Mason, 
a Knight Templar and a charter member of the Nile 
Temple Shrine. His hobby is golf and he is a member 
of two golf associations. Since his retirement he has 
given most of his time to the cultivation of flowers and 
shrubs at his home located in Bellevue, Wash., and says 
that he is, “enjoying life immensely.” He and Mrs. 
Bilger celebrated their golden wedding anniversary on 
June 4, 1934. 


HON. W. L. BILGER 
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A New Way te Buy 


TO WIN 
NEW 


INDEPENDENT 
FRIENDS 


MANUFACTURER 





now—the Hawbin Line is Available te You. In four short years as Independent 


Manufacturers belonging to no “trusts” or “combines” our entire production has gone to 
large buyers. Now we've expanded and increased production and are ready to give YOU the 
EXTRA PROFITS that come with the sale of Hamlin Shovels, Hoes and Rakes. The Package Plan 
has been originated by Hamlin to introduce you to Hamlin Quality — and More Profit than 
you are now getting. Write for Particulars of Package Plan, a new type of merchandising 
you'll like—and learn of the Sensational Savings you can make starting RIGHT NOW! 


WRITE TODAY AND LEARN THE SAVINGS WITH PACKAGE PLAN | 


GROUND 
_ HOG 





GENTLEMAN 


|| Hamun MeTaL 
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H. P. Sheets Awarded Medal as 
Outstanding Hardware 
Man for 1937 


Managing director of N.R.H.A. receives 
well-deserved medal and scroll at the 
52nd annual banquet of the Hardware 
Merchants and Manufacturers Ass‘n in 
Philadelphia, Jan. 20. President George 
William Steltz presides before 400 


PPROXIMATELY 400 mem- 
A bers and guests attended 
the 52nd annual banquet 
of the Hardware Merchants’ and 
Manufacturers’ Association of 
Philadelphia, held at the Bellevue- 
Stratford Hotel in that city, Thurs- 
day evening, Jan. 20. William 
George Steltz, president of Sup- 
plee-Biddle Hardware Company, 
presided as toastmaster, his suc- 
cession to John S. North as 
president of the association having 
previously been announced by the 
retiring executive. 

The Hon. H. Styles Bridges, 
United States Senator from New 
Hampshire, addressed the audi- 
ence on “Trends in Government,” 
and his vigorous arraignment of 
government extravagance and con- 
flicting policies greatly pleased 
the audience. 

The event of the evening was 
the award of the Scroll of Merit 
and accompanying gold medal to 
the outstanding hardware man of 
the year. In making the announce- 
ment, S. Horace Disston, chair- 
man of the Jury of Awards, called 
attention to the fact that the com- 
mittee had previously selected 
three jobbers and three manufac- 
turers to receive this award of 
merit and that it was the unani- 
mous opinion a_ representative 
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H. P. Sheets with the Scroll of Merit and medal. 


from the ranks of the hardware 
retailers should be the 1938 recipi- 
ent. The choice most naturally 
fell upon Herbert P. Sheets, man- 
aging director of The National 
Retail Hardware Association. 

In reviewing Mr. Sheets’ hard- 
ware career, Mr. Disston stated 
he had first become affiliated with 
the industry in 1908 when he had 
joined the staff of the Barrett 
Hardware Company, of Joliet, Ill. 
In 1912 he associated himself with 
The National Retail Hardware 
Association which then had _ its 
headquarters in Argos, Ind. Four 
years later, he was elected assis- 
tant secretary of the organization. 
and again four years later—in 
June, 1918, upon the death of 
H. L. Corey, he was named its 
managing director, which position 
he has filled most capably for the 
past 20 years. Attention was 
called to the fact that in 1923, 
Mr. Sheets had organized the Re- 
tailers National Council, of which 
he is now chairman and that he 
was also one of the prime movers 
in organizing the Hardware Coun- 
cil in 1925, comprising represen- 
tatives from the three branches of 
the industry, but now disbanded. 


He has been active in the Amer- 
ican Trade Association of Execu- 
tives, serving a term as secretary, 
and he has represented the inter- 
ests of the hardware industry in 
the National Highway Users Con- 
ference. He has been an active 
leader in many campaigns for the 
improvement of conditions in the 
retail hardware business and the 
outstanding position occupied by 
hardware retailers today can be 
ascribed largely to his efforts and 
to those of his associates. 

In presenting the 1938 award, 
Mr. Sheets was assured by Mr. 
Disston that “the wholesalers and 
manufacturers affiliated with this 
association are grateful to you for 
the work you have done during 
the past twenty years in educating 
hardware retailers regarding mod- 
ern merchandising methods.” 

Mr. Sheets, in responding, mod- 
estly deprecated his achievements 
and contributions, but accepted 
the honor with profound appre- 
ciation which he acknowledged to 
the jury of selection and the 
organization it represented. His 
remarks were largely devoted to 
his activities in behalf of trade 

(Continued on page 136) 
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In Ordering BRONZE 
SCREEN CLOTH 











UR advertising on screen 
O cloth of Anaconda Bronze 
starts soon in leading magazines. In 
these ads, we advise screen buyers 
that, in order to get the enduring 
service they expect from Bronze, 
they must be sure the screen cloth 
they buy is standard weight! 

U. S. Gov’t and Wire Screen Cloth 
Manufacturers’ Institute consider 
.0113"’ wire as standard for 16 mesh 
screen cloth. Such cloth weighs 15 pounds 
per 100 square feet. 


be sure to get 


STANDARD 
WEIGHT! 


{OVER 15 LBS. PER 100 SQ. FT.) 


Sub-standard cloth, 
highly corrosion-resistant, lacks the 
physical strength to withstand the 
abuse to which all screens are oc- 


although 


casionally subjected. Su, in your 
own interest, and in the interest of 
your customers, make sure that the 
bronze screen cloth you get isstand- 
ard weight. Be sure that it is made 
of standard gauge wire. Then when 
our advertising sends screen buyers 


to you, they'll get the last- m 
ing service they expect! auvfavo 








ONLY Standard Weight 
Bronze Screen Cloth 


e Lies flaa—does not bulge and 
twist 


e Isstrong—doés not dent easily 


e Gives long, expense-free 
service 


e Weighs 15 lbs. per 100 sq. ft. 
in 16 mesh cloth 37258 





THE AMERICAN enae COMPANY ° 


Offices and Agencies in Principal Cities 
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General Offices: Waterbury, Connecticut 
In Canada: ANACONDA AMERICAN BRASS LTB, New Toronto, Ontario 











George N. Groff Honored 


Fiftieth anniversary of association with Wm. H. 
Cole & Sons recognized at dinner held under aus- 
pices of Baltimore Hardware Club, Jan. 19, 1938 


VER 80 local and nearby 
() hardware jobbers and re- 

tailers together with many 
out-of-town suppliers attended a 
dinner at the Emerson Hotel, 
Baltimore, Md., on the evening of 
Wednesday, Jan. 19, to do honor 
to George Newton Groff, general 
manager of Wm. H. Cole & Sons. 
hardware jobbers of that city, on 
the occasion of his 50th anniver- 
sary of association with that com- 
pany. The affair was held under 
the auspices of the Baltimore 
Hardware Club with William H. 
Jennings, district sales manager 
of the American Steel & Wire Co.. 
presiding in the capacity of toast- 
master. 

Fayette R. Plumb, Fayette R. 
Plumb, Inc., the principal speaker 
of the evening, paid a warm trib- 
ute to the loyalty, friendship and 
sterling character of the guest of 
the evening. 

Louis Moller, president of Ire- 
land & Anderson Co., was another 
speaker. He mentioned the fact 
that his firm was 133 years old 
and stated that he was in his 46th 
year of association with it. He 
said that both Mr. Groff and him- 
self had grown up with their re- 
spective firms since boyhood and 
said that neither had had any 
other business connection. 

Mr. Moller related many amus- 
ing incidents growing out of the 
competitive rivalry between the 
two, when as boys they had swept 
out their respective stores, dusted 
the desks and ran errands. He 
also mentioned incidents which 
had happened to them both as 
young men and as older men with 
the responsibility of management 
upon their shoulders. 

When they were still in their 
’teens, Mr. Moller said he had 


been extremely envious of a larger 
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desk used by his juvenile rival. 
He said that he had been asked 
to deliver a message to Cole & 
Sons. Young Mr. Groff had jusi 


received a promotion. Mr. Moller 





GEORGE N. GROFF 


greeted him as “Newton” and was 
accordingly halted and reminded 
of the fact that in the future he 
should address him as “Mr. 
Groff.” It was an ‘amusing story 
and evoked considerable laughter. 

Leo C. May of the May Hard- 
ware Co., Washington, D. C., also 
spoke. His talk was in a lighter 
vein as he poked fun at the prac- 
tices of manufacturers and jobbers 
alike in the give and take of busi- 
ness. 

Numerous telegrams and letters 
of congratulation on Mr. Groff’s 
50th anniversary were read by 
Toastmaster Jennings, and Frank 
Campbell, sales manager, of Fay- 
ette R. Plumb, Inc., presented a 
gift in the form of a substantial 
check contributed by Mr. Groff’s 
friends and admirers. Mr. Groff 
was told to take Mrs. Groff with 
him and to take a trip to Ber- 
muda, Florida or California or 


to purchase whatever memento 
with the check that their fancy 
dictated. Everybody agreed that 
after 50 years of continuous ser- 
vice a long vacation was justifi- 
able. Mr. Groff was also presented 
with a certificate of membership 
in the Harpware AcE Fifty Year 
Club and was heartily welcomed 
into the organization by two other 
members present, George Harper 
of the National Enameling & 
Stamping Co. and David Fulton, 
Keystone Steel & Wire Co. The 
chairman then called upon Mr. 
Groff, who expressed his great 
pleasure that the dinner had been 
sponsored by the Baltimore Hard- 
ware Club, of which organization 
he had been a founder and former 
president. 

“T rather think,” he said, “that 
you have heard enough said about 
me, but if I am to tell you just a 
little about my connection with 
W. H. Cole & Son, you will have 
to bear with me. I entered their 
employ in 1888 when they were 
located at 13 S. Charles St. At 
that time William H. Cole was 
living, but the business was under 
the management of his sons, Alan 
and Lloyd Cole. Lloyd was per- 
haps the more active, and it was 
under him I learned something 
of the hardware business. I went 
through all the stages except trav- 
eling and I never thought I would 
make a good salesman. 

“I believe I am safe in saying 
there are not many men here who 
remember Lloyd Cole, especially 
those of my out-of-town friends. 
It was a great privilege to be 
associated with him, as he was a 
man of the highest character, and 
always most fair in all his deal- 
ings, and generous to a fault. 

“However, when it came to a 

(Continued on page 129) 
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Hardware Industry Enthusiastic 
Over Discount Handbook 


Unsolicited letters approving the Hardware Age Dis- 


count Handbook still pouring in—Additional copies 
of Handbook available without cost with new or ad- 


ditional subscriptions or separately at 50 cents each 





Of Great Value 


CLEVELAND, Onto — The Bolt 
and Nut Discount Handbook with 
the scheduled discount included 
looks to me as though it should 
be of a great deal of value to re- 
tailers, wholesalers and mill sup- 
ply people. 

I have no criticism to make. I 
believe that experience over a 
period of time will bring to light 
any suggestions for improvement 
that might be made. 

HERMAN H. Linp, 

Executive Vice-President, Amer- 
ican Institute of Bolt, Nut and 
Rivet Manufacturers. 


Worth While Job 


Newark, N. J.—I am pleased 
to advise that the HARDWARE AGE 
Bolt and Nut Discount Handbook 
has been received and carefully 
perused, not only by myself, but 
by others in our organization who 
are interested in the matter. 

Most favorable comments have 
been made in connection with the 
results of the efforts put forth by 
your organization, to furnish the 
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hardware dealer with a ready ref- 
erence, which will not only sys- 
tematize and facilitate pricing, but 
which will also serve as a ready 
means for furnishing information 
relative to suppliers of those va- 
rious items covered. 

As far as my personal conclu- 
sions go, I am satisfied that you 
have accomplished a well worth 
while job and I cannot possibly 
see how anyone can offer either 
constructive criticism or sugges- 
tions. The job seems to be most 
complete and lacking in nothing 
essential. 

I am indeed very happy to 
know that we enjoy a full page 
ad in a very prominent position in 
this Handbook and appreciate the 
location of space accorded us. 

As occasion arises to refer to 
the Handbook, should any sug- 
gestions for improvement occur 
to me I will be only too glad to 
submit them for your considera- 
tion. 


B. L. pe Nourie, 


General Sales Manager, The 
Positive Lock Washer Co. 





Fills the Bill 


RicHFIELD Sprincs, N. Y.—I 
want to congratulate you on the 
current issue of HARDWARE AGE 
referring particularly to the sec- 
tion containing various lists and 
discounts. For several years we 
have been trying to obtain some- 
thing along this line and this just 
fills the bill. It will be a great 
help to us in pricing the goods 
especially in the full package, and 
at inventory will simplify our 
looking up lists on the lines that 
you have covered. 

Joun A. Lose. 

Buchanan Hardware Company. 


Very Handy 


Wotresoro Fats, N. H.—I 
have just received my copy of the 
HarpwareE AGE, together with the 
Discount Handbook. 

I certainly want to thank you 
for this book, and assure you that 
this one copy came to a person 
who appreciates same. I will place 
same to work in a very few days, 
for we are in the act of counting 
our stock at the present time. We 
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MODEL F 


Three compartments on top for 
WET or DRY storage; no side-door 
compartment. Total capacity ap- 
prox. 14 cu. ft. 












MODEL D 


An extra capacity model with two 
WET or DRY top compartments and an 
extra, side door storage compart- 
pcg combined capacity, approx. 13 
cu. ft. 


THE 1938 BRUNSWICK 
DISTRIBUTOR-DEALER FRANCHISE 


Offers New Source of 


SALES AND PROFITS 


HERE’S THE STORY Brunswick offers to estab- 
ss — distributors and — a new MODEL B 
ee h proven suse ant commercial pe : apeeation— For smaller space this table-top model meets every 
whic. opens a tremen ous new source of sales and profits! need. Its single top compartment may be used 
Every retail merchant in your town who serves or sells foods or WET or DRY. In addition it has a side door dry 
beverages is a potential buyer of a BLUE FLASH Table-Top storage compartment —- practically the equivalent of 
Electric Refrigerator! For, the BLUE FLASH is actually “two a household refrigerator. Total capacity approx. 9cu. ft. 
refrigerators in one,”’ and provides both WET or DRY storage 
at the lowest cost per cubic foot of any refrigerator. 


HERE’S THE PROOF Through forty Brunswick 
retail branch offices, and a few test points in the 


HERE’S WHY Three BLUE FLASH models meet 
the needs of the smallest or the largest retailers. 





regular trade channels, thousands of BLUE FLASH 
Refrigerators were sold. 

From one city alone, five thousand Brunswick BLUE FLASH 
orders were received! Sales during four months of 1937 ex- 
ceeded the total volume for the whole year of 1936! This is 


substantial evidence that retailers in your territory will 
recognize the value of BLUE FLASH Refrigerators and BUY. 


HERE’S THE MARKET Practically every mer- 
chant on Main Street—all who sell or serve food 
or beverages are potential prospects for one or a 
battery of BLUE FLASH Refrigerators. In the United States 


1,064,000 of them do a total volume of Twelve Billion Dollars 
annually. How many of them are in your territory? 


HERE’S WHAT The immediate and enthusiastic 
acceptance of the BLUE FLASH by retailers was due 
not only to the fact that it keeps virtually all foods and 
beverages perfectly refrigerated, but also because it is a real 
merchandising refrigerator. Because of its table-top construc- 
tion, merchants use it as a table, as a counter, or as an island 
display. It sells foods and beverages, and it saves shelf space. 


Backed by nearly a century of manufacturing and 
engineering experience, the ‘BLUE FLASH offers your cus- 
tomers the utmost in appearance, convenience, efficiency, 
economy and durability. Because of its five-sided refrigeration, 
you can slide the top and reach in. . . and the cold stays in 
—even when the top is open. Every BLUE FLASH is “torture 
tested” in tropical temperature and humidity and a certifica- 
tion of actual performance accompanies-every refrigerator 
shipped to the trade. 


HERE’S HOW A dramatic, illustrated sales presen- 


tation, all in one portfolio, makes selling easier for 
your salesmen. A convincing and effective sales 
promotion plan, new selling ideas, and a new finance plan, 
furnish powerful selling ammunition for your organization. 


GET YOUR SHARE OF THIS CREAM 
Full particulars relative to prices, discounts, floor plan, 
franchise agreement, complete finance plan and other 
pertinent facts, will be furnished to established distribu- 
tors and dealers upon request. Address Appliance Divi- 
sion, The Brunswick-Balke-Collender Co., Dept. 227, 
629 South Wabash Avenue, Chicago, Ill. 


THE BRUNSWICK-BALKE-COLLENDER CO., Dept. 227, 629 So. Wabash Ave., Chicago, III. 


C Brunswick BLUE FLASH 


TABLE-TOP 


ELECTRIC 


REFRIGERATOR 
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do not carry a very heavy stock 
on any item, but do have many 
sizes of machine bolts, carriage 
bolts, lag screws and wood 
screws, and you can see where 
this book will come in very handy. 
Harry C. Doe, 
The Diamond Match Company. 


Needs Some More 


READING, Pa.—We wish to con- 
gratulate you on the splendid dis- 
count handbook which was a part 
of your December 30 issue of 
HARDWARE AcE. Our salesmen 
have commented on it at our sales 
meeting and I feel sure that it will 
prove very helpful to both the 
salesmen and office force. 

If possible, we would like to 
secure several additional copies of 
Section 2 or the discount hand- 
books. 

C. B. Letnsacn, 

Purchasing Agent, Bright and 
Company. 


Appreciation 


PorRTSMOUTH, On10—-Upon pe- 
rusal of the handbook, which is 
an unexpected service, it would 
be unkind not to pass a good 
word to you and express our ap- 
preciation for it. 

Joun G. SOMMERS, 

Sommers Brothers. 


Finest Gift 


WasasH, Inp.—Your discount 
handbook is the finest gift we 
have had for a long time and we 
are wondering whether we might 
have another as it will facilitate 
taking our inventory. 

Kinc-Hipskinp Co. 


Finest Idea 


Boston, Mass.-We today re- 
ceived a copy of the HARDWARE 
AGE and we think that your Sec- 
tion 2 was one of the finest ideas 
that you have brought out to date. 
We are impelled to write you be- 
cause it is our opinion that if 
you would put index tabs in this 
booklet you would have increased 
its uséfulness by many fold. We 
offer as a suggestion the idea that 
you make up some of these tabs 
and mail them out to be pasted 
in this book. 

We would also like to get three 
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extra copies of this issue of Sec- 
tion 2 and would appreciate your 
sending them to us and bill us 
for same. 
S. S. STEINBERG, 
E. M. Joesam Company. 


Impressed 


Brooktyn, N. Y.—I have just 
received my copy of the Harp- 
WARE AcE, Vol. 140, No. 13. 
dated December 30. 

I was particularly impressed 
with Section 2, dealing with the 
discounts of bolts, nuts, etc. 

I would appreciate very much 
if you would mail to me six (6) 
more copies of this section, as it 
would be very helpful to my office 
force. I will gladly pay any 
charges. 

L. SALZINGER 


Wants Another 


Canton, Onto——-We acknowl- 
edge with thanks receipt of our 
copy of Harpware AGE discount 
handbook. 

We think so much of it that we 
would like to have an additional 
copy, so that we may have one 
for the office and one for the sales 
floor. 

Wititiam S. Youre & Sons 


Send Three More 


PHILADELPHIA, Pa.—Just what 
T have been looking for, finest 
piece of work I have seen. Can 
vou send three (3) more copies 
of Harpware Ace Discount Hand- 
book? , 
FE. J. Drrver 


Two More 


CuesterR, Pa.—We like vour 
Discount Handbook so well we 
would like to get two more. Can 
we? 

GaLEY HARDWARE COMPANY 


Splendid! 
Hupson, N. Y.—We thank you 


very much for the splendid job 
vou've done in preparing the 
Harpware Ace Discount Hand- 
book, copy of which arrived this 
morning. It’s going to be a boon 
to everyone connected with the 
business, and is a splendid ex- 
ample of your progressiveness. 
We wish you'd send us three 


more copies of this book, billing 
us, of course, for them. 
ArtTHuR F. McEvoy, 
Treasurer, J. C. Rogerson Com- 


pany, Inc. 


Two More 


BRIDGEPORT, Conn.—We woald 
appreciate receiving two addition- 
al copies of your Discount Hand- 
book. We wish to compliment you 
on this edition, and believe same 
will be extremely helpful. 

A. G. Linpguist, 

The Lindquist Hardware Com- 


pany. 


Very Handy 


St. MattHews, S. C.—We wish 
to thank you for Section 2, Dec. 
30, issue of HARDWARE AGE. 

This book will come in very 
handy as a reference book. It 
shows that HarpwaRE AGE is 
keeping up with the times. 

Leo C. PEARLSTINE, 

Shep Pearlstine Company. 


Great! 


STRATFORD, Conn.—Your Dis- 
count Handbook received and it is 
certainly great. Just what we have 
been wanting for a long time. 
Many thanks. Thanks a million. 

H. C. Lovett & Company 


American Hardware 
Supply Co. Meeting 


(Continued from page 61) 


bers of the board are: H. M. Kirk, 
Hutton & Co., Newcastle, Pa.; J. E. 
McGeary, Leechburg, Pa.; George 
C. Brown, Punxsutawny Hardware 
Co., Punxsutawney, Pa.; S. W. Wy- 
lie, Wylie Bros., Elizabeth, Pa.; 
J. M. Scott, Carnegie, Pa.; H. H. 
Martin, Manheim, Pa.; John Ditz, 
Ditz & Mooney, Clarion, Pa.; F. B. 
Post, Washington, Pa., and Presi- 
dent Scarborough. 

At the directors’ meeting, held 
Tuesday afternoon, Charles W. Scar- 
borough, Scarborough & Klauss, 
Pittsburgh, was reelected president. 
Other officers reelected were F. B. 
Post, Paul & Post, Washington, Pa., 
vice-president; E. A. Hastings, Pitts- 
burgh, treasurer and assistant sec- 
retary; secretary and assistant trea- 
surer, J. M. Scott, W. M. Scott & 
Co., Carnegie, Pa. 
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HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CoO. 
WILKES-BARRE PENNSYLVANIA 


WE STILL MAINTAIN OUR ORIGINAL POLICY OF SELLING THESE TAPES THROUGH LEGITIMATE WHOLESALERS ONLY 
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MARK R. SCHMIDT 
New President 


JOHN T. BARTLETT 
Secretary-Treasurer 





JOHN B. VALENTINE 
Retiring President 


Mountain States Assn Discusses 
Personnel and Business Problems 


ROBLEMS of personnel, mer- 
Prciancising and legislation were 

the principal subjects of dis- 
cussion at the 36th annual conven- 
tion of the Mountain States Hard- 
ware and Implement Association 
which was held at the Cosmopolitan 
Hotel, Denver, Colo., Jan. 17-19. 
Four open sessions were held which 
were crammed full of worthwhile 
discussion while the attendance was 
well over the figures for the conven- 
tion of the previous year. 

The association chose as its 1938 
president, a member of the third 
generation of a famous western 
stove hardware family, Mark R. 
Schmidt, Grand Junction, Colo. S. P. 
Van Arsdall, Cody, Wyo., became 
first vice-president, and James E. 
Ward, Monte Vista, Colo., second 
vice-president. Directors chosen for 
three-year terms were S. I. Fredre- 
gill, Sterling, Colo.. and F. W. 
Kroeger, Durango, Colo. Retiring 
president John B. Valentine, Boul- 
der, Colo., went on the advisory 
board, while John T. Bartlett, sec- 
retary-treasurer, was re-appointed to 
that office. 

“An employee can work for his 
boss, he can attempt to work his 
boss, or he can work with his boss,” 
Prof. Theodore H. Cutler, head of 
the Department of Retailing, Uni- 
versity of Denver School of Com- 
merce, told the convention. He 
made a stirring appeal for coopera- 
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tive relationship, said that only with 
proprietor and employees working 
together with a sincere desire to aid 
one another, and better to serve the 
public, could retailing reach the 
status of a profession. He declared 
his personal conviction that retail- 
ing could be. and should be, a 
profession. 

The speaker discussed the proc- 
ess of “life-long training” which, he 
felt, was the logical approach of em- 
ployers to the present condition of 
turmoil and unrest. Employers who 
viewed their relatiénship with em- 
ployees as fundamentally coopera- 
tive, and who constantly strove to 
put teamwork on a more effective 
and permanent basis, would have 
little to fear from collective bargain- 
ing. 

In logical development of the per- 
sonnel theme. Mark R. Schmidt, 
Wednesday morning, directed a 
model sales-meeting. His “employees” 
were Richard Hamm, of Hamm- 
Weller, Longmont, Colo.; Clarence 
Clark. Denver; Paul Patterson, of 
Falby Hardware & Paint Co.; and 
Maurine Agee, of the York-Colfax 
Hardware Co. Mr. Schmidt cast 
himself in the role of a hardware 
merchant getting home to his store 
from the convention and, at his first 
sales meeting, reporting on it, then 
going on to the regular discussion of 
store matters. Mr. Patterson gave 
a demonstration of paint selling, and 


Miss Agee of electrical selling. There 
were discussions of service prob- 
lems. The merchant pointed out cer- 
tain things to be corrected, then 
praised his employees for others. 
“The Kitchen Goes Modern,” sub- 
ject of an address by F. H. Harri- 
gan, manager of the western head- 
quarters, National Kitchen Modern- 
izing Bureau, Portland, Ore., re- 
sulted in other informative discus- 
sions. Clair G. Henderson, manager 
of the Gas Hospitality House, of the 
Public Service Company of Colo- 
rado, made suggestions for increas- 
ing gas appliance sales. S. P. Van 
Arsdall, Cody, Wyo., told of experi- 
ences in selling farm lighting plants, 
emphasizing the point that the farm 
kitchen is going modern, too. 
Richard Hamm and Arnold J. 
Gazin, credit manager, Fred Davis 
Furniture Co., Denver, pleased the 
convention with an exchange of 
questions and answers on major ap- 
pliance credits and collections. 
Reporting to the convention on 
behalf of the legislative committee, 
J. Ray Lowell, Colorado Springs, 
told how the Association, by aggres- 
sive effort during the last General 
Assembly, had established itself as 
a powerful force. He emphasized 
the necessity for continued vigilant 
effort, joined in by members in their 
home communities. “Our attitude 
toward any piece of legislation is 
(Continued on page 128) 
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Let us send you the announcement of our plan for 
1938 selling. It is free! Write today. 
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THE AMERICAN FORK & HOE COMPANY 
gives you that, plus complete store displays and selling = Makers of Essential Tools Cleveland, Ohio 
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Competition and Merchandising 
Themes at Kentucky Meeting 





I. C. MASON 
New President 


] “ORE than 200 dealers regis- 
tered at the 38th annual 
convention and exhibition of 

the Kentucky Ilardware and Imple- 

ment Association, held Jan. 18 to 20, 

at the Seelbach Hotel, Louisville, 

Ky. Hardwaremen and guest speak- 

ers from the retail grocery and drug 

fields and a department store execu- 
tive discussed relations between em- 
ployee and employer, fair trade laws. 

National Hardware Week, install- 

ment transactions and competitive 

retail stores. 

“Know Thy Neighbor.” was the 
subject of the address of Charles 
Zimmer, Jr., Covington. Ky., presi- 
dent of the association. Mr. Zim- 
mer urged retail hardware dealers 
to associate and cooperate more with 
other hardware dealers in their com- 
munities for the benefit of all con- 
cerned. He declared that he thought 
it, “unfair for dealers to sell mer- 
chandise at old prices when prices 
have been advanced.” Group adver- 
tising by independent retail hard- 
ware stores is, he maintained, better 
for dealers than the use of small 
individual advertisements, _ partic- 
ularly where space rates are ex- 
pensive. “We need our jobbers and 
unless we support them we cannot 
expect their assistance in meeting 
our competition,” Mr. Zimmer said. 

Speaking on, “Team Work in Your 
Store.” Carl Krautter, assistant 
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superintendent, Stewarts Dry Goods 
Co., Louisville, department store, 
outlined the need for proper under- 
standing between employee and em- 
ployer in retail stores. It is impos- 
sible to set forth a list of rules for 
all stores because no two concerns 
operate the same way, he said, as he 
related some of his experiences with 
sales clerks in his own organization. 
“Teamwork is a gang pulling to- 
gether to reach the same goal, that 
of building larger and better stores 
by favorably influencing people 
toward our stores.” said Mr. Kraut- 
ter. Stores that find people do not 
accept their services and merchan- 
dise should make a complete inven- 
tory of the store, the employees and 
the management to discover the rea- 
sons. 

Discussing fair trade laws, John 
W. Hutchinson, Lexington, retail 
druggist, outlined their application 





J. M. STONE 
Secretary-Treasurer 


to his trade as well as to other retail 
fields. The object of these acts is 
to prohibit selling merchandise in 
retail stores below cost, he stated, 
and such acts have been enacted in 
42 states. A fair trade practice act 
is “customer insurance for the inde- 
pendent retail dealer,” he held, “and 
we’ve proven it in the independent 
retail drug stores in Kentucky as it 
has increased business on nationally 
advertised products in our stores by 





CHAS. ZIMMER, JR. 
Retiring President 


25 per cent.” Fair trade acts are 
not a panacea for all ills but they 
will settle many difficulties one en- 
counters today. 

C. G. Gilbert, Chicago, president, 
National Retail Hardware Associa- 
tion and managing director of the 
Illinois Retail Hardware Associa- 
tion, and Veach C. Redd. Cynthiana, 
vice-president, N.R.H.A., were intro- 
duced at the Wednesday meeting. 
Mr. Gilbert spoke on activities of 
the national association, with par- 
ticular emphasis on plans for Na- 
tional Hardware Week, May 9-14, 
1938. It is important, he said, to 
see where we’re going rather than 
where we have been. He compli- 
mented wholesalers and manufac- 
turers who bring out special goods 
to enable retail hardware dealers to 
meet competition. Competitors of 
the independent retail hardware 
dealer advertise low-priced merchan- 
dise but sell the consumer higher- 
priced lines, he said. He displayed 
and explained the kits offered for 
window and store trims during Na- 
tional Hardware Week and said that 
wholesalers will have special mer- 
chandise at special prices to increase 
traffic in hardware stores during that 
period. 

Ralph W. Carney. vice-president 
and general sales manager, the Cole- 
man Lamp & Stove Co., Wichita. 

(Continued on page 134) 
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THE BIG 1938 OPPORTUNITY 
FOR HARDWARE DEALERS 


REMARKABLE VALUES IN 
STEARNS POWER LAWN MOWERS 


5 WHEEL-DRIVE AND 4 ROLL-DRIVE MODELS 
Each as outstanding in quality and performance as in price 



















Let Stearns Power Lawn Mowers solve your All Stearns models are equipped with 
SALES VOLUME PROBLEM this Spring. the nationally known Briggs & Stratton 
From the outset they have sold in a steadily engines. On all wheel-drive models, 
increasing volume through the regular chan- the standard wheels are solid rubber 
nels of the hardware trade. This year, tired. Goodyear pneumatic tires are 
backed by a greatly increased national available at moderate extra cost. 


advertising campaign in all the leading This is a big 1938 sales 
national home magazines — 9,500,000 cir- 


opportunity. Take advan- Model 218-ST 
culation — they will sell better than ever tage of it. Sell Stearns 18” cut Wheel-drive 
before. Power Lawn Mowers. Equipped with 
Stearns Power Lawn Mowers are the great- Here are representative solid rubber tires. 
est value in the power mower field. They models and prices. 










are truly dependable items of merchandise 
—simple and easy to start and to operate 
—and built expressly for the hardware 
trade. They have no tricky nor complicated 
mechanism. 


Model 321-ST 
21” cut Wheel-drive 


Equipped with 9 Models Up to 27" cut 
solid rubber tires. 





Prices 


$7959 + $2600 


Price 


$124 





Model 22-H 
22” cut Roll-drive 


Rubber covered 
drive rollers and 
casters. 


Liberal Dealer Discounts. 
Ask Your Jobber — or 
Write Us for Catalog. 


Price 


$175” 
E. C. STEARNS & CO. 


SYRACUSE ESTABLISHED 1864 NEW YORK 
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Indiana Urges Manufacturers 





KARL FENGER 


Retiring President 


HE Indiana Retail Hardware 
Association held its 39th an- 
nual convention at the Murat 
Temple, Indianapolis, Jan. 25 to 28, 
1938, inclusive. All manufacturers 
of trade-marked products were 
urged to promptly issue contracts 
under the Indiana Fair Trade Act 
for the protection of their property, 


their retail distributors and _ con- 
sumers. 
The convention opened with a 


well-attended luncheon meeting on 
Tuesday noon. President Karl L. 
Fenger, New Albany, welcomed the 
dealers and congratulated them on 
their fortitude in overcoming the 
damages wrought by the floods of 
last year. He said that while great 
damage resulted not one of the or- 
ganization’s members had _ been 
forced out of business, even those 
whose stores and stock had been 
completely destroyed. 

Managing Director G. F. Sheely 
presented President Fenger with a 
letter praising his untiring devotion 
to his duties through the flood 
period, when his own store and 
stock had been destroyed. As a 
token of the directors’ appreciation 
President Fenger was presented 
with a set of gas logs for his fire- 
place. 

Certificates of membership in the 
Association’s Twenty-five Year Club 
were given to the members who had 
qualified for that honor by. D. Wray 
Deprez, of Shelbyville, who is not 
only a hardware dealer but a 
brigadier-general in the Indiana 
National Guard. 
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to Issue 


Fair Trade 


Contracts 





G. F. SHEELY 
Managing Director 


The opening address, “Teamwork 
in Your Store—Employer and Em- 
ployee Relations,” was made by W. 
Rowland Allen, personnel depart- 
ment, L. S. Ayres & Co., Indianapolis 
department store. Through his ex- 
perience gained in_ interviewing 
18,000 to 20,000 applicants for posi- 
tions with his company, Mr. Allen 
showed how important it was for 
employers to show consideration 
toward employees and to direct their 
work intelligently. 

“Looking Ahead” was the subject 
of the talk given by Fred. Hoke, 
vice-president and treasurer, Hol- 
comb & Hoke Mfg. Co., Indian- 
apolis, who showed how impossible 
it was for any one to forecast com- 
ing events when even the best 
economists had failed to do so dur- 
ing the past few years. But, he 
said, he was firmly convinced that 
there will be business in 1938 for 
those who go after it and profits 
will be awaiting those who budget 
and keep operations within their 
budget. 





ROBERT B. KELLY 
New President 


At the evening session, Harry L- 
Fogleman, Womelsdorf, Pa., spoke 
on “The Retail Salesman—a Master 
Salesman.” This was a_ special 
meeting arranged for the retail sales 
people. Mr. Fogleman pointed out 
that salesmanship could not be 
taught but could only be acquired 
as the result of personal develop- 
ment. “Service must be right,” he 
said, “in quality, quantity and man- 
ner of conduct.” He showed how 
personality sold goods and built 
businesses and said that people do 
not understand what they look at, 
only what they are educated to see. 
The successful salesman should talk 
to his customers in a language they 
will understand and which is within 
their experience. 

The report of the auditing com- 
mittee, read by Frank P. Duncan, 
Gosport, opened the morning ses- 
sion on Wednesday. 

A. Kiefer Mayer, vice-president, 
Kiefer - Stewart Co., Indianapolis 
drug wholesaler, spoke on “The 
Consumer Protected Under Fair 
Trade Laws.” He discussed vari- 
ous fair trade laws and cited court 
decisions in test cases. He also 
discussed the Indiana Fair Trade 
Law and answered questions from 
the dealers attending this meeting. 
This discussion led to a motion for 
a resolution asking hardware manu- 
facturers of trade marked products 
to promptly file contracts under the 
State Fair Trade Law. 

Irving W. Clark, manager, Kit- 
chen Planning Section, Range and 

(Continued on page 122) 
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ROLLATOR REFRIGERATION ... 
Protected by 10-Year Warranty on 
the 3-moving-parts Rollator Com- 
pressor. 


CONCENTRATOR GAS AND 
ELECTRIC RANGES... . Advanced 
styling plus many special conven- 
ience features. 





AUTOBUILT WASHERS AND 
DUOTROL IRONERS... America’s 
first fully styled home laundry line. 
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“HOME APPLIANCES 


A 64-page volume on appliance selling and promotion. 
Describes a complete plan of store operation. No matter 
what products you sell, this book will show you how to 
make more money in the appliance business. 


NORGE DIVISION Borg-Warner Corp., 

656 E. Woodbridge St., Detroit, Mich. 
I would like to receive a copy of your new book for 
appliance dealers. 


NAME 
ADDRESS 
CITY i eahege STATE 
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UNDISTRIBUTED PROFITS AND CAPITAL GAINS TAX PRINCIPLE 


(Washington Bureau 
of Hardware Age) 

The House Ways and Means 
sub-committee’s long-awaited re- 
port on revising the revenue laws 
retains the principle of both the 
undistributed profits and capital 
gains tax despite the volume of 
criticism hurled at these taxes 
by business groups during the 
past several months. 

The sub-committee recom 
mended, however, that corpora- 
tions with incomes of less than 
$25,000 be exempted from the 
undistributed profits tax and sug- 
gested that the capital gains tax 
be relaxed as it affects all cor- 
porations. The committee prom- 
ised that enactment of the sug- 
gested changes into law will 
mean “a very substantial stimu- 
lation to business.” 

At the same time the sub- 
committee discounted the charge 
that the two taxes in question 
had been responsible for the 
downward spiral of business in 
recent months. 

“There was no convincing evi- 
dence that the operation of the 
undistributed profits tax or of 
the tax on capital gains had 
been a major factor in the busi- 
ness recession,” said Roswell 
Magill, Treasury under - secre- 
tary, when he appeared at pub- 
lic hearings before the com- 
mittee. 

The proposed changes regard- 
ing the undistributed profits tax 
was described by the sub-com- 
mittee this way: 

“It will be seen that your 
sub-committee proposes a plan 
whereby the principle of the un- 
distributed profits tax is retained 
in the case of corporations with 
net incomes of more than $25,- 
000. On the other hand, corpo- 
rations with net incomes of $25,- 
000 or less are relieved from the 
undistributed-profits-tax princi- 
ple and taxes at rates graduated 
in proportion to the amount of 
the net income. 

“Tt should be noted that about 
90 per cent of the corporations 
filing taxable returns have net in- 
comes of not more than $25,000. 
Nevertheless, the remaining 10 
per cent of corporations with net 
incomes over $25,000 have about 
90 per cent of the aggregate net 
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RETAINED IN REPORT ON REVENUE LAW REVISION 


income reported by all corpora- 
tions. 

“In order to effect a proper 
transition from one of these tax 
systems to the other, corpora- 
tions with net incomes slightly 
above $25,000 come under a spe- 
cial rule in order to eliminate a 
sudden increase in tax of several 
hundred dollars merely because 
a corporation has a net income 
of only a few dollars in excess 
of $25,000.” 

The rates applicable to the 
small corporations are describéd 
as a normal income tax and are 
graduated as follows: 12% per 
cent on the first $5,000 of net in- 
come; 14 per cent on the next 
$15,000, and 16 per cent on the 
last $5,000. These proposed rates 
are higher than present normal 
tax rates applicable to all corpo- 
rations regardless of size. Un- 
der present law, they pay a tax 
ranging from 8 to 15 per cent 
and a surtax of 7 to 27 per cent 
on undistributed profits. 

A new schedule of percentages 
for the computation of capital 
gains and losses also was pro- 
posed by the sub-committee. The 
present limitation of $2,000 cov- 
ering the deductibility of capital 
losses would be retained with a 
qualified “carry-over” privilege 
calculated on whether the asset 
is held for more or less than one 
year. A maximum rate of 40 per 
cent is proposed as optional in- 
stead of the individual normal 
tax and surtax. 

Representative Emanuel Celler, 
Democrat, of New York, who in- 
troduced two bills calling for 
modifications of both undistrib- 
uted profits and capital gains 
taxes even before the popular 
clamor against them arose, pro- 
tested to the committee that its 
recommendations did not go far 
enough. He said both taxes 
should be repealed and added: 

“Fear seems to have gripped 
business everywhere and holds it 
like in a vise. As long as this 
committee retains any vestige of 
the undistributed profits tax, 
that fear will ever be present.” 

That the undivided profits tax 
was the storm center of commit- 
tee meetings was indicated dur- 
ing the first day of public hear- 
ings when Representative Tread- 


way, committee member and Re- 
publican of Massachusetts, de- 
clared that the minority of com- 
mittee members “are not in ac- 
cord with many of the recom- 
mendations, particularly the 
manner in which the undistrib- 
uted profits and capital gains 
taxes are disposed of.” 

Another Republican member 
of the committee, Congressman 
Crowther, of New York, con- 
ceded, however, that he might 
have to vote for the recom- 
mended changes even though it 
only would be “a _ face-saving 
policy.” 

In any event, the suggested 
tax revision as contained in the 
sub-committee’s report is only 
tentative and may be the subject 
of future changes depending 
upon developments. The under 
secretary of the Treasury told 
the sub-committee during public 
hearings that further extensive 
tax changes might be necessary 
“at some later date.” The sub- 
committee’s recommendations 
were designed to maintain in- 
coming revenue at present levels. 





SHERWIN-WILLIAMS NAMES 
DIRECTOR OF MFG. 


The Sherwin-Williams Co., 
Cleveland, Ohio, has appointed 
Dr. N. E. Van Stone as director 
of ‘manufacturing operations of 
the company. Dr. Van Stone 
comes to Cleveland from Chicago, 
where he made a brilliant record 
as head of the firm’s lacquer 
research and manufacturing. 








N. E. VAN STONE 








Cc. F. NEWPHER 


NATIONAL SCREW & MFG. 
PROMOTES NEWPHER 
AND GRIESE 

C. F. Newpher, assistant to 
H. C. Alexander, president, The 
National Screw & Mfg. Co., 
Cleveland, Ohio, has been ap- 
pointed a vice-president and gen- 
eral sales manager. E. E. Griese, 
treasurer, has been appointed 
secretary-treasurer. 

Mr. Newpher, who came to the 
company in 1927 from the Upson 
Division, Republic Steel Corp., 
where he had been in charge of 
bolt and nut sales, succeeds C. 
H. Palmer, who is retiring after 
40 years with the company. Mr. 
Palmer had been sales manager 
since 1911 and a vice-president 
since 1930. 

Mr. Griese succeeds Howard 
T. Beidler, retiring secretary. 
Mr. Beidler has been with the 
company for 49 years. 





NATIONAL CARBON MAKES 
DISTRICT SALES CHANGES 


R. P. Tolles, former assistant 
manager of the eastern division 
of the National Carbon Co., Inc., 
30 E. 42nd St., New York City, 
has been promoted to the man- 
agement of the Pacific Coast 
Division with headquarters at 
San Francisco. C. O. Kleinsmith, 
sales manager of the Atlanta dis- 
trict, has been transferred to the 
New York office, where he will 
serve as assistant manager of the 
eastern district. 
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MODERN KITCHEN BUREAU LAUNCHES 


The Modern Kitchen Bureau, 
420 Lexington Ave., New York 
City, expects to make 1938 a 
banner year for electric ranges 
and electric water heaters. A na- 
tional advertising campaign for 
the ranges will be used to reach 
13,000,000 readers of six con- 
sumer publications. An electric 
refrigerator program is based 
upon local newspaper advertising 
and correlated activities and 
electric water heater sales will 
be stimulated by a number of 
local and national contests. 

The electric range program as 
announced by the Bureau will be 
based on six activities: the na- 
tional advertising campaign; a 
spring showing, April 11-30, 
sponsored locally by utilities and 
dealers, and featured in national 
magazines; a special four-page 
electric range newspaper section, 
supplied to local newspapers by 
the Bureau; a newspaper mat 
service to tie in with national 
advertising; a window display 


ELECTRIC RANGE PROGRAM 


contest, and sales helps such as 
cook-books, radio spot announce- 
ments, placards, and window dis- 
play material. 

Supporting this range promo- 
tional activity are the following 
manufacturers: Norge Division, 
Borg-Warner Corp., Detroit, 
Mich.; Edison G. E. Appliance 
Co., Inc., 5600 W. Taylor St., 
Chicago, IIl.; Electromaster, Inc., 
1803 E. Atwater St., Detroit, 
Mich.; Estate Stove Co., Hamil- 
ton, Ohio; General Electric Co., 
Nela Park, Cleveland, Ohio; 
General Motor Sales Corp., Frig- 
idaire Division, Dayton, Ohio; 
A. J. Lindemann & Hoverson 
Co., 601 W. Cleveland Ave., Mil- 
waukee, Wis.; Malleable Iron 
Range Co., Beaver Dam, Wis.; 
Nash-Kelvinator Corp., Detroit, 
Mich.; Roberts & Mander Stove 
Co., Philadelphia, Pa.; Walker 
& Pratt Mfg. Co., 31 Union St., 
Boston, Mass., and Westinghouse 
Electric Mfg. Co., Mansfield, 





Ohio. 
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BILLINGS-CHAPIN CO. 
PROMOTES BURNHAM 


F. R. Burnham has been ap- 
pointed sales manager of the 
New England division of The 
Billings-Chapin Co., Cleveland, 
Ohio, manufacturer of paints 
and varnishes. He has been as- 
sociated with the company for 
44 years. His office is at 7 
Elkins St., Boston, Mass. 





CORDINER MANAGES 
G-E APPLIANCES 


Ralph J. Cordiner has been 
appointed manager of the appli- 
ance and merchandise depart- 
ment of the General Electric 
Co., Bridgeport, Conn. Charles 
E. Wilson, now executive vice- 
president of the company, has 
been active in charge of that 
phase of General Electric’s bus- 
iness. 

Mr. Cordiner has served as 
assistant manager of the depart- 
ment since 1936. In his new 
position he will be responsible 
for the company’s entire appli- 
ance and merchandise operation, 
which includes four major divi- 
sions—specialty appliances, house- 
hold appliances, radio, and con- 


1938 


struction materials. Products ofthe 
special appliance division, located 
in Cleveland, include refrigera- 
tors, ranges, water heaters, dish- 
washers, disposals, electric sinks, 








RALPH J. CORDINER 


and unit kitchens. The other 
three divisions are located at 
Bridgeport, where Mr. Cordiner 
will make his headquarters. The 
household appliance division in- 
cludes home laundry equipment, 





heating devices, clocks, cleaners, 





and fans. In addition to radio 
receivers the radio division also 
develops and sells special prod- 
ucts such as intercommunication 
systems. The construction ma- 
terials division includes wiring 
devices and products, cable and 
conduit, automotive products, 
and various accessory equipment. 





P. GOLDSMITH SONS CO. 
HAS NEW PRESIDENT 


With the resignation of Edgar 
J. Goldsmith as president of 
The P. Goldsmith Sons Co., ath- 
letic goods manufacturer of Cin- 
cinnati, Ohio, Hugo Goldsmith, 
formerly first vice-president, is 
now active head of the company. 
Edgar Goldsmith is now the 
chairman of the board and while 
not at present the active head 
of the company, he will devote 
the majority of his time to its 
business. 

Other officers of the concern 
are: vice-president, W. C. Cowen; 
vice-president and treasurer, E. 
B. Goldsmith; secretary, P. H. 
Goldsmith, and assistant secre- 
tary, A. G. Koegel. These to- 
gether with H. F. Goldsmith, 
son of Edgar J. Goldsmith, and 
C. V. Brasher, advertising man- 
ager, comprise the board of di- 
rectors. 


NEW DISTRIBUTOR FOR 
UNIVERSAL REFRIGERATOR 


Landers, Frary & Clark, New 
Britain, Conn., has appointed the 
Gambill Distributing Co., Nash- 
ville, Tenn., as distributor of the 
Universal refrigerator in that 
area. Wheless Gambill is presi- 
dent and active manager of the 
distributing organization. 


ALABASTINE TRANSFERS 
HARRY N. JONES 


Harry N. Jones, who has been 
identified with the Alabastine 
Co. at Grand Rapids, Mich., has 
been appointed factory represen- 
tative for North and South Caro- 
lina. He has established head- 
quarters at Winston-Salem and 
will devote a major portion of 
his efforts to the establishing of 
the Alabastine agency franchise 
with dealers of the Alabastine 
oil paint distributor at Winston- 
Salem, Brown-Rogers-Dixson Co. 





SUPPLEE-BIDDLE CO. IS 
IN ITS 10lst YEAR 
On December 30 employees of 
the Supplee-Biddle Hardware Co., 
507 Commerce St., Philadelphia, 
Pa., celebrated its 101st anni- 





WM. GEO. STELTZ 


versary with a banquet in honor 
of the firm’s president, William 
George Steltz. The affair was 
held at the Downtown Club, 
Public Ledger Bldg., with more 
than 200 employees and the en- 
tire sales organization of 85 men 
who were attending the annual 
sales meeting present. 

Highlight of the evening was 
the presentation of three original 
one-act plays produced by mem- 
bers of the company. Two were 
comedies, and the third, a more 
serious one, portrayed “Mr. 100 
Years” turning over the business 
to the “New Century.” The 
playlets were written by L. B. 
Dreifus. 

Mr. Steltz addressed the 
gathering on “Just Between Our- 
selves,” dwelling upon the man- 
agement and growth of the 
company’s business. 

Many new lines, including Uni- 
versal major appliances and Con- 
goleum floor coverings, were 
presented at the sales conference. 





PEWTER BUYS FOR 
MIDEKE SUPPLY 
Mr. Pewter, formerly buyer 
for the Cook Supply Co., Okla- 
homa City, Okla., is now buyer 
for the plumbing department of 
the Mideke Supply Co. of that 
city. He succeeds Charles C. 


Mitchell. 
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WOMEN HAVE MODERNIZATION AND MODELING PROGRAM 
OF THEIR OWN, SAYS WASHING MACHINE ASSN. HEAD 


American women are not wait- | mittee comprising C. G. Frantz, 


ing for building and financial president of the Apex Electric 


leaders to get together and pro- | Manufacturing Co., 


vide them the new homes they 


want. Instead, they have inaugu- | 


rated a nationwide remodeling 
and modernizing program of 
their own, W. Neal Gallagher, of 
Newton, Towa, said recently in 
beginning his term as new presi- 
dent of the 
Machine Manufacturers’ 
ciation. 


Asso- 


American Washing | 


“In the absence of large resi- | 


dential construction 
women are adapting their pres- 
ent homes to today’s new trends 
in decoration, equipment and 
household management,” he as- 
serted. “Activity of this kind, 
as shown by countrywide field 
reports, has been unapproached 
in recent years.” 

The industry’s 1937 
household washers and 
will be revealed as within less 
than 5 per cent of the 1936 
record total of 1,900,000 units on 
completion of the year’s reports, 
Mr. Gallagher announced. Indus- 
try members agree 1938 adoption 
of home laundering equipment is 
likely to top all past years, it 
was declared. 

In addition to the election of 
Mr. Gallagher, who is president 
of the Automatic Washer Com- 
pany, Newton, Iowa, others were 
named as follows: 

First vice-president, R.  D. 
Hunt, executive vice-president of 
the Dexter Company, Fairfield, 
Iowa; second, I. N. Merritt, vice- 
president of Meadows Manufac- 
turing Co., Chicago; third, R. C. 
Stuart, president of Barlow & 
Seelig Mfg. Co., Ripon, Wis.; 
treasurer, William H. Voss, presi- 
dent of Voss Bros. Mfg. Co., 
Davenport, Iowa, who has served 
continuously since the Associa- 
tion’s founding 22 years ago; and 


sales of 


ironers 


Walter K. Voss, general manager | 


of Voss Bros. Mfg. Co., assistant 
treasurer. Joseph R. Bohnen was 


prises John M. Wicht, home laun- 
dering appliance sales manager, 
General Electric Corporation, 
Bridgeport, Conn.; L. L. Shaw- 
ber, home laundering appliance 


sales manager of Westinghouse | 


Electric & Mfg. Co., Mansfield, 
Ohio; L. C. Upton, president of 
Nineteen Hundred Corporation, 
St. Joseph, Mich.; George M. 
Umbreit, vice-president of the 
Maytag Company, Newton, Iowa; 
and A. H. Labisky, president of 
the Barton Corporation, West 
Bend, Wis. 

The three latest former _presi- 
dents of the Association were 
designated as an advisory com- 


activities, | 








‘ 5 | has been named 
reappointed executive secretary. | ‘ 


The new executive board com. | 


Cleveland, 
who retired after three years as 





W. NEAL GALLAGHER 


industry head; Edward N. Hur- 
ley, Jr., president of Electric 
Household Utilities Corporation, 
Chicago, and J. C. Nelson, presi- 
dent and general manager of 
the Easy Washing Machine Cor- 


poration, Syracuse, N. Y. 


STANDARD ELECTRIC 
STOVE CHANGES NAME 


The Standard Electric Stove 
Co., Toledo, Ohio, has changed 
its name to the Standard Elec- 
tric Mfg. Corp., with immediate 
expansion of manufacturing and 
sales activities on Standard elec- 
tric ranges. Joseph W. Robin- 
son, formerly president of the 
Libbey Glass Co. of Toledo and 
identified with that company for 
25 years until its sale to the 
Owens-Illinois Glass Co., has 
been elected president of the new 
corporation. 

Charles A. 
of the former Standard company, 
vice-president 


Pierson, president 





ard sales for many years, is ad- 
vertising and sales manager, and 
Ellsworth L. Tait, former assis- 
tant treasurer of the Libbey 
Glass Co., has been appointed 
treasurer. 


TRICO APPOINTS 
DISTRIBUTORS 


The Trico Fuse Mfg. Co., Mil- 
waukee, Wis., has appointed the 
following concerns to handle its 
complete line of powder-packed 
renewable fuses: Industrial Pow- 
er Equipment Co., 1315 Wash- 
ington St., Ft. Worth, Tex., to 
cover that state; Machinery And 
Equipment Sales Co., 404 St. 
Paul St., Baltimore, Md., to 
cover Maryland, and Walter J. 
Sciutti, 923 Wolf St., Jackson, 
Fla., to cover Florida. The Trico 
products which these organiza- 
tions will handle include Kantark 
“Onetime” fuses; Colortop plug 
fuses; special fuses; Kliplok 
clamps and test clamps, and fuse 
pullers and lJubricators. 


M. W. DUGAN ELECTED HEAD 
OF EMMONS-HAWKEINS CO. 


M. W. Dugan, associated with 
the Emmons-Hawkins Hardware 
Co., Huntington, W. Va., for 25 
years was recently elected presi- 
dent and general manager of the 
firm. He succeeds the late C. D. 
Emmons. 

W. F. Fleming, formerly audi- 
tor and assistant credit manager, 
was elected secretary and to the 
board of directors. W. E. Wheel- 
er, director of purchases; H. E. 
Emmons, director of sales, and 
Arthur S. Emmons, assistant di- 
rector of purchases, were each 
elected to vice-presidencies. They 
will continue active in their for- 
mer positions. John L. Hawkins 
was yeelected vice-president and 
treasurer. 

Mr. Dugan, the new president 
of the Emmons-Hawkins Hard- 
ware, joined it as a bookkeeper. 
He subsequently rose to the po- 


in charge of manufacturing op- | sition of secretary and assistant 


erations and research. Harry H. | 


treasurer, then becoming mana- 


Venable, associated with Stand- | ger of the credit department. 





DEFINE TRADE PRACTICES OF METAL 
CLAD AND ACCESSORIES INDUSTRY 


(Washington Bureau 
of Hardware Age) 

The Federal Trade Commis- 
sion has approved and promul- 
gated trade practice rules for the 
metal clad and accessories man- 
ufacturing industry. Among prac- 
tices which are banned are 
deceptive advertising, false 
branding, defamation of compet- 
itors and discriminatory rebates 
and price allowances. 

The members of the industry 





are engaged in the manufacture, 
installation of metal- 
doors chiefly in 
buildings for fire 


They also 


sale and 
covered used 
commercial 
protection purposes. 
manufacture metal clad door 
frames and other accessories. 
The total capital invested in the 
industry is estimated at $2,000,- 
000, and the annual sales volume 
at between $8,000,000 and $10,- 
000,000. 





CHICAGO TO HAVE SPORTS 
EQUIPMENT EXPOSITION 


The second annual Sports 
Equipment Exposition will be 
‘eld at the Stevens Hotel, Chi- 
cago, Ill., Aug. 7-10, 1938, under 
he auspices and management of 
1. R. Mahon. Mr. Mahon was 
formerly associated with The 
Sporting Goods Journal of Chi- 
cago but is now giving all his 
time to the promulgation of the 
forthcoming sporting goods ex- 
hibit. His office headquarters are 
in Room 409, the Stevens Hotel. 

The exposition will be in the 
form of a booth show and will 
run concurrently with the fifth 
annual Automobile Accessories 
Show, also at the Stevens. More 
than 1500 buyers, the greater 
majority of them buyers of 
sports equipment as well as auto 
accessories, wheel goods, toys, 
and allied products, are expected 
to be in attendance. 


REVELY NOW WITH 
W. A. HUFFAKER 


Hugh Revely, formerly with 
the Monroe Hardware Co., Moz- 
roe, La., has become connected 
with W. A. Huffaker, San An- 
tonio, Tex., builders’ hardware 
specialty firm. 


FASTOV IS SECRETARY 
OF STAR BRUSH 


At the annual election of of- 
ficers of the Star Brush Mfg. Co., 
Inc., Long Island City, N. Y., 
Ben F. Fastov was elected secre- 
tary. He succeeds L. R. Schu- 
mann, who was elevated to 
vice-president and treasurer. The 
following officers were reelected: 
President, Alex Schumann; vice- 
president, Barron K. Throckmor- 
ton; and assistant treasurer, 
Benjamin Cohen. 

Mr. Fastov joined the company 
16 years ago as an office boy. 
For the past five years he has 
been credit manager and cost 
and merchandising expert. 





BEN F. FASTOV 
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CARBORUNDUM CO. FORMS 
25-YEAR CLUB 

The Carborundum Co., Niag- 

ara Falls, N. Y., has formed a 

25-Year Club, composed of all 

present employees who have 





GEO. E. DRESSER 


served the company continuous- 
ly for 25 years or more. In the 
Hardware Division, George E. 
Dresser, sales manager of that 
department, and Benjamin Leve 
of the company’s Chicago hard- 
ware sales division, have quali- 
fied for membership in the new 
service organization. Each man 
on the honor list was presented 
with a specially designed service 
pin and a beautifully inscribed 
Hamilton wrist watch. 





BOOSTERS AT ROUND 
TABLE CONFERENCE 


Following dinner at Springer’s 
Restaurant, New York City, on 
January 28, the Hardware Boost- 
ers, under the leadership of past- 
president Seymour Sears, carried 
on a round-table conference at 
which events affecting the inter- 
ests of hardware dealers and 
hardware salesmen were discuss- 
ed. President M. E. Wyckoff, 
Hardware World, and Roy C. 
Schmidt, Stanley Tools, presided 
over the meeting of 25 members. 

The practice of dealers and 
buyers in setting aside only a 
few hours of the day for seeing 
salesmen came in for much in- 
terested discussion. The salesmen 
claimed that this made it almost 
impossible for them to give the 
proper attention and service to 
dealers because of the time limit 
imposed upon them. New York 
City’s new parking regulations 
were announced as an annoyance 
to the salesmen who used autos 
for business and as a help in 
carrying samples to customers. 
The Boosters felt that a commit- 
tee should be appointed to call 
upon Mayor LaGuardia and Po- 
lice Commissioner Valentine in 
an effort to enable salesmen to 
park their cars when on legiti- 
mate business. 

A. C. Flamman, attorney for 
Hardware Boosters, addressed re- 
marks upon employer and em- 
ployee relations, hours, wages. 
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and conditions of employment. 
He remarked that reform in busi- 
ness must come from public de- 
mand or legislation if business 
would not cure its own ills. 


RAIRDON MANAGES SALES 
FOR OWENS-ILLINOIS CAN 


Smith L. Rairdon, eastern 
sales manager of the glass con- 
tainer division in New York 
City of the Owens-Illinois Glass 
Co., Toledo, Ohio, has been 
elected vice-president, general 
sales manager, and a director of 
the Owens-Illinois Can Co. Mr. 
Rairdon joined the Owens Bottle 
Co., in 1924 and in 1930, following 
the merger of the Illinois Glass 
and Owens Bottle companies, he 
was appointed assistant sales 
manager of the organization’s 
pharmaceutical and proprietary 
division. In the following year 
he became sales manager of that 
division and in 1935 was made 
eastern district sales manager. 

Edward F. Glacken has been 
appointed to take over Owens- 
Illinois’ eastern district sales 
manager duties. He was former- 





ly sales manager of the dairy 
container division with head- 
quarters in Toledo. He became 
associated with the company 
when the properties of the Atlan- 
tic Bottle Co., of which he was 
president, were acquired in 1930. 
H. P. Blodgett has been made 


assistant to Mr. Glacken. 


GEACH, HIBBARD SALESMAN 
RETIRES AFTER 45 YEARS 


W. W. Geach, for the past 
45 years a traveling salesman for 
Hibbard, Spencer, Bartlett & Co., 
Chicago wholesale firm, has re- 
tired from active service. While 
still a boy in public school at 


Granville, Ohio, Mr. Geach 
worked on Saturdays in the 
Geach and Moore hardware 


store, in which his father was 
a partner. In 1890 he joined the 
organization of a Columbus, 
Ohio, wholesaler, as a traveling 
salesman, leaving in 1892 to go 
with Hibbard, Spencer, Bartlett 
& Co. 

Now that he has retired, Mr. 
Geach plans to travel and to “try 
to learn how to play.” 





ACME STEEL TRANSFERS 
PURCHASING DEPARTMENT 


The entire purchasing depart- 
ment of the Acme Steel Co. is 
being moved from the general 
offices at 2840 Archer Ave., Chi- 
cago, to the company Riverdale 
Works, about 15 miles south of 
Chicago’s loop. The department, 
in charge of H. L. Brueggemann, 
purchasing agent, will be located 
in the new million-dollar addi- 


tion just completed. The other 
departments which have com- 
prised the general offices will 
remain at the Archer Ave. ad- 


dress. 


JACOBSON NOW WITH 
GENERAL METALS 


Harry M. Jacobson, 1600 
Maple Ave., Hillside, N. J., has 
been appointed representative of 
General Metals Mfg. Co., Inc., 
203 Johnson Ave., Newark, N. J. 
Mr. Jacobson for the past three 
years has represented in New 
Jersey Sickle-Loder, Inc., whole- 
sale hardware firm at 76 Ninth 
Ave., New York City. 











JOHN H. GRAHAM SALES ORGANIZATION VISITS 11 NEW ENGLAND FACTORIES 


John H. Graham & Co., Inc., 
113 Chambers St., New York 
City, as an unusual part of its 
sales convention program this 
year, chartered a bus to take the 
entire sales organization of 20 


.on a tour of 11 factories in New 


England, for whom they act as 
sales representatives. 

Sales meetings and carefully 
planned tours to show the com- 
plete manufacturing processes 





were conducted in each of the | hedge shears, Oakville, Conn.; 


following factories: Etna Co., 
drills, Taunton, Mass.; G. W. 
Griffin Co., hack, coping saws, 
etc., Franklin, N. H.; Snell Mfg. 
Co., auger bits, Fiskdale, Mass.; 
Watson-Williams Mfg. Co., cards, 
Leicester, Mass.; O. F. Moss- 
berg & Sons, guns, scopes, New 
Haven, Conn.; Voos Co., cutlery, 
New Haven Conn.; Seymour 
Smith & Son, pruning tools, 





Noera Mfg. Co., oilers, Water- 
bury, Conn.; Bevin Bros. Mfg. 
Co., bells, Easthampton, Conn.; 
Consolidated Tool Works, hack- 
saw frames, Torrington, Conn.; 
and Winsted Edge Tool Works, 
Winsted, The 
week following the trip, meetings 
were held at the company’s of 


fices in New York. 


chisels, Conn. 





Twenty men of the John H. Graham & Co. sales organization went touring through 11 New England 
factories. Here they are shown at the O. F. Mossberg & Sons plant in New Haven, Conn. 
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GOODYEAR TIRE HAS NEW 
CLEVELAND DISTRICT 
The Mechanical Goods depart- 
ment of the Goodyear Tire & 
Rubber Co., Akron, Ohio, has 


announced the creation of a new 





H. D. FOSTER 


Cleveland, Ohio, district for the 
sale and distribution of mechan- 
ical rubber goods, with head- 
quarters in the company’s tire 
district office in that city. 
Manager of this district will 





W. L. CLARK 


be H. D. Foster, Cleveland ter- 
ritory mechanical goods sales- 
man since 1924. The Cleveland 
district, formerly a part of the 
Pittsburgh sales district, in- 
cludes Akron, Youngstown, Can- 
ton, and they are bounded by 
those cities. 

Succeeding Mr. Foster as ter- 
ritory salesman is W. L. Clark, 
who is transferred from the com- 
pany’s Akron mechanical goods 
staff. He will have headquarters 
at Cleveland. 

PEARCE URGES FIGHT 

ON CIO ORGANIZATION 


At the January 18 meeting of 
the North Jersey Hardware & 
Supply Association in the Hotel 
Douglas, Newark, N. J. W. 
Glenn Pearce, managing direc- 
tor of the Pennsylvania and At- 
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lantic Seaboard Hardware As- 
sociation, stressed the necessity 
for organization now, more than 
ever before, because of the CIO’s 
attempted invasion into retail 
establishments and because of 
much new legislation scheduled 
in the state and federal govern- 
ment. He remarked, “We need 
organization to fight organiza- 
tion.” 

The following new association 
officers were elected: President, 
Edward W. Cundall; vice-presi- 
dents, Charles F. Werner, Wil- 
liam Ludwig and Harold L. 
Miller. Melville F. Miller, 620 
Newark Ave., Jersey City, was 
reelected secretary and treasurer. 

A new committee was formed 
and will be known as the com- 
plaint committee. It will hear 
all complaints from members re- 
garding malpractices of manu- 
facturers, jobbers, etc., and 
determine the validity of the 
complaint. If legitimate, every 
effort of the members will be 
made to correct the trouble. 


NEW HAVEN GROUP 
ELECTS OFFICERS 


At the forty-second annual 
meeting of the New Haven Hard- 
ware Club held at the Dutch 
Treat Tea Room, New Haven, 
Conn., Jan. 27, the following off- 
cers were elected for the ensuing 
year: president, Edwin L. Dick- 
incon, Lightbourn & Pond Co.; 
vice-president, W. S. Jackson, 
Jackson Marvin Hardware Co.; 
treasurer, C. H. Anderson, The 
F. S. Platt Co., and secretary, W. 
E. Janswick, John E. Bassett & 
Co. 

Committees appointed were: 
entertainment, G. H. Marvin, 
Jackson Marvin Hardware Co., 
and membership, W. E. Jans- 
wick, chairman; F. H. Wilcox, 
John E. Bassett & Co., and Don- 
ald H. Warner, The R. T. War- 


ner Co. 


EAGLE HARDWARE STORES 
ELECT NEW OFFICERS 


At the January 11 meeting of 
the Eagle Hardware Stores of 
Cleveland, Ohio, an organization 
having a dealer membership of 
45 stores in greater Cleveland, 
C. E. Fitzgibbon, Ingersoll Hard- 
ware, was elected president. 
Other officers elected were: vice- 
president, R. Bubna; treasurer, 
Leo Greenberger, and secretary, 
L. Maurer. New directors are: 
Sol Baxt, Aaron Neditz, John 
Novak, H. Dunn, L. Manthey, S. 
Podell, and C. I. Chesler. The 
group maintains a central office 
at 10403 Baltic Road, Cleveland. 

The dealers’ activities during 
1937 included a great deal of 
newspaper advertising backed by 





window banners, streamers, etc., 
as well as uniform price tickets 
in all stores carrying the group’s 
logotype and professional window 
trimming of those stores. During 
the latter part of 1937 large 16- 
foot porcelain signs began ap- 
pearing over the various stores 
for further identification. The 
Eagle Hardware Stores are also 
planning to have all members’ 
store fronts painted in a uniform, 
identifying color. A complete 
merchandising plan for each 
month of 1938 has been care- 
fully planned in advance. 


NEW FIRM MAKES 
CLEANING TOOLS 


Frank E. Aurand, Jr., formerly 
associated with the Concrete Sur- 
facing Machinery Co., Cincinnati, 
Ohio, has purchased from that 
company the Berg Cleaning Tool 
Division, including patents, and 
is expanding and carrying on the 
cleaning tool business under a 
corporate organization as_ the 
Aurand Mfg. & Equipment Co., 
at 2643 Colerain Ave., Cincinnati. 
Aurand (formerly Berg) clean- 
ing tools are issued in industry 
to remove from metal or other 
rigid surfaces old paint or ad- 
hering accumulations of foreign 
matter. The tools are portable 
and used by head and are pow- 
ered by either compressed air or 
by a_ self-contained electric 
motor. 














HURLEY IN FIELD WORK 
FOR HURLEY MACHINE Co. 


Jason Hurley has been ap- 
pointed national field sales man- 
ager and placed in charge of the 
field expansion program of the 
Hurley Machine Co., Chicago, 
manufacturer of Thor household 
washers, ironers, dryers, vacuum 
cleaners, and ventilating fans. 
He was formerly manager of the 
company’s Chicago and Detroit 
branches. He began as a retail 
salesman in the St. Louis Thor 
Shop, becoming store manager 
and then engaging in wholesale 
contact work. He will now spe- 
cialize in personal organization 
and sales promotion work. 





ANNOUNCE G-E AIR 
CONDITIONING MGR. 


D. W. McLenegan, assistant 
commercial engineer of the Gen- 
eral Electric Air Conditioning 
Department, has been named 
manager of its Air Conditioning 
Institute. He will be assisted by 
R. D. Wood. 

The Institute will now have a 
home of its own, as appropriate 
quarters have been constructed 
on the roof of the main building 
of the General Electric Co.’s air 
conditioning plant at Bloomfield, 
N. J. An auditorium, offices, and 
an exhibit room are included, 
and a complete line of heating 
and air conditioning equipment 
will be on display. 


Milton Dammann, left, president of the American Safety Razor 


Corp., Brooklyn, N. 


Y., is congratulating Harry Schwartz, vice- 


president in charge of sales, on the completion of 25 years of 


service with the organization. 
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STAN LEY “Hold-Fast” Track Clamp 








[ STANLEY ] 
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Next Best Thing a =m Lo A Welded Joint! 


As smooth and solid as a welded joint — and far easier to make —- that’s 
the kind of joint you get with Stanley “Hold-Fast” Track Clamps. 
They bind track end-to-end, making any number of sections into a 
perfectly aligned unit, any length. 
Stanley Sliding Door Hangers, made frictionless with ball bearing 
swivels and roller bearing wheels, roll smoothly and quietly through the 
STOCK ONLY THREE SIZES inside, shielded from weather and dirt. Quick two-way adjustment is 
snhaneiibaiasiibpetideiaininbinationn provided. Read the details of Stanley Track and Hangers, in Catalog 38. 
tors for sliding doors up to 1000 pounds. THE STANLEY WORKS, New Britain, Conn. 
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CHARLES L. WHEELER SEES INCREASED 
HOME APPLIANCE SALES FOR 1938 


Progressive merchandising com- 
bined with aggressive advertising 
and display is certain to give 
home appliance dealers of the 
Intermountain states a continued 
increase in business during 1938, 





CHARLES L. WHEELER 


Charles L. Wheeler, president 
and general manager of the Salt 
Lake Hardware Co., Salt Lake 
City, Utah, told 175 salesmen 
and dealer representatives at a 
recent company convention. The 


meetings were held in the com- 
pany’s auditorium, with a lunch- 
eon at the Hotel Utah and a 
banquet and entertainment at the 
Newhouse Hotel. “We anticipate 
a business 20 per cent higher in 
1938 than the record year of 
1937,” said Mr. Wheeler. 
Cheering word of expected 
business improvement was 
sounded also by Lee O. Cox, 
Seattle, Wash., district manager 


of the Norge Division, Borg- 
Warner Corp., Detroit, Mich. 
Other speakers were: W. E. 


Gnadt, general sales managér of 
the hardware firm; William 
Hostetler, range division; T. 
Cawthorne, laundry equipment 
division, H. W. Winninghan, air 
conditioning and heating divi- 
sion, all of the Norge organiza- 
tion; E. A. Evans, manager and 
buyer of major appliances for 
the hardware company; O. J. 
Herzberg, vice-president of the 
Hinson Mfg. Co.; F. E. Cox, 
San Francisco, Calif., district 
manager of the A-C Spark Plug 
Co.; Jack Weatherly, Denver, 
Colo., representative of the 
Fleming Mfg. Co., and F. C. 
Wells, Kansas City, Mo., district 
manager of the Walker Mfg. Co. 








STELLWAGEN REPRESENTS 
WARWOOD TOOL CO. 


Fred L. Stellwagen & Sons, 
Inc., 12 Warren St., has been ap- 
pointed sales representative in 
the New York City metropolitan 
district for the Warwood Tool 
Co., Wheeling, W. Va. 





ROCHESTER ASSN. HEARS 
EDUCATIONAL TALK 


In cooperation with the Ro- 
chester Board of Education, 28 
members of the Rochester Retail 
Hardware Association at their 
January meeting heard Miss 
Graham of the school board pre- 
sent a talk on “The Looker in 
the Hardware Store.” Phil Gut- 
kin, president of the group, pre- 
sided over the meeting. Guests 
were John B. Foley, secretary, 
and Albert D. Martin, president 
of the New York State Retail 


Hardware Association. 


JERSEY SALESMEN 
HOLD MEETING 


The Hardware and Allied Tra- 
vellers Assn. of New Jersey met 
recently in the Mayfair Theatre 
Bldg., Hillside, N. J., to hear 
Mr. Hecklan of Shandler Bros., 
Newark, talk on the work of 
wholesaler’s salesmen. He point- 
ed out that the salesmen present 
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could bring the hardware busi- 
ness to a higher standard, if all 
cooperated to make their organi- 
zation a success. 

Following the meeting, the 
members visited the theatre’s 
projection room, where they were 
shown how a talking picture is 
run off. The next meeting of 
the association will be held Fri- 
day, February 25, at 786 Broad 


St., Newark. 


PERLMAN HEADS JERSEY 
RETAIL GROUP 


At a recent meeting of the 
Hudson County Hardware & 
Housefurnishing Assn. of New 
Jersey, the following gfficers were 
elected for 1938: Morzis B. Perl- 
man, 37 Jackson Ave., Jersey 
City, N. J., president; Fred 
Jacobs, vice-president; J. Perkel, 
secretary, Herman Krug, trea- 
surer; M. Klumpl, financial sec- 
retary, and M. Green, sergeant- 
at-arms. 


BENDIX APPOINTS 
FAITH RICHARDS 


Faith Richards has been ap- 
pointed laundry educational su- 
pervisor for Bendix Home Ap- 
pliances, Inc., South Bend, Ind. 
Miss Richards will work out of 
South Bend, working through 
distributors on demonstrations 





and instruction in modern laun- 
dry methods before dealers and 
retail salesmen. She will also 
conduct educational courses for 
salesmen directly in the Bendix 
organization. 


NEW YORK AGENT FOR 
SAFE PADLOCK 


Charles F. Samolinski has 
been appointed direct factory 
representative for The Safe Pad- 
lock and Hardware Co., Lancas- 
ter, Pa., in Metropolitan New 
York and Long Island. Mr. 
Samolinski will make his head- 
quarters at 48 W. Broadway, New 
York. 


WALTER KIETSCH HEADS 
BUFFALO GROUP 


At the recent meeting of the 
Buffalo District Retail Hard- 
ware Council, Buffalo, N. Y., the 
following were elected officers: 
president, Walter Kietsch; vice- 
president, Jose ph Schweitzer; 
treasurer, Joseph Diebold, and 
secretary, Elmer Geist, 618 Wal- 
den Ave., Buffalo. It was also 
voted to change the group’s name 
from the Buffalo District Retail 
Hardware Council to Buffalo Dis- 
trict Retail Hardware Associa- 
tion. 


G. P. DOLL HEADS 
VALVOLINE OIL 

The Valvoline Oil Co., Fifth 
and Butler Sts., Cincinnati, Ohio, 
has for its new president G. P. 
Doll, formerly president of the 
Corcoran-Brown Lamp Co. of 
Cincinnati. H. W. Edwards, for- 
merly president, has been made 
vice-president. 





/ PHIL HATLEY JOINS | 
HIGGINBOTHAM-PEARLSTONE 


Phil Hatley has become asso- 
ciated with the Higginbotham- 
Pearlstone Hardware Co., Dal- 
las, Tex., as a buyer in the 
builders’ hardware and sporting 
goods departments. Mr. Hatley 
was formerly in the buying de- 
partment of Fones Brothers 


Hardware Co., Little Rock, Ark. 


AGNEW. SALES MANAGER 
FOR HUEY & PHILP 


E. L. Agnew, who joined the 
Huey & Philp Hardware Co., 
Dallas, Tex., less than a year 
ago, has been made sales man- 
ager of the concern. He was 
formerly with Cullum and Boren 
Co. of Dallas and at one time 
was connected with a_ large 
wholesale concern. 





GOLF ASSN. CHANGES 
MEMBERSHIP RULES 


In connection with the fourth 
annual golf tournament of the 
Eastern Hardware Golf Associa- 
tion at the Buckwood Inn, Shaw- 
nee-on-Delaware, Pa., May 1921, 
several changes have been made 
in the rules. The membership 
of the association will be com- 
posed of representatives of com- 
panies who are either wholesalers 
or manufacturers of hardware or 
kindred lines. All memberships 
have now been placed on an an- 
nual basis and the annual dues 
of $5.00 are payable before Feb. 
28, 1938. Past members who 
have attended any of the three 
previous tournaments and who 
are in good standing will be 
considered as present members 
and will continue as such as long 
as the annual dues are paid. The 
association makes no provisions 
for guests of members and all 
who attend must be qualified 
members. H. L. Gilliam is sec- 
retary-treasurer with offices at 9 
Rockefeller Plaza, New York 
City. 

CONNECTICUT ASSN. 
CHANGES MEETING PLACE 


The annual convention of the 
Connecticut Hardware Assn., 
Feb. 23-24, will be held at the 
Stratfield Hotel, Bridgeport, 
Conn., instead of at the Taft Ho- 
tel, New Haven, as was pre- 
viously announced. Charles F. 
Freeman, Branford, that state, is 
secretary of the group. 





TENNESSEE DEALERS MEET 
MARCH 9-10 


The annual convention of the 
Tennessee Retail Hardware As- 
sociation will be held at the 
Andrew Jackson Hotel, Nash- 
ville, Tenn., March 9 and 10, 
1938. John W. Vaughan, Jr., 
Winchester, Tenn., is secretary- 
treasurer of the association. 





CAROLINA DEALERS MEET 
JUNE 14-16 
The Hardware Association of 
the Carolinas will hold its annual 
convention at the Jefferson Ho- 
tel, Columbia, S. C., June 14-16, 
1938. Arthur R. Craig, 407-11 
Commercial Bank Bldg., Colum- 
bia, N. C., is secretary-treasurer. 


MICHIGAN DEALER 
WISHES CATALOGS 


Fire having destroyed all rec- 
ords and catalogs of the Rechlin 
Hardware Co., 817-819 Washing- 
ton Ave., Bay City, Mich., the 
firm would appreciate receiving 
replacement catalogs from whole- 
salers and manufacturers. 
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ACH individual strand of Columbian Rope—every 

separate fibre—is thoroughly and uniformly 

waterproofed. This prevents the pure Manila fibres from 
swelling and stiffening the rope. 


It's the Columbian waterproofing method that keeps 
Columbian Rope flexible, easy to handle, and gives 
Columbian longer life by keeping out germs of decay. 


It pays to sell this better rope that lasts longer, stands 
harder wear and handles easier than any other rope 
you can buy. Order from your jobber today. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street, Auburn, “The Cordage City,” N. Y. 


COLUMBIAN 


Tape Marked, Pure Manila Rope 
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MORE HARDWARE ITEMS ON 
TARIFF REDUCTION LIST 
(Washington Bureau 
of Hardware Age) 

The State Department has an- 
nounced an additional list of 
products on which this country 
will consider granting tariff con- 
cessions in the pending recipro- 
cal trade negotiations with the 
United Kingdom. Included in 
the supplemental list are ma- 
chine tools and parts, hollow 
bars and hollow drill steel; in- 
ternal combustion motor-boat en- 
gines and parts; and builders’ 
hardware. 

Interested parties were ad- 
vised to submit suggestions to 
the Committee for Reciprocity 
Information before Feb. 26. Oral 
arguments will be heard at pub- 
lic hearings starting March 14. 

The department had _previ- 
ously announced the list of com- 
modities on which tariff reduc- 
tions would be considered and 
had set Feb. 19 as the deadline 
for receiving objections and 
March 14 for oral arguments. 
The initial list of products in- 
cluded a wide range of iron and 
steel products. 

CYCLE TRADES ISSUE 
SAFETY POSTER 


Embarking upon a campaign 
of safe bicycling, the Cycle 
Trades of America, Inc., Chanin 
Bldg., New York City, is dis- 
tributing a display poster, 23 hy 
18 inches, emphasizing “Bicy- 
cling with Complete Safety.” The 
poster gives 10 rules of safe rid- 
ing. Copies are available from 
the Cycle Trades of America. 


WILDLIFE CONFERENCE 
MEETS IN FEBRUARY 


The Third Annual North Amer- 
ican Wildlife Conference will be 
held at the Lord Baltimore Ho- 
tel, Baltimore, Md., Feb. 12-17. 
At the general sessions, wildlife 
problems will be subjected to 
panel discussions, each to be com- 
prised of four authorities. Each 
authority will present his version 








of the subject under discussion 
and an opportunity will be given 
for rebuttal. Each subject will also 
be allowed open discussion from 
the floor. At the technical ses- 
sions papers on various problems 
of American wildlife will be pre- 
sented and research studies will 
be considered by scientists and 
wildlife technicians. All sessions 
of the conference will be open to 
the general public. 

On Feb. 17, the final day will 
be devoted to the annual conven- 
tion of The General Wildlife 
Federation. Plans for National 
Wildlife Restoration Week, start- 
ing March 20 will be the high- 
light of the Federation’s con- 
vention. 


UNION WIRE ROPE CORP. 
USES TALKING MOVIE 

“Romance of Wire Rope” is a 
new talking moving picture de- 
picting in detail the complete 
processes of drawing high carbon 
rope wire and fabricating wire 
rope, as produced by the Union 
Wire Rope Corp., Kansas City, 
Mo. This film is intended for 
presentation before groups in the 
building and construction, min- 
ing, logging, oil and other in- 
dustries in which wire rope is 
extensively used. 





McCULLOUGH TO HANDLE 
IMPLEMENTS ONLY 
James T. McCullough has an- 
nounced that the hardware busi- 
ness of James McCullough and 
Son Hardware on Market St., 
Kittanning, Pa., would be discon- 
tinued. The firm’s implement 
business, however, will be con- 
tinued at its present address on 
Templeton St., that city. 





BUYS LOUISIANA FIRM 

M. J. Green, who for the past 
two years has been manager and 
secretary-treasurer of Huffman’s, 
Inc., hardware and implement 
store of Crowley, La., has pur- 
chased all of the outstanding 
stock of the company. He plans 
to enlarge the business. 








TWO LABOR ORGANIZATIONS CERTIFIED 
FOR AMERICAN HDWE. CORP. BY NLRB 


(Washington Bureau 
of Hardware Age) 

The National Labor Relations 
Board has announced certifica- 
tion of two labor organizations 
as the proper collective bargain- 
ing agencies in the four New 
Britain, Conn., plants of the 
American Hardware Corp. 

The International Association 
of Machinists, affiliated with the 
A.F. of L., was certified as the 
exclusive collective bargaining 
agency for machinists, tool mak- 
ers, and die makers. The United 
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Electrical and Radio Workers of 
America, affiliated with the Com- 
mittee for Industrial Organiza- 
tion, was certified as the exclu- 
sive collective bargaining agency 
for all production workers paid 
on an hourly basis, including 
factory clerks, working assistant 
foremen, and workers employed 
in shipping, packing, and truck- 
ing. Excluded were pattern, tool, 
and die makers, machinists, of- 
fice employees, timekeepers and 
foremen. No question regarding 
the pattern makers was involved. 





= OBITUARY = 


JOHN T. MARTINDALE 


As HarpwareE AGE goes to 
press, word is received that John 
T. Martindale, president and 





JOHN T. MARTINDALE 


treasurer of the Van Camp Hard- 
ware and Iron Co., Indianapolis, 
Ind., passed away suddenly at 
Miami, Fla., Monday night, Jan. 
31. The funeral was held Fri- 
day, Feb. 4, from his home in 
Indianapolis. 


H. F. WITGEN 


H. F. Witgen, 57, associated 
with The W. Bingham Co., Cleve- 
land, Ohio, in a buying capacity 
since 1912, passed away suddenly 
from a heart attack while at his 
desk January 10. Mr. Witgen 
had been a director of the Bing- 
ham organization since 1912. He 
started in the hardware business 
in 1901 with the Bostwick-Braun 
Co., Toledo, Ohio. He was in 
that company’s builders’ hard- 
ware department in 1904 and 
1905, and then in its buying de- 
partment until 1912. 


WAYNE PAHL 


Wayne Pahl, 26, son of Gus 
Pahl, of Hammacher, Schlemmer 
Co., New York City, passed away 
January 19 after a brief illness. 
He had been associated with the 
F. W. Woolworth Co. for the past 
five years. 





MRS. W. G. YANTIS 


Mrs. W. G. Yantis, wife of 
W. G. Yantis, president of the 
Shapleigh Hardware Co., St. 
Louis, Mo., passed away Jan. 25 
at her home at 5077 Westminster 
Place, St. Louis, following a lin- 
gering illness. 





OLIVER CABANA, JR. 


Oliver Cabana, Jr., President of 
the Liquid Veneer Corp., Buffalo, 
N. Y., passed away at his home in 
that city on January 20, after a 
long illness. He was in his sev- 





enty-second year. He was also 
chairman of the board of the 
Liberty Bank of Buffalo and an 
officer or director of numerous 
companies and civic organiza- 
tions. He was a close personal 
friend of President Roosevelt and 
former Gov. Alfred E. Smith. 





ROBERT C. VIEHL 


Robert C. Viehl, 53, president 
and general manager of the 
Viehl - Crawford Hardware Co., 
Fort Worth, Tex., passed away 
January 23. He had been in ill 
health for a year. His widow 
survives. 


WILLIS C. WHITCOMB 


Willis C. Whitcomb, 60, presi- 
dent and treasurer of the Whit- 
comb-Carter Hardware Co., Bev- 
erly, Mass., died January 16 after 
a long illness. His widow and a 
son, Willis, survive. 





JOHN A. PULVERMANN, SR. 


John A. Pulvermann, Sr., 56, 
vice-president and director of 
Markt & Hammacher Co., manu- 
facturers’ export and import 
agents, of 193-196 West St., New 
York City, passed away recently 
in Hamburg, Germany, where he 
had his headquarters. 

Mr. Pulvermann had been ac- 
tive with the concern since 1897. 
He was born in Hamburg and 
was the grandson of John Markt, 
co-founder of the Markt organi- 
zation. He received his training 
in the New York and European 
offices of the company. Upon the 
death of his father he succeeded 
to the managership of the Ham- 
burg branch, where he was in 
charge of all central European 
and Scandinavian affairs of the 
firm. 

Mr. Pulvermann leaves a son, 
John A., Jr., who succeeds to his 
father’s position. 





JOHN A. PULVERMANN 
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EBRUARY 
sales hints! 





It’sa pomine for Roasting, Baking, Frying and Candy-mak- 
ing and a good month for Taylor Cooking Thermometers 





OOL MONTHS are good months 

for you to feature cooking aids, 
and Taylor Thermometers are profit- 
able instruments for the retailer who 
displays them right now. 

Sell Taylor Cooking Thermome- 
ters as an important part of modern 
“Cooking by Temperature.” They 
are time- and trouble-savers in the 
kitchen. They help to bring consis- 
tent cooking success to women. They 
put profit in your pocket. 

When you sell Taylor Cooking 
Thermometers and other Taylor 
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Instruments, remember the Taylor 
Five-Year guarantee of Tested Accu- 
racy. Here is one of your strongest 
sales points. Be sure to emphasize 
it, and point out that every Taylor 
Instrument bears the Taylor name. 

Display the instruments shown 
here. They are leaders in their line— 
the finest of their price class. There’s 
profit in them. 

For quick delivery to keep up your 
stocks, rely on your wholesaler. Tay- 
lor Instrument Companies, Roches- 
ter, N. Y. Plant also in Toronto, Can. 


TAYLOR INSTRUMENTS 
TO MAKE 
COOKING EASIER 


No. 5933, Refrigerator 
Thermometer. Good for 
keeping tabs on tempera- 
ture in any refrigerator. 


You sell it for $1.50. 


No. 5928, Bake Oven 
Thermometer. Takes 
guessing out of baking. 
With recipe box and file 
—$2.uu retail. 


No. 5936, Roast Meat 
Thermometer. One of the 
most popular cooking in- 
struments ever offered 
women. Assures perfect 
rousts. At retail, $1.50. 


No. 5910, Deep Frying 
Thermometer. Ends risk 
in cooking things like 
French fried poiatoes 
and fried oysters. At 
retail, $2.00. 


No. 5908, Candy & Jelly 
Thermometer. Assures fine 
results in candy and jelly- 
making. Retails for $2.00 


This Guarantee 
Tag is assur- 


ance of quality 


GUARANTEE 
OF TESTED 


for you and 


your customers, 





INSTRUMENTS 
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HARDWARE STORES 


New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


“Safe” Padlock 


No. 403—of extruded bronze, five 
point tumblers, 1% in. in size. May 
be master keyed to special order and 
also made with bronze rod shackles to 
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special order. Packed in_ individual 
boxes, 6 in attractive display carton. 
The Safe Padlock and Hardware Co., 
Lancaster, Pa. 


Acco Products 


“Acco Products” is the title of a new 
reference booklet comprehensively in- 
dexing Acco products. It breaks down 
the Acco divisions and the products 
manufactured by each and shows a list 
of sales offices and warehouse for han- 
dling of orders. Booklet is 84% x 3% 
inches. Copies available from the 
American Chain & Cable Co., Bridge- 
port, Conn. 


Handee Workshop 


The new Handee Workshop includes 
12 machines in one and is powered by 
the HW Type DeLuxe Model Handee. 
Using this model as the power unit in 
the Workshop doesn’t detract from its 
flexibility and portability for general 
off-hand use. By removing two screws 
from the head stock in the lathe, the 
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DeLuxe can be taken out and used in 
the usual fashion. In the Workshop, 
features of larger powered tools have 
been scaled down for accuracy and 
efficiency on small work and a complete 
range of accessories are included. The 
saw table is designed with convenient 
adjustments, permitting cross cutting, 
mitering, ripping, grooving. Disc sander 
utilizes the saw table with adjustmentg 
providing a full range of 45 degrees to 
an absolute 90 degrees. Shaper table 
makes all types of molding cuts, includ- 
ing quarter and half round. Adjust- 
ment of cutter blade allows variety of 
cuts with one bit. A high speed spindle 
for spindle sanding, tool grinding, buf- 
fing, polishing and carving, permits 
practically any type of project being 
undertaken. Routers are of both the 
surface and table type. With the drill 
press, new in design and of the vertical 
type, straight accurate holes can be 





drilled, using drills down to the smallest 
commercially manufactured, according 
to the maker. Lathe turns wood and 
plastics of all kinds. Face turning to a 
diameter of three inches can be accur- 
ately done while cylindrical turning as 
great as 9 in. between centers is pos- 
sible. Full information on Workshop 
from Chicago Wheel & Mfg. Co., 1101 
W. Monroe St., Chicago, Ill. 


Rollfast Bicycles 


Maker states 1938 Rollfast bicycles 
are smart and modern, sensible and 
gracefully streamlined without sacri- 
ficing structural essentials. Improve- 





. 


) 





ments include extra reinforced frame 
construction; fine frame preparation 
for the rust-proof Bonderizing and per- 
manent Vichrome enamelling. Manu- 
facturer has prepared a variety of pro- 
motions, including consumer advertising 
in magazines and by radio, and con- 
sumer catalogs, to assist dealers. D. P. 
Harris Hdw. & Mfg. Co., Inc., 29 War- 
ren St., New York City. 


Paint Chesnes | 


During January and February a No. 
4 Case Assortment of Dic-A-Doo paint 
cleaner is being offered dealers. This 
special offer contains 22 cleaner pack- 
ages and 12 Dic-A-Doo brush bath 
packages, the entire assortment having 
a regular dealer’s cost value of $4.53. 
It is being offered for $4.19 during the 
limited period only. Circulars and 
window streamers and a special coun- 
ter display container for the brush 
bath packages are included. The Patent 
Cereals Co., Geneva, N. Y. 
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June in 
J qd i U qd r y @ @ @ While January snows still drought of two years ago, long before 


covered your streets, the Uncle Sam’s experts foresaw it. 
modern, intelligent farmer was looking 


: Dollars-and-cents information like this, 
ahead—and planning. 


; : for the kind of farmers who make and 
And in the February Farm Journal 


(out January 14th) B. W. Snow, dean of 
crop reporters, pointed out the likeli- 
hood of a wheat shortage next summer. important reason why Farm Journal’s 
Farm Journal readers remember that steadily increasing circulation has 
this same B. W. Snow predicted the reached a new high of 1,350,000. 


spend a large share of an 81% billion 


dollar national farm income, is one 


No wonder it sells hardware! 80% of Farm Journal’s circulation 


is concentrated where 76% of all retail hardware sales are made. 


ARM JOURNAL 


“THE RURAL SIGNIFICANCE OF THE NEWS" 
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Hook Hangers and 
Hose Clamps 


The Sure-Grip hook hanger is five 
inches long and made of heavy steel to 
permit its use for a wide range of pur- 


poses such as hanging eaves troughs, 
pipe, etc. Hook opening is one inch. 
Packed three dozen to a box. The 
Sure-Grip utility hose clamp assortment 
contains 13% dozen clamps in six 
sizes put up in an attractive counter 
display carton. Three of the six sizes, 
maker states, will cover 80 per cent 
of the demand for clamps to be used 
on garden hose, automobile heaters, 
beer pumps, etc. The other three sizes 
are said to cover 90 per cent of the 
market for automobile radiator clamps. 
J. R. Clancy, Inc., Syracuse, N. Y. 


New Barton Washers 


Two 1938 Barton washing machine 
models include the C7 and the C8, il- 
lustrated, both newly styled. Barton’s 





patented “1710 Extra Water Currents 
a Minute” is incorporated in these 
newly designed models. Lovell auto- 





matic drain reverse wringer, chrome 
plated push-bar release and feed shelf, 
adjustable pressure and pressure reset 


lever, are features of these machines. 


Finish is white with red trim and 
chromium strips on “tear-drop” legs. 
The Barton Corp., West Bend, Wis. 





Hobbies Catalog 


Model built-to-scale railroads and 
airplanes are shown in a new catalog 
of the Cleveland Model & Supply Co., 
Inc., 4506-12 Lorain Ave., Cleveland, 
Ohio, as well as all types of model build- 
ing equipment. Copies are 10c. each. 





Stanley “Keen-Knife” 


No. 1299—useful for carving, trim- 
ming and decorating fibre insulating 
board, for opening cartons, cutting pa- 
per, leather, auto top and upholstery 


STANLEY 


sea prieb = 
NEW BRITAIN, CONN, 


a an 


materials, oil cloth, linoleum, asbestos, 
rubber, rope, and other similar materi- 
als. Handle is of cast iron, perforated 
with holes for lightness and finished 
with black japan. A fastening screw 
holds the two halves of the handle to- 
gether. Inside the handle is a compart- 
ment for the extra razor type blades 
used with the knife. Five blades are 
furnished with each knife. Stanley 
Tools, New Britain, Conn. 


Screen Door Closer 


No. 1—has brass cylinder 10 in. long 
and one inch in diameter; machined 
cast ends; heavy steel bracket only re- 
quires 1% in. of space; plunger rod, 
3g in. diameter of cold rolled steel; 
treated leather washer and expander, 
and air adjustment for closing door 
fast or slowly as desired. Closer oper- 
ates on either left or right hand doors. 
Retail price of closer in brass lacquer 
finish is $1.00 each and in polished 
bright brass, $1.25 each. Superior 
Spring Hinge Co., 550 W. Lake St., 
Chicago, Ill. 





Tinted Furniture Wax 


Made in three shades of walnut, 
mahogany and maple. This new Old 
English product is designed to provide 
a polishing medium that will restore 





the particular color of the furniture on 
which it is used. Maker states this 
wax can be buffed out to absolute 
transparency, but if the finish of the 
wood has any slight marks or rough 
spots, the pigment of the color will fill 
in those places, giving the entire sur- 
face an even, lustrous finish. It comes 
in paste form in half and pound size 
cans, selling for 60 cents and $1.00, re- 
spectively. The A. S. Boyle Co., 257 
Cornelison Ave., Jersey City, N. J. 





Extension Cord Connector 


“Safe-Way”—Made of rubber, it pro- 
vides a wiring connection that is neat, 
secure, and waterproof. It is specially 
designed for use in the home, hotel, 
and apartment and eliminates the need 
for hazardous, home-made connections. 
Safe-Way connectors are packed, two 
dozen in an attractive display box and 
retail at 10 cents each. Cost to the 
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dealer is $1.60 per box of 24. Nu Way 
Products, Inc., 708 Majestic Bldg., Mil- 
waukee, Wis. 
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- LOVESTRUCK LOUIE 
breaks the bank 
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SS 
WANTS DATE WITH NEW ELEVATOR GIRL. STEERS BISSELL 
DISPLAY TOWARD HER CAR. GOES FOR RIDE 

















NET i—-Q-y 
COMING DOWN, NOTICES CROWD OF SHOPPERS. WADES IN 
TO RETRIEVE DISPLAY AND PUT IT BACK 























BLOCKED BY WOMEN ASKING, “HOW MUCH FOR THIS one?” 
AND WILL YOU SEND IT?” AS BOSS GETS OFF SECOND CAR 











SHIFTS INTO HIGH GEAR, TALKING AND SHOWING BISSELL 
IN ACTION. TAKES THREE ORDERS 





COMPLIMENTED ON NEAT HEADWORK IN CHANGING 
DISPLAY LOCATION. PROMISED RAISE FIRST OFMONTH 





DD a Bissell display to a heavy traffic spot—near a stair- 
case or elevator door—and you multiply sales tremend- 
ously. A good display reminds women that they need a new 
sweeper, and reminds them when they’re in your store — 
when they’re in a buying mood. Remember, these sales are 
all at the full mark-up. You never need a mark-down to 
keep Bissells at the top in sales year after year. 


BISSELL CARPET SWEEPER CO. 
Grand Rapids, Michigan 
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ATLAS 


ELECTRICAL SUPPLIES 


DOUBLE-POINTED 
TACKS 










INSIDE WIRING NAILS 


EYELETS AND 
GROMMETS 


ESCUTCHEON PINS 
° 
FINISHING WASHERS 


CUT AND WIRE TACKS 


Plenty of business here for you, as dealer, when selling 
to radio and electrical shops, and to electrical repair- 
men and contractors. With ATLAS as your brand, you 
can supply wiring nails, staples, eyelets, other items in 
a variety of styles and in many finishes—an especially 
important feature in radio cabinetwork and interior 
wiring. After the sale, ATLAS precision-made quality 
is a guarantee of CUSTOMER SATISFACTION, the 
great builder of Repeat Business. [Ask for prices and 
samples of ATLAS Electrical Supplies! 


PAN ye 
CORPORATION 


FAIRHAVEN, MASSACHUSETTS, U.S.A. 





New Sargent Locks 


Sargent has added to its line of build- 
ers hardware a number of Bored-in Cyl- 
inder Pin Tumbler locks and latches, 
illustrated here. These locks can be 





No. 881 


mortised into the door with a regular 
carpenter’s bit and brace. Maker states 
they afford mortise cylinder lock secur- 
ity on all doors. They are made for 
doors 15/16 to 2 in. thickness and have 
a brass or bronze front, strike and 
cylinder. Three keys are packed with 
each lock and each lock comes in an in- 
dividual box. Sargent & Co., New 
Haven, Conn. 


Broiloaster Grate 


The Broiloaster Grate is a charcoal 
grille that will make steaks and chops 
as well as toast and sandwiches. Eight 
dinner steaks can be handled in the 
two wire grids at one time. Broiloaster 
requires no fats for frying and cleans 
itself during operation. Grate is made 





in single or multiple units, each con- 
sisting of a vertical cast iron grille, 
using pressed charcoal. A cast iron 
cover retains and reflects the heat to 
the sides. Grate is mounted on chrom- 
ium plated base with pan to collect 
dripping grease and ashes. The Ma- 
jestic Co., Huntington, Ind. 


Mayhew Punch 


For carpenters, electricians, and 
others, to find the exact center of screw 
holes in hinges, switch plates, locks, 
lock strikes, etc. Punch is placed in 
screw hole and the tapered barrel auto- 
matically finds the center. Hole is made 
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by tapping the punch. Hammer forged 
from special analysis tool steel, the 
punch has a knurled handle for tight 





grip. Packed 12 to a box. Mayhew 
Steel Products, Inc., Shelburne Falls, 
Mass. 


*“Dozal” Polish 


Cleans and polishes the stove and all 
nickel parts in one operation. Maker 
states it does not harden in the tube 
and washes off the hands without the 
use of soap. It will not burn or explode 








and manufacturer states that Dozal helps 
make the metal rust-proof. Dozal is 
packed in a collapsible tube. Suggested 
retail selling price, 25 cents. Dealers’ 
cost for one, three, six and 12 dozen 
lots—$2.00, $1.75, $1.50, and $1.20 per 
dozen, respectively. W. B. Williams, 
Inc., 142 Pine St., Montclair, N. J. 





Razor-Back Shovel 


Has central backbone 
extending full length 
from the cutting edge 
to the top of the sock- 
et. One-piece construc- 
tion is used without 
welds and blade is heat 
treated and equipped 
with rolled shoulders. 
Steel section has 60 per 
cent mere thickness at 
center. The 9-inch 
socket is formed en- 
tirely from the center 
backbone, where the in- 
creased thickness makes 
possible countersinking 
holes to accomodate 
countersunk rivets. 
Handle is driven com- 
pletely through the 
socket and fitted on the 
tip with a steel cap 
which braces tightly 
against the back of the 
frog. Handle is treated 
with wood preservative 
against moisture and 
wood-e ating insects. 
This coating is colored 
a brilliant red. Black 
blade is gold striped. 
Shovel made in No. 2 
size only, round and square point, long 
and dee handle, and will retail at $1.25 
in most localities. The Union Fork & 
Hoe Co., Columbus, Ohio. 





Sette Faucet Merchandiser 


A new merchandise package contains 
one Sette Faucet counter merchandiser 
and six Imperial Sette faucets. The 
display, designed in the form of a 





miniature steel drum, is 5 in. wide by 
7% in. high by 6 in. deep and is 
finished in orange, black and white. It 
is of steel riveted construction and the 
faucet screws in just as on a regular 
steel drum. This display is offered to 
dealers for the price of the faucets 
alone. The Imperial Brass Mfg. Co., 
1200 W. Harrison St., Chicago, Il. 





Universal Refrigerators 


Have a 2-in-1 feature that quickly 
and easily enables one to convert the 
Universal from the conventional type 
refrigerator with a full shelf storage 
space to one that allows the use of a 
bask-a-dor. Among the features in the 
1938 line are the Ice-Cycle system and 
a Time-O-Meter, and its principle of 
balanced cold desserts. With the Time- 
O-Meter is a kitchen tested Time-O- 
Chart of recipes with the predetermined 
time necessary for chilling and freezing 
balanced cold desserts. The Time-O- 
Meter may be set for any interval of 
five minutes to four hours and at the 
set time it signals when the house- 
wife’s attention is needed. Other fea- 
tures are the Veg-a-tainer, 9-point cold 
control, utility trays, an abundance of 








ice cubes and the Speed-I-Cube tray 
which releases any desired amount of 
cubes, without wastage or freezing of 
fingers. Landers, Frary & Clark, New 
Britain, Conn. 
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EXTRA QUALITY 
EXTRA PROFITS 





@ Stock and display the tools 
that have proven superiority. 
Warren Tools are made of con- 
trolled steel, manufactured to 
strict specifications and heat 
treated to a perfection. If your 
customers were to keep an ac- 
tual cost record from year to 
year, Warren Tools would exer- 
cise an economy in long life, 
and provide a safety measure 
as well. You always will have 
satisfied customers if you give 
them Warren Tools. 


WARREN TOOL 
CORPORATION 


WARREN, OHIO 
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ANNOUNCING 


NEW Popular Priced 


FAST SELLING LINE OF 


- Aladdin - 


SANI-SEALD 


Thermal , | Pid Eien 





( All in Beautiful 
No.417X ‘Manila Brown Finish 


And Heres That New 


SENSATIONAL 


Aladdin 


s4N'> Vacuum Bottle 


In Ebony Black with 
Ivory Plastic Drinking Cup 
No. 15 in Pints No. 35 in Quarts : 
Aladdin 


7 SANt-SEALD 
But Most Important, Bega 
Mn. Dealer, 


is the fact that Aladdin products are not 
sold to Mail Order Houses, Chain Stores, 
or Cut-Price Outfits, and every effort is 
made to assure the independent dealer 
of his full and legitimate profit. The Aladdin line too has 
been increased with several new numbers to give a wider 
price range. Jar prices now starting at $1.75, and Bottle 
prices at $1.00. These new popular price ‘‘Quality” 
products assure quick sales and profits. 
(fs making any commitments, be sure to get =) 
information, prices and discounts on this augmented 


Aladdin line for 1938. Write to your wholesaler 
today, or direct to us for name of one nearest you. 


ALADDIN INDUSTRIES 


INCORPORATED 
223 West Jackson Blvd., Chicago, III. 
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Osborn Assortments 


No. 2400-A is a 10-cent brush assort- 
ment containing 48 brushes. The No. 
3000 assortment, illustrated, contains 36 


a YET, 


and Point with Pride bo 
A PERFECT Fintsy 


I 





brushes ranging in price from 10 cents 
to 25 cents. The No. 6000-B wall brush 
assortment consists of 12 brushes that 
retail for 75 cents, $1.00 and $1.25. 
Brush handles are finished in colors to 
harmonize with the boxes in which they 
are packed. The box itself serves as 
the display. The Osborn Mfg. Co., 5401 
Hamilton Ave., Cleveland, Ohio. 





Sponge And Chamois Display 


This two-in-one transparent front dis- 
penser display comes in full colors and 
shows both sponges and chamois with- 
out taking extra space on the counter. 
The display is specially equipped to 
take an electric flasher but can be used 
equally well without it. The colorful, 
humorous Anna-Andy Chamois enve- 
lopes come with the display but con- 
servative Amsco Chamois envelopes will 
be substituted if desired. Display is 
free with a popularly low-priced as- 





sortment of 22 sponges having a retail 
value of $10 and five assorted chamois 
with a retail value of $5.00. Cost to the 
dealer for the complete assortment is 
$9.33. American Sponge and Chamois 
Co., Inc., 47 Ann St., New York City. 


Sash Tool 
The “Lindbeck” Angular Sash Tool 


is a new type of flat sash, trim, cutter, 
or tracer brush. It is made with a well 
defined chisel to the painting edge of 
the bristles and both ferrule and paint- 
ing ends are on a diagonal. Handle 


102 


is round and slender so that the tool 
twirls easily between thumb and index 
finger in drawing it from heel to toe. 
Bristles are short to give required stiff- 
ness. Maker states angle on bristle is 





advantageous in getting into deep re- 
cesses, tracing edges, and around hard- 
ware and trim. The Wooster Brush 
Co., Wooster, Ohio. 





Dog Anchor 





4 


This Dog Anchor makes it possible 
for dog to run in a 16-ft. circle. An 
extra strong cadmium plated steel shaft 
drives into the ground. A cross bar 
helps to anchor it. Long, rust-proof 
chain with spring clips at either end 
may be used separately as a leash. A 
red lacquer throw-off disc prevents 
chain from winding or becoming tan- 
gled around shaft. Suggested retail 
selling price is $1.25. ,New England 
Bolt Co., Inc., Everett, Mass. 


All-Metal Clothes Pin 


These “Handy Hannah” one-piece, 
all-metal rust proof clothes pins are 
said not to split or splinter, absorb dirt 
or dye from clothing, nor mildew. When 
soiled they can be washed. Maker 
states their use will not damage deli- 
cate fabrics and they are recommended 
for use on small rope and wire clothes 
lines. Retail price of Handy Hannah 
is 10 cents per dozen. Andrews Wire 





Products Co., Inc., Lake Charles, La. 








Tucker Catalog 


The 1938 catalog of “The House of 
Tucker” has recently been issued, de- 
scribing the Tucker company’s Peer- 
less folding furniture, including the 
Tucker’way all-wood folding chair, camp 
furniture, lawn furniture, juvenile fur- 
niture and a number of other specialties, 
among which is the ‘“Fish-N-Float.” 
New items in the catalog are an all- 
wood rocking chair, junior size beach 
chair and intermediate size “Tucker- 
*way.” The company’s white framed 
folding furniture is also featured. Copies 
available from the Tucker Duck & Rub- 
ber Co., Ft. Smith, Tex. 





Stanley Catalog 


No. 61—shows complete line of Stan- 
ley hardware. New catalog is pocket 
size and contains 296 pages. Copies 
available to hardware, building supply 
dealers and architects. The Stanley 
Works, New Britain, Conn. 





Water Flex Washing Unit 


The Birdsell Corp., South Bend, Ind., 
manufacturer of the Birdsell Water Flex 
washing unit has announced that two 
manufacturers are prepared to deliver 
machines equipped with this new de- 
vice. They are the Beam Mfg. Co., 
Webster City, Iowa and Coppes, Inc., 
Nappanee, Ind. The washing machine 
of the latter company is shown here. 
With the Water Flex unit, no moving 
part touches the clothes thus lessening 
wear of garments. Water action and 


the flexing of the clothes does all the 
work. Washing action is achieved by 
an impeller which is completely con- 
cealed in the base of the center post. 
This impeller driven at 1750 r.p.m. 





torces the water outward as shown in 
the accompanying photograph, and then 
upward, across and back down at the 
center of the tub. 
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How to Sell a Lawn Mower 


(Continued from page 55) 


your most effective weapon of 
defense. 

The advantage of a good ball 
bearing, for instance, will remain 
an unsuspected secret unless the 
salesman is able to describe it, 
or better yet, have a sample which 
the customer can handle and ex- 
amine critically while he is being 
given a demonstration. 

If the bearings are automatically 
adjusted, be sure to point out that 
this will relieve one of the bother 
of making a more or less compli- 
cated adjustment with a screw 
driver or wrench. Show the pros- 
pect that the oiling system for the 
bearings is effective, if it is, and 
that it is not just ornamental. 
Don’t overlook the manner in 
which the ball bearings are 
housed, and stress the effectiveness 
with which both radial and end 
play are prevented. In other 
words, don’t overlook details of 
such important parts of the mower 
as the bearings, for these incon- 
spicuous items really count. 

Point out that the knife bar, 
side frames and tie rod are strong 
and securely joined together to 
make a rigid frame for the ma- 
chine. Stress particularly the im- 
portance of a sturdy bar to which 
the stationary knife is fastened, 
for a bar so light that it will spring 
is of little use. 

Similarly a strong cylinder or 
reel is essential. The spiders 
should be made of malleable iron 
to resist the shock of running over 
sticks on the lawn. The greatest 
strain falls just back of the ears 
to which the blades are riveted, 
and if the spiders are so designed 
that they are exceptionally strong 
at that critical point, be sure to 
direct attention to it. 

Such slender and exposed parts 
as the roller brackets are usually 
made of malleable iron or pressed 
steel and this construction is of 
interest to the purchaser of a 
mower. The handle braces should 
be heavy enough to resist the tor- 
sion of repeatedly tipping the 
mower upside down by means of 
the handle. 

The manufacturer’s name and 
address may well be cast in the 
side frame or wheel. The in- 
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formation may prove useful in 
case repair parts are ever needed. 
It shows also that the product is 
a standard line and indicates that 
the manufacturer is ready to stand 
back of it. Of course, when a na- 
tional jobber carries the line un- 
der his own private brand which 
is identified on the handle or by a 
name in the casting, the same pur- 
pose is accomplished, as every re- 
pair man and dealer knows the 
jobber’s line. 

Above all, avoid making pre- 
posterous claims. Don’t say that 
rubber tires make a mower noise- 
less. Instead point out that they 
help in this respect; that they pre- 
vent buildings from being defaced 
and trees from being barked; that 
they tend to protect the implement 
itself from breakage in case it is 
inadvertently dropped down a 
flight of concrete steps. Similarly 
if you should say that a mower is 
unbreakable without amplifying 
the statement, the customer is apt 
to conclude that the machine can- 


not be damaged. Quite possibly 
it can be bent or sprung and yet 
not break. So it might be better 
to point out that the mower is 
much less susceptible to damage. 

When I recommended trying to 
sell the prospective customer a 
quality mower, I did not mean that 
it should necessarily be the highest 
priced machine in your store. 
Some people who have gardeners 
require very sturdy mowers; 
others who do the mowing them- 
selves will find a light weight, but 
durable machine more suitable; 
some prefer mowers which cut a 
wide swath while others prefer to 
take a narrower cut and do more 
walking. Naturally the prices will 
vary considerably. 

Finally, when you feel that you 
have found the mower your cus- 
tomer needs, and have convinced 
him of it, the time has arrived to 
lay off the rhetoric and consum- 
mate the sale lest he walk out on 
you to keep from being bored 
with more education than he has 
the capacity or inclination to 
absorb in one dose. 





Just Among Ourselves 


(Continued from page 45) 


given on another page in this 
issue. 


MODEL KITCHENS :— 


Every woman wants an attrac- 
tive kitchen. It is her home work- 
shop, her office and her one room 
of unquestioned authority. The 
woman of the house deserves a 
pleasant, efficient and well 
equipped modern kitchen. Many 
hours are spent in the kitchen, 
and a good one should be a 
source of pride to its owner. Al- 
though the model kitchen idea is 
not new, it is at present receiving 
widespread attention. Makers of 
sinks, cabinets, cooking utensils, 
cutlery, major electrical appli- 
ances and cabinet hardware are 
cooperating in harmonizing their 
respective color combinations to 
permit a well balanced, colorful 
kitchen. Model kitchen displays 
offer outstanding sales promotion 
aid and encourage the sale of 
complete equipment running into 


a sizeable bill of sale—and all at 
good margins. Many hardware 
stores do not have the space, the 
means or even the market for 
furthering the complete model 
kitchen idea, but every hardware 
store does have an opportunity 
to share in a large part of the 
business that will be done in con- 
nection with kitchen modernizing 
projects. There is always the sale 
of paints, hardware, cooking uten- 
sils, cutlery, etc., that even the 
smallest store in the poorest 
neighborhood can feature and sell. 
The extent of the sale of the 
model kitchen program is limited 
only by the means of the prospect 
and the energy of the hardware 
man who does the selling. In this 
issue is a practical article explain- 
ing the proven methods for selling 
the model kitchen idea. It has 
great possibilities for the hard- 
ware store and should be aggres- 
sively cultivated as part of 1938 
sales planning. 
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Don’t Overlook 
Calking as a 
Profit Builder 


Pecora Calking Compound is a profit- 
able item for many hardware dealers. 
Profitable for your trade also, for 
where there is a repair job, there 
usually is a calking job. Stock and sell 
this time tested material. A leader 
since 1908. 


This Gun 
With 3 Nozzles and 
4 Filled Cartridges 


Shipped Express Collect 
or 


$7.00 
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Creators of 
Calking Compound 
in Cartridges 


HIS new type, high pressure Cart- 

ridge Calking Gun (patent applied 
for) is a great time and material saver. 
No messy filling of dirty gun. Assures 
a better caiking job. Pecora Calking 
Compound is specially packed for this 
gun in non-refillable metal cartridge of 
approximately one quart and one pint. 


Other Pecora Products 
ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 

GLAZING PUTTY 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


Write for Folder and Prices 


Pecora Paint Company, Inc. 
Member of Producers’ Council, Inc. 
Lawrence & Venango Sts., Phila..Pa. 
Established 1802 by Smith Bowen 
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The Western Association 
Convention 


(Continued from page 60) 


welfare. Our association has aided 
them in the past, it can help them 
in the future, but only if we attack 
the matters before us courageously 
and demand that equity and justice 
prevail. The problems can only be 
solved by cooperation and with a 
desire to give the fullest benefits 
possible. In presenting what seems 
to me to be the most urgent topics 
for our consideration I hope they 
will have careful thought and 
definite action.” 

Urging a resumption of local or 
“banking at home” activity for im- 
plement dealers, H. C. Merritt, 
vice-president, Allis-Chalmers Mfg. 
Co., Milwaukee, Wis., and president 
of the Farm Equipment Institute, 
discussed the changes and problems 
faced by the producers and distribu- 
tors of farm equipment. He said 
that too much repair parts selling 
kept farm machinery in use too 
long, stifling many proper replace- 
ment sales of new equipment. He 
felt that if more dealers did their 
banking and financing locally they 
would make greater progress as local 
bankers are in a favored position 
to understand a community’s bank- 
ing needs and to know the ability 
of its citizens to pay on installment 
paper. He said there were 1,750,- 
000 tractors in use on the 7,000,000 
farms in the United States offering 
a clear field for the sale of 5,500,- 
000 tractors if implement dealers 
would get busy and make those 
sales. He also predicted tractors 
for farm use with a speed of 20 
miles per hour stating that at pres- 
ent equipment is ‘ manufactured 
capable of doing 10 miles per hour. 

Predicting a bright future for 
farm areas due to the further use 
of agricultural products in industry, 
Thornton Cooke, president, Colum- 
bia National Bank, Kansas City, 
Mo., told of the chemical and in- 
dustrial development in connection 
with soy bean products and ‘said 
farmers would not much longer 
depend largely on food consumption 
as their basic market for farm prod- 
ucts. He traced contributing and 
basic factors that have led to 
depression periods charging that the 
current economic recession was due 
in a measure to excessive building 
costs which lead to labor troubles, 
partially completed projects, etc. 
He stressed the seriousness of recent 
railroad employee wage increases 
stating that coincident with this 


general raise came a slowing down 
in the purchase of materials and 
equipment by railroads which seri- 
ously effects all business. He spoke 
also of government’s interference 
and attempted aids to business and 
said he believed that in the long 
run government must and will be- 
come a definite aid to business. 
Chas. J. Heale, editor, HARDWARE 
AcE led a discussion on fair trade 
and related legislation outlining the 
basic intentions of the Robinson- 
Patman Law, Tydings-Miller Law 
and the various state fair trade laws. 





J. D. REYNOLDS 


Carthage, Mo., past president 
of the Western and now presi- 
dent of the National Federa- 
tion of Implement Associa- 
tions of which Mr. Hodge is 
also secretary-treasurer. Mr. 
Reynolds addressed the clos- 
ing session of the convention, 
leading a discussion on trade- 
in evils incident to implement 
selling. 


He urged the association to go on 
record in approval of such legisla- 
tion and to work for the passage 
of a suitable fair-trade law in Mis- 
souri, one of the six states without 
such legislation. This the associa- 
tion did in its resolutions passed 
unanimously at the closing session 
Thursday morning. 

Mr. Heale said the Patman Law 
was intended to provide equal buy- 
ing opportunities for all competing 
factors; that the Tydings Law was 
an enabling act to permit interstate 
contracts between manufacturers 
and dealers within the 42 states hav- 
ing fair-trade laws and explained 
that while different in certain details 
all 42 state fair trade laws provided 
the legal machinery for establishing 
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A. 
for every Roller Skate dealer 


An unusual opportunity to build roller skate business 
to new levels awaits every hardware merchandiser who 


[ C | 0 R features UNION HARDWARE Roller Skates during the 


coming season, especially during the week of March 
11-18. Throughout this period, UNION HARDWARE 
NO-DRAFT Roller Skates will receive prominent mention on Radio 


Orphan Annie’s program, broadcast every week day except 
Saturday at 5:45 P. M. (E. S. T.) by the makers of 
Ovaltine over the Red Network of the National Broad- 
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@ Here's the most powerful sales feature — casting Co. Thousands of boys and girls who regularly 
offered fan buyers. Victor’s “Miracle Breeze tune in on this popular program, heard over 19 stations 
located in the country’s leading cities, will have UNION 
sets a new standard for fan performance— HARDWARE Roller Skates brought directly to their 
plenty of fresh cooling breeze but no drafts attention—will become “roller-skate conscious” in every 
* ; sense of the word. ; 
or sudden blasts! And, every Victor fan is To you this advertising can mean more sales—BIGGER 
quality-built to give years of trouble-free serv- profits. Be sure you have on hand adequate stocks of 
; ‘ ; : 9 Union Hardware Roller Skates. 
ice. Equipped with Victor’s own super-pow- The 1938 line comprises many 
i es attractive patterns, not only for 
ered motors, they out-perform all competition. begs and picts, but for grown-ups 
Before you stock any fans, be sure to see Victor’s as well. Ask your jobber—he can 


. ' 
famous ribbon test—ask your jobber or write to a 


VICTOR ELECTRIC PRODUCTS, INC. 


Write for our latest 





783 Reading Road Cincinnati, Ohio catalog. It illustrates No. 5 for 
Makers of Victor In-Bilt Kitchen Ventilators and describes the Boys and 
complete line. Girls 





mEeWVEE EY 
HARDWARE COMPANY 


Just off:the press! ... 


REC US. PAT. OF F. ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE IS| CHAMBERS STREET 


Write for your copy of 
Victor's 1938 catalog today! 
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HERE’S THE SWEETEST 
LITTLE ITEM I'VE FOUND 
IN YEARS! 





















Ana [iL TELL vou 
WAY IT'S SO HOT! 


IRST PLACE, brother, this Gulf 

Electric- Motor Oil is the one oil 
made specially for electric refrigera- 
tors, washers and other motor-driven 
appliances. Unlike ordinary household 
oils, it’s not too light for these expen- 
sive mechanisms. 

Second place, this oil is advertised in 
Collier’s and American Home. Folks 
know about it . . . want it. 

Thirdly, when you sell it, you don’t 
just take money out of one pocket and 
put it in the other. Even when people 
have an ordinary f\ 
household oil, they sat 










want this, too. 
And last of all, two | 
out of three custo- 
mers are prospects, 
because two out of QS 





three families own 
major electric ap- 
pliances. 

2-oz. can, 10c; the 
8-oz. can, 25c. Write 
Gulf Petroleum Spe- 
cialties, 541 Gulf 
Bldg., Pittsburgh, 
Pa., for details. 


ElectricMotor 
Oil 


GE 


The One Oil Made Specially 
for Major Electric Appliances 


GULF 
ELECTRIC-MOTOR 
OIL 
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and maintaining retail prices on 
trade-marked or branded goods. He 
criticized the lack of accuracy and 
fairness by newspapers, and other 
consumer media declaring that such 
legislation was not against the pub- 
lic interest as is so often carelessly 
charged by newspaper headlines. 
He further said such laws did not 
give advantages to independents but 
really took away unearned and un- 
deserved advantages formerly en- 
joyed by mail order, department 
and chain stores which competitors 
he said were collectively fighting 
against fair-trade legislation as they 
always had. Following these re- 
marks the speaker answered many 
questions asked from the floor. 

L. H. Dunton, Arcadia, Kans., a 
director and chairman of the reso- 
lutions committee, presented that 
body’s report at the Thursday clos- 
ing session. These have been sum- 
marized in the opening paragraphs 
of this report. 

J. D. Reynolds, Carthage, Mo., a 
past president of the Western and 
present president of the National 
Federation of Implement Dealers’ 
Associations led a discussion on the 
evils of curent trade-in practices and 
urged wider use of the Federation’s 
Trade-In Manual, prepared by a 
special committee of which he was 
a member. He cited many instan- 
ces where careless trade-in methods 
had led not only to losses but to 
complete failures among implement 
dealers. He said the manual had 
been prepared following a very ex- 
haustive study of trade-in values and 
opportunities for profitable resale, 
stressing the fact that the costs of 
reconditioning such equipment must 
also be considered before resale. 

Evan Knudsen, Goodland, Kans., 
chairman of the Trade-In Manual 
Committee supplemented Mr. Rey- 
nolds’ comments and said the in- 
dustry was getting real cooperation 
from the manufacturers who real- 
ized that without some improvement 
in trade-in practices the industry, 
both producers and_ distributors, 
were doomed to self-destruction. 

At the close of this session, Sam 
Zuercher, Witchita, Kans., was 
elected president of the Western, 
succeeding Mr. Spink who presided 
during the entire convention. Clar- 
ence Nevins, Dodge City, Kans., is 
the new vice-president. Directors 
elected are: J. R. Whitla, Edgerton, 
Kans.; Frank H. Spink, Kansas 
City, Mo.; Fred Ackerman, Sudan, 
Kans.; Eddie Potter, Macon, Mo.; 
Evan Knudsen, Goodland, Kans.; 
Frank Stewart, Medford, Okla.; 
L. H. Dunton, Arcadia, Kans.; 
Harry B. Smith, Richmond, Mo.; 





Ed. Fitzgerald, Jamestown, Kans., 
and George B. Straight, Eureka, 
Kans. 

Ample social diversions had been 
arranged for the ladies attending 
the convention with the social high- 
light again being the annual ban- 
quet which was held Wednesday 
night with 2003 hardware diners in 
the huge arena of the Municipal 
Auditorium. The annual past presi- 
dents’ luncheon was held Monday 
noon and was followed by the trade 
relations committee supervised by 
Mr. Zuercher. This committee of 
members meets annually with repre- 
sentatives of wholesalers serving the 
Western association area to discuss 
ways and means for improving trade 
relations between wholesalers and 
dealers. The highly successful 
nature of these meetings stimulated 
a resolution of appreciation being 
passed thanking Sam Zuercher and 
his committee for their constant, de- 
voted and useful work. 





He Brought It Back— 
But Not Alive 





The above illustration shows Carl 
E. Fruehauf, of the Fruehauf Hard- 
ware Company, Lakewood, Ohio, 
with a deer he shot during a recent 
hunting trip in Pennsylvania in com- 
pany with “Doc” O. L. Bassler, of 
Peters-Remington, and Virgil Snow, 
of Cleveland. Each one of the party 
got a deer. 

Mr. Fruehauf also states that his 
firm showed a 9 per cent gain for 
December, 1937, over December, 
1936, and he adds that he’s optimis- 
tic for 1938. Incidentally, the store 
is about to streamline its paint de- 
partment in the near future. 
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Now is the Time to Make New Connections 
or Improve Your Present Ones 


W E ARE IN A PERIOD OF DEPRESSION—business has fallen off—production 
has been curtailed. These are the facts confronting us all. 

Does this mean we should stop everything until times get better? The answer 
is NO! 

When we are rushed, we have no time to take on something new — something 
which might reduce our costs—we can’t swap horses while crossing a stream. 

When we are slack, we have time on our hands which should be employed in plac- 
ing our house in order for the good times to come, and, among other important things, 
we should check up all our supplier-connections to see if we cannot buy better materials 
at the same price or materials as good as we have been getting at lower prices. Now is 
the time to make connections—not when we are rushed. 

We now have the time, and should have the desire, to talk to all the competitors 
of our suppliers. If we will do this we will be surprised to find that money can be saved 
all along the line. ‘ ‘ Y ‘ m 


Clover Mfg. Co. can give you quality in Coated Abrasive materials, 
and can save you money at the same time. Among its customers are many 
of the outstanding concerns in the country—if we can satisfy them we 
can satisfy you—and, while maintaining quality, they are all saving 
money through dealing with us. 

One of the finest, best-equipped and well-financed plants is at your 
disposal for your Coated Abrasive requirements. 


CLOVER MFG. CO., Norwalk, Conn. 























Mercury Bicycles Announce a 
Complete Line Completely New 


® Catalogs are now in preparation. If 
‘your name is not already on our mail- 
ing list, let us know and we will see 
that it is included. Write to The Murray 
Ohio Mfg. Co. at Cleveland, Ohio. 
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THEY LIVE, THEYRE 
PROSPECTS FOR 
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OIL RANGES for 1938 


On the farm, in camps, in sub- 
urbs . . . regardless of where 
your customers live . . . here 
are value and beauty of design 
at prices that sell! Modern SAV- 
OIL ranges, stoves, rangettes, 
cabinet and portable oil heaters 
are in popular demand. Make 
your selection from this most 
complete line of automatic wick- 
less, long chimney wick or 
needle-valve burner types . . 
you'll find them all salable units, 
designed to meet any and all 
varied demands. 


A505S 





A 5065S 














i A512 





; t # 
e2 
& ‘ 
Lop 450 
F 541 ” 451 


542 


Send for the new SAVOIL Catalog showing 
the complete 1938 line. It is ready now! 


UNITED STOVE COMPANY 


Manufacturers of Quality Oil Cook Stoves and Ranges 
YPSILANTI MICHIGAN 
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Texas Convention 
(Continued from page 62) 


well attended and reports were giver 
from the various clubs which have 
been in operation throughout the 
state during the past year. J. D. 
Reynolds, president of the National 
Federation of Implement Dealers’ 
Association, spoke on the work 
of the Federation and the value of 
the use of the Trade-In-Manual. 
F. H. Clausen, vice-president of the 
National Farm Institute, and presi- 
dent of the Van Brunt Mfg. Co., 
spoke on cooperation between the 
implement dealers and the manufac- 
turers. 

The closing session Thursday 
morning featured a talk by C. A. 
Hodgson, of Houston, Texas, who 
spoke on finding lost profits, and 
stressed the importance of closer su- 
pervision of employees and the need 
for checking stores for irregularities 
as well as for the clerk’s attitude 
toward the customer. 

Veach Redd, vice-president of the 
National Retail Hardware Associa- 
tion, spoke again at this time and 
presented the facts of the Hardware 
Week campaign to the session. 

B. F. McLain, the president of 
the National Retail Furniture Asso- 
ciation, and also chairman of the 
Texas Council of Retailers, dis- 
cussed the tax situation and the 
work of the council in furthering 
the interests of better business. 

Officers and board members as 
elected are as follows: 

President, A. P. Sharp, Troup. 
Directors: C. L. Caldwell, Seymour; 
H. P. Horsley, Dallas; J. D. Martin, 
Jr., Bryan; Herman Taylor, Lufkin; 
T. P. Tucker, Beeville; Lee Watson, 
Brownwood; J. D. House, Jr., 
Paris; George Prewitt, Taylor; 
M. S. Henry, Crowell. 

H. W. Jones, of Garland, Texas, 
was elected vice-president but re- 
signed from the position, however, 
as he stated that due to his heavy 
duties and his inability to attend to 
the work of the association as he 
would like to, he felt that he would 
be unable to fill the office at this 
time. The board of directors will fill 
the vacancy at an early date. 

The association approved several 
resolutions expressing its position 
on ethical merchandising and its 
economical need. It reaffirmed the 
declaration that “to the retail mer- 
chant belongs the retail consumer 
trade of individuals, municipalities 
or other government agencies.” The 
tendency of the Texas state legisla- 
ture to impose any new tax burden 
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was opposed and in this respect, 
particularly a sales tax. However, 
it was recommended that more con- 
sideration be given to the collection 
of delinquent taxes by the state and 
counties and that the necessary 
functions of state government be 
financed out of the present state 
revenue. 

Texas wholesalers were urged to 
guard further against selling to con- 
sumers and that wholesale distribu- 
tion be limited to legitimate chan- 
nels. Appreciation was expressed for 
the part played by manufacturers 
and wholesalers of ammunition in 
correcting the evils that previously 
existed. Adequate legislation, state 
and national, to protect retail mer- 
chants against the sale of merchan- 
dise by public utilities, was en- 
dorsed by the dealers. 

The association expressed itself as 
favoring laws for prevention of in- 
jurious child labor and also author- 
izing a controlled balance between 
production and consumption as re- 
lated to agriculture, even though 
constitutional amendments may be 
necessary. 


Merchant's Contract 


OST merchants entering into 
a contract assume that all 
the terms affecting their rights and 
obligations under the contract are 
set forth in the contract itself.- A 
recent South Carolina court decision 
serves as a reminde¥ that this is not 
necessarily so. In every contract 
there are “invisibly written clauses” 
just as important as the written 
ones—and sometimes more so. 
Those invisible clauses in every 
contract comprise the law existing 
at the time the contract is entered 
into. In other words, every con- 
tract made by a merchant is said to 
be in contemplation of existing law. 
This means that in any litigation 
involving the contract, the outcome 
will depend largely upon the law 





applicable to the contract at the | 


time it was made. The “invisible” 
legal clauses in the contract, there- 
fore, may be much more important 
to the merchant than the terms of 
the contract itself. As the South 
Carolina court puts it: 

“Everyone is presumed to know 
the law, and the law becomes part 
of every contract.” 

Which suggests that before a mer- 
chant enters into an important con- 
tract, he should not only know 
what the terms of the contract are, 
but should also inform himself with 
respect to the law applicable to it. 
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Do You Have 
“PHILLIPS SCREWS?” 


Be ready to supply your trade with the new Phillips 
Screw which is becoming so popular for many 
applications. The recessed head, self centering on 
the driver, holds the driver from slipping, eliminates 
head breakage, permits faster driving, makes a 
better looking job. 

For Phillips Screws, and a complete line of nuts, 
bolts, screws and kindred products, look to 


. 4 
“National.’ 





THE NATIONAL SCREW & MANUFACTURING CO. 
CLEVELAND, OHIO 


NAT SAYS... 


When buyers crave repose like mine, 
As illustrated here, 

They buy the “National” full line, 
Which we think has no peer. 
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YOU'RE OUTIN 
Srone€ 
with SIGNAL 


{ THIS IS THE POPULAR 
COOL SPOT MODEL NO. 360 


Two LINES— 
SIGNAL 
AND 
COOL SPOT 





$15.25 } 
LIST 
Dependable performance, 
accepted appearance and 
moderate prices are out- 
standing characteristics of 
SIGNAL Fans. And, impor- 
tant is the fact they are a 
proven product. They have 
established for themselves, 
over a long period of years, 
an enviable reputation with 
both the buyer and seller. 
The name SIGNAL is recog- 
nized as a brand that is na- 
tionally known and which 
can be bought with abso- 
lute confidence. SIGNAL 
Fans for 1938 are real 
values. Every fan carries 
the SIGNAL guarantee, and 
approved by the Under- 
writers’ Laboratories. 


Write for 1938 merchandis- 
ing program. 


SIGNAL ELECTRIC MFG. CO. 
Menominee, Michigan 
Offices in all Principal Cities 












HE straight salary method of 

compensating salespeople per- 
mits operating economies on the 
part of the store which may be diffi- 
cult to obtain through incentive 
plans of compensation, Otho J. 
Hicks, of the National Retail Dry 
Goods Association, declared Decem- 
ber 6 before a conference of labor 
relations at the Hotel New Yorker, 
New York City. 

The conference was conducted 
under the auspices of the Personnel 
Research Foundation in joint ses- 
sions with the management division 
of the American Society of Mechan- 
ical Engineers and the Society for 
the Advancement of Management. 

“All incentive plans entail a cer- 
tain amount of expense in figuring 
and maintaining figures on quotas 
and commissions,” Mr. Hicks told 
the conference. “Though small 
these might better go into wage. 
Incentives complicate operation, 
since they make it difficult to trans- 
fer a salesperson from one depart- 
ment to another, or to experiment 
in new merchandise, because of the 
effect on employee earnings. Fur- 
thermore a straight salary insures 
less competitive resentment on the 
part of old employees toward new 
employees. As a result there are 
fewer failures among new em- 
ployees and turnover is reduced. 
There is a resultant saving in the 
cost of employing and training new 
employees.” 

“Seasonal fluctuations in the retail 
business result in direct fluctuations 
in employee earnings wherever they 


Advantages of Straight Salary 






are paid in a form of bonus or in- 
centive,” he pointed out. “Because 
a department must operate within 
a fixed range of selling cost, if it 
is to stay in business, an incentive 
plan tends to fix the draw or the 
quota wage at a minimum in order 
to provide a reasonable area from 
which to pay bonuses. If the em- 
ployee cannot cover necessary living 
expenses from this minimum, he 
must count on the incentive or 
bonus wage, which may be uncer- 
tain, and on which he may find it 
difficult to budget.” 

Furthermore, the straight salary 
compensation, according to Mr. 
Hicks, may be more fair to the em- 
ployee in that it does not penalize 
him for time spent in performing 
such duties as stockwork or display, 
and the straight-salary employee is 
more apt to recognize management’s 
right to establish standards of job 
performance than is the employee 
who is forced to share manage- 
ment’s risks in business. 

Incentive plans if not carefully 
supervised are apt to create eco- 
nomic pressure which in retailing 
might take the form of forced sales, 
Mr. Hicks declared also, and they 
tend to remove stress on the reward 
to the employee in giving courteous 
treatment to the “just looking” cus- 
tomer. The employee who is paid 
a straight salary can better afford 
to take time from selling for train- 
ing classes or meetings, while the 
employee paid through an incentive 
plan may resist interruptions in the 
making of sales, he said. 





Eleven Credit “Musts” 


HERE are certain “musts” 
which will have to underlie 
sound credit extension during 1938, 
“musts” on which credit managers 
throughout the country pretty gen- 
erally agree. First among these are: 
1—The need for continued down- 
ward revision of maximum terms on 
all types of installment sales with 
maximum terms of 24 months as the 
goal on such major items as elec- 
trical appliances, oil burners, plumb- 
ing supplies, etc. 

2—A comparable reduction of 
terms on a graduated scale for all 
other commodities sold on the in- 
stallment plan—such scale to be 
based on the sales price and not to 
exceed the useful life of the article 
involved. 
3—That a sufficient down pay- 





ment be secured—not less than 10 
per cent—to create in the customer 
a sense of ownership and a desire 
to retail merchandise bought on the 
installment plan. 

4—To obtain a carrying charge 
(144 of 1 per cent a month on the 
original unpaid balance) on all 
types of installment selling, includ- 
ing that on soft goods. 

5—To undertake a more selective 
job in approving credit risks and to 
investigate every new applicant for 
credit through credit bureaus and 
reference. 


6—To avoid the extension of 


credit where income is known to be 
indefinite, where employment is tem- 
porary, or where the applicant is on 
relief. 
7—To 


scrutinize closely credit 
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Manufactured Since 1899 





NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 











RIFFIN 


HINGES 


AND WROUGHT STEEL 


HARDWARE 





Quality Products 


« » 


Door Butts 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware and Door Handles 
Screen Door Hardware 
Cellar Window Sets 
Back Flaps and-Chest Hinges 
Corner Irons and Corner Braces 
Heavy Pressed Steel Door Handles 
Barrel Bolts 


« >» 
All Are Available Through Progres- 
sive Jobbers and Are Fully Described 


in our Catalog No. 19, a Copy of 
Which Will Be Sent on Request. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS: 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 
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For the Outdoors 


Peerless Colorful, Comfortable Furniture 


With Spring on the wing, get 
ready with this type of folding 
furniture for outdoor living 
rooms — lawns, porches, 
beaches, boats, resorts, hotels, 
etc. A popular and most profit- 
able line to sell, involving quick 
sales, rapid turnover, and re- 
peat business in that the sale of 
one leads to more, and, any- 
way, ordinarily, these chairs are 
sold in groups. Push these sea- 
sonable items! 







Recliner 
No. 40A 


Government reports indicate an increase of campers and travelers 
in the national forests last year from 10 to 130%. This means an 
increasing market for folding camp and outing furniture. 


For Outings 


ms" CANDID" CAMPERS 


* “Ingenuous’’—New Standard Dictionary. 


In cashing in on the big market for outdoor furniture sell the 
Peerless line of “CANDID CAMPERS”. In TUCKER'S folding 
camp furniture one will find strength, durability, compactness, light 
weight, and comfort. There is always a top quality in everything and 
this you can get in our CANDID CAMPERS. 


This No. 3 Peerless 
Cot sets up rigidly and 
adjusts itself to uneven 
ground. Folds quickly 
and easily into light 
compact bundle. And as 
an accessory, sell a pad 
with each cot! 


A TENTS A 


Sell tents, too. Carry some in stock and take orders for 
special sizes. Everything from a pup to a circus tent. 
Write for special tent catalog! 





Feature 
Tucker’s FEISH-N-FLOAT 


Fishermen go nuts about this new device 
whereby they can wade in deep water and 
catch the big fellows in otherwise inaccessible 
places. The body from the hips up is kept 
above water, preventing chilling. Arms free for fishing and legs sus- 
pended for propelling. FISH-N-FLOAT holds regular 6.00 x 16 
innertube with tube permanently installed or with zipper or lace 
opening, if one prefers to furnish his own. Each float weighs only 4 
Ibs. Straps attached for carrying. (Special foot paddles also available.) 

turned or kept as 


part of order. 


TUCKER DUCK 





Send for our 1938 

catalog. Freel 

Write Dept. D-72 
today! 


Samples sent to 
reputable dealers 
—which merchan- 
dise may be re- 





& RUBBER CO. 


Dept. Fort Smith, Arkansas 
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The NEATPAK Method of 
Sandpaper Storage, Service 
and Display 





























How do you do it? 


Do you enjoy the economy, 
the lower operating costs 
and the faster turnover of 


NEATPAK? 


Good housekeeping (THE | 
NEATPAK WAY) produces 

these results, plus added 
good will from such quick, 
efficient service and clean, 
presentable merchandise. 


Get your paper on display, | 
protected in NEATPAK 
boxes. Eliminate the waste | 
of the old “ under-counter” 
method. Why not join the 
throng of dealers cashing in 
on “NEATPAK Good 
~ Housekeeping’ the original | 
»  sliding-tray shelf display box 


BEHR-MANNING 





DIVISION OF NORTON COMPANY 


Troy, N. Y. 
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limits and _ prevent over-buying 
where the capacity to pay on the 
part of the customer does not jus- 
tify it. 

&—To follow up collections dili- 
gently, on an individualized basis if 
necessary, to insure a satisfactory 
collection percentage. 

9—To educate the chronically 
slow-pay customer, by personal in- 
terview where possible, to cultivate 
the habit of paying promptly. 

10—To eliminate generally the 
hazards which crept into the retail 
credit structure in the last three 
years and to effect a gradual return 
to normal conditions in credit terms 
and the quality of credit risks, and 
to combat unsound credit practices 
which have been fostered under the 
influence of unsound federal gov- 
ernment encouragement. 

11—Above all, to foster continu- 
ously the goodwill of the buying 
public, the most precious asset of 
the store. 

Finally, I should like to empha- 
size the need for closer coordina- 
tion between the credit function and 
management. Management, it seems 
to me, will do best during 1938 to 
leave the decision of what is sound 
credit, and what is not, where it 
belongs—with the credit manager. 
He is best fitted by temperament 
and experience to make a critical 
appraisal of all the factors under- 
lying sound credit policy. The credit 
executive deserves management’s 
wholehearted support in the efficient 
administration of sound credit pol- 
icy and in resisting undue pressure 
from merchandise and sales promo- 
tion elements in the store organiza- 
tion. 

The progressive credit manager 
of today is fully aware of the sales 
promotion possibilities of retail 
credit and he can be counted upon 
to contribute his full share of in- 
telligence and effort in increasing 
sales to a maximum, at the same 
time keeping losses as low as pos- 
sible. His training and experience, 
his constant contact with customers, 
his understanding of local business 
and industrial conditions, and above 
all his invaluable customer records 
enable him to determine with close 
accuracy what the credit policy of 
his store should be at any given 
time. The credit policy of a store 
is a delicate instrument which fails 
when subjected to abuse, but when 
carefully used can uncover new 
broad areas of volume, profit, good- 
will, and public service—J. Anton 
Hagios, manager, Credit Division, 
National Retail Dry Goods Associa- 
tion. 
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How’s the Hardware 
Business ? 


(Continued from page 66) 


with residence lettings at above 905 
million dollars. The latter were 13 
per cent ahead of 1936. There were 
significant gains in “contemplated” 
residential building, appearing in 
the December record, an increase of 
28 per cent over November. This 
was the largest gain for any classi- 
fication for the month, and such 
gains seem to indicate a consider- 
able release of new building proj- 
ects, as soon as the pending housing 
legislation is passed. 


* + 


Lumber Operations — The 
lumber industry has itself in hand, 
limiting production below the vol- 
ume of incoming orders for the sixth 
consecutive week. In the Jan. 15 
week, for example, output was cut 
24 per cent under, and orders were 
20 per cent under, the corresponding 
1937 figures. Some gain was made 
over the preceding week’s showings. 
That the industry is far below its 
pre-depression status, is shown by 
its current showing of about 37 per 
cent of the 1929 weekly average of 
production, and 48 per cent of aver- 
age 1929 shipments. December 
building figures were _ relatively 
favorable, and there is hope- for a 
fair showing in the January reports. 

* * * 


Consumer Buying Power—A 
recently published Brookmire sur- 
vey points out that consumers’ in- 
comes have declined only slightly as 
compared with the drop in volume 
of production. In the next six 
months the income of the American 
people will be only 11 per cent 
under that for the like 1937 period, 
according to estimates, being rather 
well maintained except in the fields 
of manufacturing and mining. 


* + 


Collections, Clearings, etc.— 
Collections give evidence of slowing 
down in several localities, after a 
long favorable record. There is no 
indication of this set-back becoming 
serious in any section at present. 
Credit is ample for all needs, but is 
less plentiful and subject to closer 
scrutiny than during the past year. 
With good security, however, no dif- 
ficulties are being experienced in 
obtaining needed normal business 
credit. The latest Dun report of 
bank clearings showed a drop of 
18.4 per cent from the correspond- 
ing 1937 week. 
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They’re handsome and even more 
durable and efficient than they are 
beautiful, these new “Goodell-Pratt” 
screw drivers with their bright red, 
transparent Permaloid handles. Un- 
breakable, and proof against electric 
shock, the new grips are extra long and 
deeply grooved for a firm, comfort- 
able hold. Blades are everlastingly 
anchored—guaranteed never to twist 
in the handles. Made of selected high- 
grade steel they are heat treated for 
super-toughness throughout their en- 
tire length. Bits are cross ground. 


No. 850 Phillips Screw 
Driver. All sizes. 


No. 851 Standard. 4” to 
12” blades. 


No. 852 Square. 4” to 
12” blades. 


No. 853 Cabinet. 3” to 
10” blades. 


No. 854 Stubby. 


No. 855 Vest Pocket, 
with clip. 


who recognizes fine tools. They’re 
priced for quick turn-over and at- 
tractive profit, too. 


Write today for full particulars on 


Prominently displayed in the MILLERS FALLS these new “Goodell-Pratt” 
window, or on the counter eesie) a screw drivers and other out- 


these attractive new screw 
drivers will stop everyone 


wy standing additions to the 
famous Millers Falls line. 


Millers Falls Company, Greenfield, Mass. 
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Dealers! Mechanics all over 
the country are hailing the 
new LUFKIN MASTER 
PLANER GAGE as the great- 
est precision tool of the year. 


AND THEY’RE BUYING 
THEM! 


Shop men have needed an 
accurate Planer Gage. They 
have wanted one to do the 
job where ordinary planer 
gages fail. So Lufkin produced 
the Master Planer Gage. 


Be prepared to meet the 
demand for this outstanding 
tool. You should have them 
in stock. 


Write for new tool catalog 
No. 7A describing this gage. 


UFA/IN 


New York City 


PRECISION TOOLS 





RULES . 


PES . 








Picketing a One Man Store 


HERE the owner of a store 

has no labor trouble, may he 
be legally picketed by a labor 
union? 

Of course, there could not possi- 
bly be a labor dispute between the 
union and the owner of a one man 
store, but in a recent decision in 
New York it was held that picket- 
ing such a store is proper where 
the store sells the products of a 
manufacturer with whom the union 
has a labor controversy. 

In the New York case it appeared 
that the union had endeavored to 
obtain an agreement from a certain 
manufacturer. When this effort 
failed, the union appointed a com- 
mittee of about 50 members to 
carry out a plan of picketing retail 
stores where the manufacturer’s 
non-union product was sold. The 
owner of a one man store was ap- 
proached by this committee and in- 
formed that unless he discontinued 
selling the products of the manufac- 
turer in question, the union would 
picket the store. As a result of 
the store owner’s refusal to stop 
selling the non-union products, his 
place was picketed, and the custo- 
mers were asked by the pickets not 
to buy. Customers who made pur- 
chases were cursed. It was testi- 
fied that a picket asked passersby 
not to purchase “scab merchan- 
dise.” 

“In addition.” said the court, 
“the sales of this man’s little store 
have fallen $100 per week, which 
is a very substantial portion of his 
total weekly sales and may well 
constitute irreparable damage to 
him. 

“It is illegal to picket the place 
of business of one who is not him- 
self a party to an industrial dispute 
to persuade the public to withdraw 
its patronage generally from the 
business for the purpose of coerc- 
ing the owner to take sides in a 
controversy in which he has no in- 
terest. Nor is it legal to threaten 
to ruin custom and trade and to ac- 
cost or interfere with customers at 
the entrance to the store. How- 
ever, picketing may be carried on 
not only against the manufacturer 
but against a non-union product 
sold by one in unity of interest with 
the manufacturer who is in the 
same business for profit. 

“Concededly, the union would be 
entitled to picket peacefully a plant 
of the manufacturer. Where the 
manufacturer disposes of the prod- 
uct through retailers, unless the 
union may follow the product to the 


place where it is sold and peace- 
fully ask the public to refrain from 
purchasing it, the union would be 
deprived of a fair and proper means 
of bringing its plea to the attention 
of the public.” 

Thus, under this decision, the 
owner of any store may be picketed 
by a labor union solely because he 
sells products of a manufacturer 
with whom the union has a dispute, 
even though there is no labor dis- 
pute between the union and the mer- 
chant. 


Rising Costs 


T seems to me that the most im- 

portant problem confronting re- 
tailers in 1938 will be the rising cost 
of operation. There will, of course, 
be many other problems but most 
of them will be problems because 
they directly contribute to increas- 
ing costs. Labor problems, for ex- 
ample, would be much less severe if 
it were not for the cost situation, 
and this new problem of giving the 
consumer full knowledge of mer- 
chandise is a problem because such 
innovations, no matter how desir- 
able, are likely to increase costs. 
Although the present business out- 
look is not completely reassuring. I 
am of the opinion that after the first 
few months of the new year our cost 
problem will not be accentuated by 
diminishing volume. 

When this question of rising costs 
is discussed there are always some 
who pessimistically incline to the 
belief that unless retail costs can be 
reduced some other form of distri- 
bution may take the play away from 
the department and other well-de- 
veloped stores. It is well that re- 
tailers should take the matter of 
costs seriously, and yet it must be 
recognized that the high costs we 
have accumulated have been the di- 
rect result of trying to give the pub- 
lic what it wants. Unless we are to 
conclude that retailers generally 
have quite mistaken public demand, 
it is reasonable to assume that the 
public suddenly will change its de- 
sires and no longer care about the 
refinements and comforts of modern 
merchandise distribution. Here and 
there a retail store may attract sub- 
stantial volume by stripping its op- 
erations to the bone but the general 
public has shown no inclination to 
turn away from the well-developed 
retail establishment.— Lew Hahn, 
general manager, National Retail 
Dry Goods Association. 
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Chieago Locks 
are easy to sell 
—definite, con- 
vincing selling 
points elineh 
the sale. Double action lock- 
ing_principle positively grips 
BOTH sides of shackle. Re- 
volving Cam which also throws 
belt in other side of shackle using 
our patented double locking plug. 
Stock the Chicago line. 








CHICAGO 


2024 N RACINE AVE. 















WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardwere Channels Needs 
a Copy. 





Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 











It Lists: PRICE 
SHELF HARDWARE JOBBERS 

HEAVY HARDWARE JOBBERS e 
MILL SUPPLIES DISTRIBUTORS 

PLUMBERS’ & TINNERS' SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS paernen 
HARDWARE CHAIN STORES wil Geter 
HARDWARE ASSOCIATION LISTS 





HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 





DON’T WAIT FOR SALESMEN | 
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MAKE MORE MONEY 


WITH 


in 1938 





Here’s How We Are Helping You 
Sell More Larvex in 1938 


1. Movie Stars’ Advertisements will run in 20 national 
magazines. They feature prominent Movie Stars whose 
expensive woolen clothing is mothproofed with LARVEX. 


2. Radio Advertising announcements will blanket the 
country. Broadcasts will be made 3 to 6 times a week 
throughout the heavy buying period for LARVEX. 


3. Window Displays featuring beautiful Danielle Dar- 
rieux, the most sought-after Star, will be sent to dealers 


who agree to use them—place your order early! 


4. Low Prices within the reach of everyone’s pocketbook. 





Pints Now only $ .79 

Quarts Now only 1.19 EAL: 
\% Gallons Nowonly 1.79 — 31 L: 
Gallons Now only 2.69 oe legge 


1 free in every 
dozen. April 1st 
dating, due June 


SELL THE LARGER SIZES | 5... 9% cash dis- 
MAKE MORE PROFIT 


Prices are so LOW now that 
everyone can afford to buy the 
larger sizes. Sales of the new 
quart size now represent 23% of 
total LARVEX business. Half- 
gallon sales increased 92% last 
year. 130% more gallons were 
sold. It’s to your advantage to 
sell your customers enough 
LARVEX todoa thorough moth- 
proofing job. Sell the larger sizes 
—they mean more profit to you. 








count 60 days. 











ODORLESS 
NON-INFLAM MABLE 


One 











ZONITE SALES CORPORATION 
NEW BRUNSWICK, N. J. 











To CALL— ORDER NOW 
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SUPER- SERIES 


Standaro 


ELECTRIC RANGES 


-.. With new improved 


KALMAX Burners 
and the EVEN-OVEN 


Typical of the ten new Supe: 





@ Brilliantly modern styling . . 
with rounded corners . . . 
with recessed burners . . . 
improved KALMAX surface burners, and the 
high-efficiency EVEN-OVEN. The finest ranges 
in Standard’s long history. 


No. | | 


+ one-piece top 





r Series Standards for 1938. 


Standard originated all modern electric cooking features. 


1445CE 


Coal-Wood-Electric 
asc “Modoc” 









For the rural! or hard-to-heat kitchen. A complete electrie 
range with soft coal or wood burning section to take off the 


chill, 


venience. 


Distributors and dealers are invited to write for 
information on new 1938 Super Series S 
ranges and water heaters, or use coupon below. 


The Standard Authorized Dealer or Distributor 
franchise gives you important special advantages. 


§ Standard “ie Manufacturing eee i 


a Toledo, Ohi 

4 Please send totormetion on following 
ries ndards for 

' Super Series Standards for 1938 

t Standard Water Heaters 

’ Authorized Dealer Franchise 

‘ Authorized Distributor Franchise 

+ 

iD Reonnandantnnennshsdieeetiateiathdnakinstigstasaniin 

a 

’ 
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All Standard advantages plus this added con- 





A Twenty-Five Billion Dollar Job? 


OW much would have to be 

invested in private industry to 
create new jobs for 3,000,000 work- 
ers in manufacturing industry? 
Lammot du Pont, president of E. I. 
du Pont de Nemours & Co., told the 
National Association of Manufactur- 
ers’ convention delegates that it 
would be $25 billions. This is fig- 
uring on a generally accepted basis 
of an investment of $8,000 per 
worker. 

Business could probably raise 
that amount, said Mr. du Pont, “if 
given a reasonable degree of cer- 
tainty” regarding the future attitude 
of Government toward it. 

Assuming the Government would 
give business some assurance of sta- 


bility of attitude, and that business | 


could create the 3,000,000 new jobs 
in industry by investing that money, 
who would put the other 6,000,000 
idle people to work? And would it 
require a proportionate investment 
amounting to $50 billions addi- 
tional? Would that mean Govern- 
ment pump priming to the tune of 
$50 billions more, with tremendous 
increase in taxation to provide the 
fund to avoid an overwhelming na- 
tional debt increase? 

That question is undoubtedly be- 
ing asked by a good many who have 
read the newspaper accounts of Mr. 
du Pont’s address. Neither the 
newspapers nor the general public 
is likely to take cognizance of what 
is known as “secondary employ- 
ment,” although Mr. du Pont’s audi- 
ence of manufacturers was well ac- 
quainted with it. 

By secondary employment is 
meant the creation of new jobs in- 
side as well as outside of particular 
manufacturing industries by the cre- 
ation of new jobs inside of them. 
In the automobile industry, for ex- 
ample, the putting to work of each 
man engaged in making motor cars 
created new jobs for 84% men in 
building construction, machine tool 
making, the oil and tire business, 
improved road building and a hun- 
dred other occupations down to 
roadside hot dog stands. This is an 
extreme case. 

Mr. du Pont believes that we 
could eliminate unemployment alto- 
gether (except of course for the in- 
evitable residue of unemployables), 
through such an investment of $25 
billions by private capital. He writes 
us as follows: 

“You .are wholly correct in the 
assumption that the creation of 
3,000,000 new jobs in manufactur- 
ing industry would result in the 


secondary employment of double 
that number or more in the service 
and other industries and, as far as 
can be guessed from the present in- 
exact knowledge of the state of un- 
employment, would take up all of 
the existing slack between employ- 
able workers and jobs, including 
the workers now employed who 
might be displaced by the introduc- 
tion of new products.” 

In the course of 30 years, Henry 
Ford, through an original invest- 
ment of $10,000 has provided jobs 
for nearly 100,000 workers. Indus- 
try is a fertile producer of jobs 
when profits are permitted to be 
plowed back into it—J. H. Van 
Deventer, editor, The Iron Age. 


Just Foolishness 


HE United States contains 6 

per cent of the world’s area and 
7 per cent of its population. It 
normally consumes 48 per cent of 
the world’s coffee, 53 per cent of its 
tin, 56 per cent of its rubber, 21 per 
cent of its sugar, 72 per cent of its 
silk, 36 per cent of its coal, 42 per 
cent of its pig iron, 47 per cent of 
its copper and 69 per cent of its 
crude petroleum. 

The United States operates 60 
per cent of the world’s telephone 
and telegraph facilities, owns 80 
per cent of the motor cars in use, 
operates 33 per cent of the rail- 
roads. It produces 70 per cent of 
the oil, 60 per cent of the wheat 
and cotton, 50 per cent of the cop- 
per and pig iron and 40 per cent of 
the lead and coal output of the 
globe 

The United States possesses al- 
most $11,000,000,000 in gold, or 
nearly half of the world’s monetary 
metal. It has two-thirds of civili- 
zation’s banking resources. 

Responsible leadership which can 
not translate such a bulging econ- 
omy into assured prosperity is des- 
titute of capacity. But pompous 
statesmen, looking over the estate, 
solemnly declare that the methods 
by which it was created are all 
wrong, ought to be abandoned, must 
be discarded, that the time has come 
to substitute political management 
for individual initiative and super- 
vision. 

There’s only one way to charac- 
terize that proposal—it is just damn 
foolishness. 

The Sphere, London, England 
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ORDER 
Nationally 
Advertised 


RED ARROW 
,GARDEN 


Pays you nearly 100% mark-up 


Order your stock of nationally advertised Red 
Arrow Garden Spray now and be ready for the gar- 
den supplies season just ahead. Customers prefer 
Red Arrow because it’s NOT A POISON to hu- 
mans, birds and pets .. . because it’s easy to use... 
because it saves work by killing both sucking and 
chewing insects with one spraying. National adver- 
tising in magazines and newspapers goes to more 
than 13,000,000 families. And Red Arrow pays you 
nearly double! Special #720 Profitmaker Assort- 
ment costs $5.40—sells for $10.40. Liberal supply of 
new folders to distribute to your customers free if 
you act now. Order from your jobber, or write 
today for full details. 


RED ARROW 


GARDEN SPRAY 








The McCormick Sales Co. 
Baltimore, Md. 




















ROLLER 
BEARING 
HANGER 
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DOOR 
CARRIED DROP 

UNDER 
HANGER STRAP 
INSIDE 


For years many dealers have been enjoying easier, faster sales with Frantz 

hangers and track. Compare them with any other make and you'll 

know the reason for their remarkable sales leadership. For example: 

1 Track lengths made in one piece. No brackets required. Patented 
telescope joints insure smooth, continuous tread. 

2 Weight of door carried directly below point where track fastens to 
building for greater strength. 

3 Wheels have steel roller bearings and axles. Provide smooth effort- 
less operation and long dependable service. 

4 Hanger will carry any thickness door because drop strap attaches 
inside. 

5 Wide runway gives wheels full freedom for easy operation. 

For fast sales, a generous profit, and genuine customer goodwill— 

depend on Frantz Hangers and Track. Write for catalog of complete 

line and prices today. 


FRANTZ MANUFACTURING CO., Sterling, Illinois 


RANIZ| 














NUTS 





that assure low cost 
assembly 


@ Proof of a good bolt-and-nut buy comes in the retail store and 
your customers’ assembly lines—an old truth to you canny buyers. 
That’s where Triplex nuts add credit to your buying judgment. 
Semi-finished, C.P., and H.P., C. & T.—all of strictly specified steel 
toughened for extra strength, full accurate threading to close 
tolerances, 100% bearing surfaces for snug fit, all kinds and sizes 
—you find Triplex a worryless source of supply. Write now for 


samples and prices. 
THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


IPLEX 





COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions sold—Used in Every Industry 
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Reuliug G@° SPEED-O-LITE’ 
That Is Increasing Dealers’ Sales 
Over $142.00 Every Month... 


It’s an every-day occurrence for dealers to say “It’s the GREATEST MER- 
CHANDISER OF FLOOR FINISHING MATERIALS EVER DEVELOPED” or 
“THE MOST PROFITABLE ITEM IN MY STORE, WISH I HAD OTHERS 
HALF AS GOOD.” If you are aiming at increased.sales and doubled profits 
—at multiplying satisfied customers—then you should feature a “Speed-O- 
Lite” on your floor—put to work our FREE advertising 
material and ring up the dollars that start rolling in 
the first week. Choose the proven rental sander that 
definitely clicks with the customer. It can’t fail you, 
for it has been successful for over 40 years. Ac- 
tual records show that material sales equal or ex- 
ceed rental earnings. 

Leok how this high speed, light-weight machine 
sands right up to the quarter-round, picks up all 
dirt and dust and leaves a ballroom finish on 
every floor. Burn-out proof motor. Ball bearing 
equipped throughout. Its strong, sturdy construc- 
tion has proved its ability to stand the gaff of 
public rental abuse. See it in action—convince 
yourself through a 5-DAY FREE TRIAL OFFER. 


" LINCOLN-SCHLUETER ”"* | 
FLOOR MACHINERY CO. : 


212 W. Grand Ave., Chicago, Illinois | 












NO DIRT 


| Please send full details of your 5-day | NO DUST 

' FREE Trial SPEED-O-LITE Offer. Also ' NO MUSS 

: complete information on your Mer- : 

' chandising Plan for Dealers, ; ~ 

, ee Guaranteed 

' ADDRESS 

: CHY....... STATE FOR 1 YEAR 

Wiss drial Se Secaes aar nel huis aisha elem INC. MOTOR 
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GREENLEE 


HIGH QUALITY 


CHISELS 


A Size and Style 
for Every 


Purpose 





Chisels for carpenter work—for pattern 
making—for pole framing—for cabinet 
making—for tree surgery! These and 
other fields show the wide range of the 
Greenlee Line of quality chisels. And 
they serve these fields well, because they 
are made well, being constructed from 
high-grade materials by workmen who 
are specialists in their line. 


Greenlee makes a chisel for practically 
every use and in a great variety of 
sizes. The line includes the popular 
types of socket tools as well as tang 
butt and firmer chisels and socket fram- 
ing chisels. Each one is made from 
crucible steel and properly treated for 
toughness and ability to hold a fine cut- 
ting edge. 


Here is a line with exceptional possi- 
bilities for the dealer. Here you have 


quality, a reputation among the trade, 
and a line that sells at a fair price— 
three factors that are very hard to 
beat. Give the Greenlee line a chance. 
It will serve you and your customers 
well. Please give the name of your 
jobber when writing. 











GREENLEE TOOL CO. 


1715 Columbia Ave Rockford, Illinois 











HE first of the year raised the 

curtain on the “third act” of 
the federal social security program. 
It reveals several changes in the 
cast. The stellar role of “unemploy- 
ment insurance tax” is now played 
by a full grown 3 per cent (origi- 
nally 1 per cent) tax—all on the 
employer. The old age pension tax 
is still 2 per cent, divided equally 
between employer and employee, 
but it is scheduled to grow to 3 per 
cent in 1940 and to 6 per cent by 
1949, making the ultimate com- 
bined payroll tax 9 per cent. 

* * * 


Members of a partnership, unlike 
officers of a corporation, are not 
considered employees subject to tax. 
If, however, a contract is entered 
into between a partnership and an 
outsider for a partner’s services and 
the partner is subject to the em- 
ployer’s direction and control, his 
compensation becomes subject to 
payroll taxes. The form of contract 
is immaterial so long as an em- 
ployer-employee relationship exists. 


Social Security 
By J. S. SEIDMAN, C. P. A. 






Payroll taxes are specifically not 
applicable to domestic servants per- 
forming services which are ordinarily 
an integral part of household duties. 
These have been held to include 
such services as tending furnace, 
washing windows, mending furni- 
ture, etc. On the other hand, the 
services of a librarian, bookbinder, 
museum assistant, social secretary, 
and carpenter or painter are not 
exempt though employed in a 
private home. 

* * x 


Doctors are generally considered 
independent contractors, their com- 
pensation not being subject to pay- 
roll taxes. In that connection, a 
recent ruling holds that a doctor, 
on a monthly salary basis, rendering 
medical services te a company’s em- 
ployees, the company furnishing 
medical supplies, etc., is not subject 
to the tax since the company does 
not have the right to control the 
manner in which the doctor performs 
his duties. 





Mind Readers Needed 


HE following letter from I. B. 

Goldberg, Brooklyn, N. Y., ex- 
plains in part why so many hard- 
ware dealers and clerks pass sleep- 
less nights: 

Very frequently customers have 
come into my store, and being un- 
able to give the proper name for the 
article they wish, use expressions 
which I have found quite humorous. 
A majority of them are of Italian 
extraction, hence their queer re- 
quests were presented in broken 
English and after much explanation 
I was finally able to supply them 
with their needs. 

I’m sure you'll enjoy some of the 
following and if HarpwareE AcE can 
publish them, all its readers will 
get quite a kick out of them. 

“Gimme an iron ring what’s got 
a bust in da middle.” (A lock 
washer.) 

“You sella sticks for da veil?” 
(A curtain rod.) 

“T need tin to put in da middle of 
the house.” (Oil cloth binding.) 

“How much are the valves to 


check up on the door?” (Door 
check.) 





“T want a box of salve for the 
lead.” (Soldering paste.) 

“Show me a tank for a football.” 
(A rubber bladder.) 

“Two tubes, I needa, its gotta nip- 
ple on da top.” (Screen-grid radio 
tube.) 

“Gimme da ting you turn ’em up 
da wine.” (Wine barrel faucet.) 

“T want a thing what’s got a piece 
of goo inside, it’s gonna go up and 


it’s gonna go down.” (A _ spirit 
level.) 

“One box horse shoe spikes.” 
(Staples.) 


“IT wanna get a wreath for da 
pipe.” (Stove pipe ring.) 

“Four feet for da tree.” (Christ- 
mas tree stand.) 

“IT gotta get a slice of tough 
paper.” (Coarse sand paper.) 

“TI needa piece of iron to tie up 
da board all-together.” (Corru- 
gated fasteners.) 

“Da janitor, she senda me for da 
medicine for da hall.” (Noxon 
metal polish.) 

“My wife wanna get a can medi- 
cine for da roaches.” . (Opitz roach 
paste.) 
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Here’s a handy tool that no 
woodworker can afford to be 
without! The Forstner Auger Bit 
is virtually a complete set of 
tools in one—it will perform 
many operations now done with 
chisel, gouge, scroll saw and lathe 
tool. Guided by a circular rim in- 
stead of a center, this bit operates 
in any direction, always leav- 

. ing a clean, polished surface. 


MANY NEW 
USES! 





WRITE 


CONT FOR 
FAM CATALOG 
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Profitable Picnic 


Royal 
Thermic Jugs 


Complete line of % to 2-gallon 
sizes, with wide mouths, earthen- 
ware fillers and aluminum stop- 
pers. Also food jugs with extra 
wide mouths; spout and faucet jugs 
for coffee and other quick-flowing 
liquids. Royal Jugs maintain hot 
or cold temperatures 6 to 12 hours. 
Three models illustrated. 
No. 100—Royal Standard One- 
Gallon (our big seller) 
No. (0i—Royal Faucet Jug, 
with detachable faucet 
No. 102—Royal Spout Jug, 





with tooled brass spout and 
leak-proof, threaded cap. 



























ROYAL BROILOASTERS 


New Charcoal-burning Camp and Picnic 
Broiler, with center fuel compartment for 
three-way cooking. Grills 
steaks or other foods in 
two vertical hand grills 
and top grill simultane- 
ously. Gives same delicious 
charcoal flavor achieved 
by finest hotel chefs and 
equipment. Compact! 
= Efficient! Popular! 
Send for descriptive 
circulars. Dept. A 


For 15 years, we have produced 
and maintained the quality of 
Royal Thermic Jugs. Write Today for 
Jobbers’ and Dealers’ Prices on the 


complete Royal Line. 
Revel! 
"tA 
The Royal Mf¢. Co. (7 
Bowline Green. “Ohio 
F) 

World’s Fastess ROLLER SKATE 
More and more parents and young- 
sters alike are insisting on “Speed 
Kings 500 Milers”. Parents like 
their amazing durability—the 500 
mile or a year’s service guarantee. 
Youngsters want their outstanding 
speed, smoothness and easy riding. 
Have hard-tempered steel rollers... 
double row of hardened steel balls. 


Ay Nationally advertised. Clean up on 
this sensational sales leader. 
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Sterling, Ilinois 
Send information and prices on your 


Gn aedK jing!) mai tuis coupon ror peTans 
Speed-King! Hustler Corporation, 
r 
8 O O 1 “$00 Mile” and complete line of 
1| “Speed King” Skates. (No obligation.) 
MILE |= 
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Address 


ROLLER SKATE ! ce ————___sue___| 
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SURE GAVE SALES 
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You can’t go wrong when you use the 
top line in the field as a guide. Since 
1883 Imperial has made harness hard- 
ware with “guts” to it — tough, rugged 
harness parts that can take the wear and 
tear of field work year after year. Farm- 
ers come back again and again for re- 
placements on broken parts, when you 
sell them hardware that “stands up.” 
Imperial harness hardware is a real item 
in the business of many dealers. Send 
for your copy of the modern Imperia! 
catalog and for complete information 
on this ‘“‘farm service’’ line. Specify 
Imperial to your jobber. IMPERIAL 
BIT & SNAP CO., 1323 Clark Street, 
Racine, Wisconsin. 







IMPERIAL SNAPS 


Here is a farm business builder — 
a many-purpose snap made to last for years. The oil 
tempered steel wire spring is well protected — shield- 
ed from weather and abuse. Shank and eye are extra 
strong. It will make more satisfied customers and 
more money for you. Sell it. 


Since 1883 
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Certificate 
presented to 
Mr. Sweeney by 
employees of 
Continental 
Screw Co. 










Continental Screw Co. Employees 
Pledge Loyalty to Pres. Sweeney 


HRISTMAS SPIRIT took on a 
real meaning for Patrick 
Sweeney, president and general man- 
ager of the Continental Screw Com- 
pany, New Bedford, Mass., when, a 
few days before the holiday, 275 
members of his plant and office per- 
sonnel gave him a party at a local 
auditorium to pledge their loyalty 
and assure him of their united co- 
operation during the coming years. 
The employees, through _ their 
spokesman, Anthony Govoni, pre- 
sented Mr. Sweeney with a framed 





PATRICK SWEENEY 


certificate inscribed with a declara- 
tion of their appreciation of his 
efforts in their behalf and a pledge 
of their loyalty. He was then pre- 
sented with a desk set as a Christ- 
mas gift and a remembrance of the 
occasion. 

Before making the presentation, 
the employees’ representative deliv- 
ered a short address in which he 
blamed the failure of many indus- 


tries, and the general existing busi- 
ness unrest, to trouble within these 


industries. 

“During the past few months,” he 
said, “the failure of a good many 
companies has been caused by trou- 
ble within the organization. These 
events have made people realize 
that, no matter how well organized a 
company is, internal trouble is fatal 
if continued long enough. 

“The main purpose of this meet- 
ing tonight is to convince everybody 
connected with the company that we 
sincerely want to cooperate in every 
way. We want Mr. Sweeney to feel 
that when he is meeting competition 
everyone in the organization is in 
back of him. We know that by full 
cooperation everyone will benefit 
most.” 

Mr. Sweeney, in_ accepting, 
thanked the group for the fine spirit 
it displayed. Speaking of the his- 
tory of the organization, he said that 
this concern was started approxi- 
mately 30 years ago with plenty of 
ambition and about $1,500. A 2 hp. 
gasoline engine furnished the power 
with an old parlor stove for heat. 

The buildings now occupied by 
the firm contain approximately three 
acres of floor space and hold “the 
last word” in modern equipment. 
Most of the foremen have been with 
the firm for over 20 years. 

In conclusion, Mr. Sweeney said, 
“Fellows, the truth of this picture, 
as I look out over this room, is that 
you saved a business employing ap- 
proximately 400 people. Loyalty and 
confidence have done it. They are 
two of the most necessary and valu- 
able assets and we have them in this 
organization.” 
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Wright netting, known everywhere by the 
familiar rooster trademark. Multiple con- 
tinuous twist by WRIGHT power looms. 
Regular hexagonal mesh, securely and per- 
manently locked. Copper bearing steel 


exclusively. | 
STEEL & 


GE WRIGHT wee co 


WORCESTER: MASS. 

















Model 860 
“LIST PRICE 


$4 950 
ie 
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Speedy Paint Sprayers 
Professional type with famous Clean Air 
compressor on steel base, pressure feed in- 
ternal mix spray gun with quart aluminum 

t, cup. List only $18.50—others $5.00—$14.00. 
Autopower sprayers $2.60 and up. No cylin- 


DEALERS: 


Send for price lis 


discounts and details gers pistons or rings to wear out. 
on electric and auto- efficient, yet low in cost. 


power paint sprayers. W. R. BROWN CORP. 


Sturdy, 














5724 Armitage Ave., CHICAGO, ILL 
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Sell Safety ata _—"" 


Sell the Amazingly New 










RedHead 


SAFETY FLASHLIGHT |! :, 
mein hn 























2-Cell Spotlight. Projects power- 
ful 500 foot white focusing beam 
and 200 foot safety red side 
rays. Unique all-position brack- 
et permits “Red-Head” to stand 
or hang in any position—leaves 
hands free. “Last word in all- 
purpose flashlights” say Police, 
Fire, Highway Commissioners 
and Safety Councils. 


For motorists, sportsmen 
...everyone, everywhere! 
Quick, profitable seller. 
Order from your jobber 
or write us today! 


Retails at $1.25 


complete with super-service \@ | 
Usalite “Hand-ee Pak” Batteries. 











Electric Flasher display FREE 
with your order for 6 “Red- 
Heads” and 48 super-ser- 
vice Usalite “Hand-ee Pak" 
-Batteries. Your cost $7.22 
complete deal. Profit $3.88. 







- : 
UNITED STATES ELECTRIC CORP. 
Makers of Us: 
222-228 WEST 14th STREET, NEW YORK, N. Y 











ilite Streamlined Bicycle-lites 
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Cost No More 


US 
EXLO OK 


POULTRY Rererne 


THE 
PERFECT 
HEXAGON -MESH 
NETTING 


LOCK-TWIST Weave 
More Uniform 
Stronger, more rigid 
Smooth, even tension 
Rolls out flat 
pert ae handle 
Stretc rfectly 
cos TS) N MORE 


Buyers recognize the 
superiority of U.S. 
HEXLOK Poultry Net- 
ting the moment they 
see it. The smocth, 
symmetrical design the 
strong, uniform con- 
struction, the all ‘round 
finished workmanship 
stamps it immediately 
as a quality product— 
easier to show, easier 
to sell, more satisfac- 
tory in every detail to 
dealer and consumer, 


U.S. HEXLOK is made 
of longer-lasting Cop- 
per-bearing Steel Wire, 

ure zinc galvanized. 
Resdily at ble from 
your jobber in one or 
two-inch mesh, Gal- 
vanized Before or After 
Weaving; all standard 
widths, 12 to 72inches. 







































THE 

ORIGINAL 

STRAIGHT-LINE 
NETTING 

s line wi: 

Loce-rwist joints 

} + Te 

Lies 

Easy to handileand cut 

s hes 

COSTS NO MORE 

U.S. STRAITLOK 

Poultry Netting is wo- 

ven like farm fence with 

straight, parallel line 

wires running its full 

length. 





It is more economical 
to use because it re- 
quires no wood top-rail 
or baseboard; takes 
fewer posts. It is ideal 
for building poultry runs 
because it can be taken 
down and re-stretched 
as needs demand. 


U.S. STRAITLOK 
also is made of Copper- 
bearing Steel 
- -, + mee | 
efore or After Weav- 
ing. One or two-inch 
mesh; standard widths 
12 to 72 inches. Ask 
your jobber or write 
direct! 
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Indiana Convention 


(Continued from page 84) 


Water Heater Department Westing- 
house Electric & Manufacturing 
Company, Mansfield, Ohio, dis- 
cussed ensemble selling, which he 
termed the sale of a single item in 
such a manner as to create the de- 
sire and need for other related mer- 
chandise. 

Rivers Peterson, editor of Hard- 
ware Retailer, discussed plans for 
“National Hardware Week.” 

At the final Thursday morning 
session, John W. Darr, vice-president, 
Commercial Investment Trust, Inc., 
New York City, discussed install- 
ment ‘selling. He stressed the 
danger of selling without a down 
payment and told how this type of 
selling holds a great appeal to the 
lower strata of credit customers. 
The danger of poorly directed long 
term selling, he pointed out, oc- 
curs when the dealer has to take 
back merchandise due to a lapse 
in payments. The merchandise is 
generally obsolete by that time and 
offers him little opportunity for 
profitable resale. 

Advising retail hardware dealers 
to shop at competitive stores, Paul 
M. Mulliken, merchandising di- 
rector, Simmons Hardware Co., St. 
Louis, Mo., spoke on “Shop—Look 
and Live.” “A successful dealer 
must have three things,” he said, 
“sufficient sales volume, adequate 
margin and controlled expense.” 

E. K. Oder, Indianapolis, read the 
resolutions adopted by the Resolu- 
tions Committee. The resolutions 
urged all hardware manufacturers 
of trade marked products to 
promptly issue contracts under the 
State Fair Trade Act; asked manu- 
facturers of fencing and metal roof- 
ing to make proper prices to the 
dealer and refrain from selling any 
dealer or jobber who will not co- 
operate in a policy which will give 
reasonable compensation to the 
dealer for his service as a pur- 

veyor to the consumer; urged repeal 
of the State gross income tax law 
and the substitution of a sales tax 
measure which will be equitable to 
all interests; that all branches of 
government exercise every reason- 
able economy in governmental op- 
eration and lower tax rates at the 
earliest opportunity; the speedy re- 
peal of all state laws which have 
usurped much of authority of town- 
ships, and municipalities in the 
matter of roads, streets, schools and 
civic affairs and a rapid return to 
local government; expressed thanks 
to the exhibitors and speakers at 
the convention. 


Immediately following this, Robert 
B. Kelly, of Winamac, was elected 
president, and Carl A. Miller of 
Kendallville, vice-president. The 
executive board is now composed 
of Paul Ulrich, Indianapolis; Ralph 
McCampbell, French Lick, and a 
new member, W. Homer Hips- 
kind of Wabash. Past president, 
Karl L Fenger, New Albany, was 
named as a member of the ad- 
visory board. 

The convention was brought to a 
close with an address by William 
Dern of Cincinnati, Ohio, on “Inde- 
pendent Retailers—March On.” 


New Method of Welding 
Bicycle Frames 


ITH the tremendous increase 

in the production of bicycles 
in the last few years, high produc- 
tion methods have come into use. 
Today, conveyors, special automatic 
machines and the latest develop- 
ment of electric resistance welding, 
are being used. The Cleveland 
Welding Co., Cleveland, Ohio, has 
recently installed the first electric 
resistance welding production line, 
comprising a battery of new welding 
machines. 

This new method of welding is 
known as the Hart process and is 
covered by U. S. Patent No. 
2091982, with other patents pend- 
ing. It is a process of welding two 
tubes or a tube and another article 
by means of electric resistance to 
form a joint that is sure and strong, 
and free of external flash that has 
to be removed afterwards. 

Cleveland Welding bicycle frames, 
including the Roadmaster line 
frames, are now being made by this 
welding process, and it is said to 
make a frame considerably stronger. 
The company states that its bicycles 
are the only ones manufactured by 
this process and that no other firm in 
any line is using this method at the 
present time. 


Corbin Cabinet Hardware 


A new folder on modern cabinet hard- 
ware, showing catches, pulls, knobs and 
hinges in modern and conventional de- 
signs, has been issued by P. & F. Cor- 
bin, New Britain, Conn. These items 
are offered in bright or dull chrome 
finish. Quantities of these folders, with 
dealer’s name imprint, are available 
from the company. 
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ADD 


TO YOUR 
INCOME 


BY OFFERING A 


LAWN MOWER 
SHARPENING 
SERVICE 









THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of dependable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side. COMPLETE 
PLANS FREE! Our free plans show you how to establish a 
successful lawnmower sharpening business as 
a part of your present service to customers. 
Many stores average from $30 to $40 PER 
WEEK on the Ideal Sharpener which requires 
only the spare time of one of the clerks to 
operate. Send for free catalog today. 


THE FATE ROOT HEATHCO. 


702 BELL ST. © PLYMOUTH OHIO 















~-(CHICAGO)— 
- SPRING HINGES 
New “Sagless”’ Spring Pivot-Hinge 








Type 4007 


Exterior Tension Adjustment 
Type 4007 “Sagless” gate spring pivot hinges may be 
quickly adjusted to different sizes and weights of gates. 
The exterior tension adjustment is conveniently located 
and easily accessible after the gate has been hung. 


Hardware Dealers will find this improved 
gate hinge a profitable addition to their stock. 


*Sagless”’ 


Chicago Spring Hinge Compann. 
CHICAGO NEW YORK 
U. 


S. A. 
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MORE ADVANTAGES 


TO POTATO . 
GROWERS 


... mean more sales 
of SEMESAN BEL ; 
for you! X 


SEMESAN BEL — the quick dip treatment for white 
and sweet seed potatoes — clicks with growers because 
it does away with mussy soaking; saves time and labor; 
gives excellent control of surface seed-borne diseases; 
generally increases yields, an actual average of 13.6% 
in tests. Display SEMESAN BEL. Push it. It pays 
you a profit of 25% to 53.5% on your money! New 
display and pamphlets free. 


OTHER DU BAY SEED DISINFECTANTS: New 
Improved Ceresan for wheat, oats and barley; Semesan 
Jr. for corn; Semesan for vegetables and flowers; 2% 
Ceresan for cotton and sorghums. 


BAYER-SEMESAN COMPANY, INC. 
DU PONT BLDG., WILMINGTON, DEL. 


RICH Ladders 


STEP-UP 
Spring Sales and Profits 


Spring house cleaners 
‘ choose RICH LAD- 
DERS because 


@ SAFER, STRONG- 
ER—make ladder 


climbing less dan- 






és omaas te 
SEED POTATOES 
Contents Will Trost 300 19 400 Beshele 





i eer | 











gerous 

@ LIGHTER — make 
ladder shifting 
easier. 


Your jobber can make 
prompt shipments. 








. e THE RICH e 
ACME PUMP & LADDER CO. 
Made of full sized stock, each 
step rodded, good four arm 1628 Depot St. Cincinnati, Ohio 
steel spreader lock and double 
ears. Lengths 4 to 12 ft. | RRR 8 RR 
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School library and office of the president of the Institute. 


The Furniture Industry's 
Retail Sales School 


Institution for educating retail furniture sales 
clerks suggests an idea which could be 
used advantageously in hardware circles 


HE furniture industry had 

found that it was missing too 
many profitable sales of quality 
products because retail sales clerks 
were not properly informing con- 
sumers why quality furniture is 
worth more than competitively priced 
merchandise. Some sales clerks 
lacked real knowledge as to the rea- 
sons for the differences in prices, 
and other did not take the trouble 
to properly inform their customers 
the truths as to quality furniture. 
To offset this condition, the Furni- 
ture World Educational Institute, 206 
Lexington Ave., New York City, has 
opened a school for retail furniture 
sales clerks. The school, which 
uses ideas that could well be adapted 


by the hardware trade, or by di- 
visions of the hardware industry, has 
shown good results. Part of the 
sales force of a New York depart- 
ment store’s furniture department 
took the course and that group 
showed a sales volume 30 per cent 
greater than those salesmen, in the 
department, who had not taken the 
course. 

The program of the Institute 
started more than five years ago 
with a cooperatively-operated tem- 
porary exhibit of products used in 
the creation of quality furniture. The 
exhibit was so well received that a 
permanent exhibit was instituted and 
within recent months the school was 
started. The first series of lectures 





wb. diel 











WES e Clg OF 


Workdn Langerat Exchurive 


Padbock ManufactwwrrA & 
MILWAUKEE, WIS.,U.S.A. 
| 








A section of the permanent educational exhibit. 
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was intended to accommodate 120 
salesmen but finally took care of a 
total of 312 students. Sessions of 
the school are at present held only 
in New York City but there will be 
new schools in Newark, N. J., and 
Philadelphia after March 1. Plans 
also call for establishing similar 
schools in Boston, Mass. and Cleve- 
land, Ohio, at a later date. 

A recent bulletin giving students 
general information on the course 
tells those enrolled that, “You will 
leave the Institute with information 
which should be passed on to the 
consumer for your mutual benefit, 





WILMER H. CORDES 


information relative to the proper 
construction, decorative placement 
and appreciation of home furnish- 
ings. You hold-the key position of 
the entire industry since you are the 
person who, by word of mouth, gives 
this message to the consumer.” 

N. I. Bienenstock, editor, Furni- 
ture World, president of the Insti- 
tute and Wilmer H. Cordes, man- 
ager of sales promotion and adver- 
tising of the American Steel & Wire 
Co., Cleveland, Ohio, chairman of 
educational activities of the Insti- 
tute, direct the operation of the 
school which is a non-profit insti- 
tution. The school seeks to show 
retail furniture salesmen how to 
properly show customers the differ- 
ence between the style, construction 
and materials in quality furniture 
and those of price appeal lines. 
Students are taught to emphasize 
the durability and fine appearance 
of well made furniture and to ap- 
peal to the customer’s pride in 
ownership of fine, well styled ar- 
ticles. Salesmen, taking the course, 
are shown how to give accurate and 
convincing sales talks on style, con- 
struction and wearing qualities. 

In order to attain a good balance 
in the lecture courses both theory 
and practical knowledge are of- 
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Here’s what dealers everywhere are saying 
about the new DAZEY DISPLAY pictured 
above. “It’s really next thing to a miracle 
the way it steps up sales from the moment it 
goes into a window!” Have you tried it? If 
not, there can be no better time than right 
now. Many thousands of Dazey Devices 
used by satisfied customers have put up just 
that many DAZEY WALL BRACKETS 


This Really 


SELLS 


Dy W4 ef 
Kitchen 





Displays 
Have 
Proved 
Amazingly 
Effective 


and have created the desire for still more of 
these great kitchen helpers. Besides, there’s 
no better time than right now to push the 
sale of any kind of housewares. So, get a 
DAZEY DISPLAY in your window right 
away. You'll be delighted to see how all 
houseware sales come to life along with 
DAZEY’S. If you haven’t a display ask your 
jobber or write us how to get one FREE. 





DAZEY CHURN & MFG. CO., Dept. B-12,4301 Warne Ave., St. Louis, Mo. 





HEAVY 
PROFITS 
IN LIGHT © 


Are you looking for a de- 
pendable product with a 
high profit margin? 

Would you sell a staple 
household necessity that 
brings householders back 
for more? Do you wish to 
preserve your reputation 

for quality at correct price? 

Then the answer is Sun-Glo 

—the precision-made elec- 
tric light bulb that makes 
friends of your customers and 
builds steady repeat sales and 
profits. Write for full details. 


Sun-Glo Lamp Works, Inc. 


Subsidiary of Wabash Appliance Corp. 
Brooklyn, N. Y. 


335 Carroll Street 


OFFICES AND WAREHOUSES 










IN PRINCIPAL CITIES 




















“Little Giant” screw plates 
lead all others in sales — in 
average gross price—and in 
net profits to the hardware 
merchant. 


Manufactured exclusively by 


GREENFIELD TAP & 


DIE CORPORATION 


Greenfield, Mass., U. S. A. 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 


Canadian Plant: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 


GREENFIELD 








Another view of the permanent educational exhibit. 


fered the students by salesmen, fac- 
tory men, furniture paper editors, 
designers and college instructors 
teaching merchandising courses. An 
example of an interesting lecture 
was one given by Bernard C. Jak- 
way, dean of the Institute’s school, 
formerly a member of the faculty of 
the University of California and 
present executive head of the Ameri- 
can Walnut Manufacturers Associa- 
tion concerning the customer’s reac- 
tion to the sales clerk as the result 
of the clerk’s appearance, manners, 
mannerisms, language and action 
(or behavior toward and in the 
presence of customers). Students 
were given a summary sheet, en- 
titled, “The Daily Check-Up” which 
suggested that students make a daily 
check on themselves on their ap- 
pearance, manner, language and ac- 
tions. 

Lectures are held evenings, over 
a period of 17 weeks, the tuition fee 
being $10 per term. The Institute 
suggests that half of the fee be paid 
by the salesman and half by the 
store, or that the store pay the en- 
tire amount. Upon satisfactory com- 
pletion of the course, students are 
awarded diplomas inscribed with 
their names and with the Institute’s 
seal and signatures of officials of 
the school. The charge for the 
course includes books used in the 
course and use of the school library. 
The school is operated on a non- 
profit basis, deficits being met by 
the firms represented on the research 
division board of directors. 

The school quarters comprise a 
library room which also serves as 
the school’s office, a classroom and 
an exhibit room. The exhibit room 
is set up in the form of a miniature 
World’s Fair and comprises exhibits 


of wire, furniture finishes, hair used 
in furniture, moss, wood, flat weave 
fabrics, leather and other products 
utilized in making quality furniture. 
With the exception of a display of 
rugs and carpets, none of the prod- 
ucts shown are ordinarily sold by a 
retail furniture store or furniture 
department. Emphasis is placed on 
quality and kinds of materials used 
in making furniture rather than on 
brands of products. 

Mr. Cordes, in addition to being 
chairman of educational activities 
and a director of the Institute repre- 
senting the research division, is also 
a lecturer in the school. Among the 
other lecturers are the following men 
whose companies are connected with 
the hardware industry: James 
Pearce, technical advisor on furni- 
ture finishes for The Glidden Co. 
Cleveland, Ohio, and C. W. Meyers, 
American Steel & Wire Co., Cleve- 
land, Ohio, an expert on the uses of 
steel wire. Directors of the research 
division, who are affiliated with the 
hardware industry are: Mr. Cordes; 
Robert J. Barbour, Bakelite Corp., 
New York City, and G. B. Work, 
The Glidden Co., Cleveland, Ohio. 


Slow Movers Analyzed 


In addition to training retail sales 
clerks the Institute has analyzed 
furniture that has not enjoyed popu- 
lar sales. Some furniture. analyzed 
was found to be poorly constructed 
whereas other pieces examined were 
considered to be lacking in style. 
After making its analysis of furni- 
ture, that did not prove to be readily 
accepted by the consumer, the Insti- 
tute has suggested changes in style 
and construction for the improve- 
ment of the merchandise. 
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DIAMOND 
TOOLS 


Diamalloy Wrenches are made in sizes 4” to 
24”. Drop forged from special Diamalloy steel, 
strong and tough. 


———_ 


Diamond Alloy Plier 








Diamond Diagonal Cutting Plier 


Diamond Combination Pliers of alloy and tool 
steel in many sizes and patterns; also Diagonal 
Pliers, Battery Pliers and Motor Pump Pliers. 
A fast-selling quality line. 





Ilo 
—— y Diamalloy Staple Pullers are made from spe- 
P cial alloy steel. Guaranteed for strength and 
Pullers durability. For use on metal or wooden posts. 
No other tool necessary for fence work. 


DIAMOND CALK HORSESHOE COMPANY 
4702 Grand Ave. Duluth, Minn. 


Also manufacturers of ready-to-nail steel and rubber horseshoes, 
chain hooks, picks, mattocks, etc. 
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Every Old and Young 
Gun Sprucer-Upper 


Wants HOPPE’S 


Ricat NOW, for both winter shoots 

and fireside gun-polishing, all marks- 
men, hunters and just plain gun owners 
need these popular quick sellers: Hoppe’s 
No. 9 Solvent to remove lead or metal 
fouling from barrels, clean them up and 
prevent rust. Hoppe’s Cleaning Patches to 
apply No. 9. Hoppe’s Lubricating Oil to 
ginger up gun actions and prevent wear 
—also to clean and polish with. Hoppe’s 
Gun Grease to swab guns being put away. 
Order from your regular Jobber. For free 
Gun Cleaning Guides for your customers, 
please write us. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St., Philadelphia, Pa. 
Representatives: 

New York, Ed. W. Simon Co., Inc. 
302 Broadway 


Los Angeles, H. L. Bowlds, 
108 W. Second St. 




















MOTO-MOWER 


PREFERRED FOR 20 YEARS BY USERS 
OF POWER LAWN MOWERS 


HERE'S A REAL Profit MAKER FOR THE | 
LIVE HARDWARE DEALER! 


A NATIONALLY ADVERTISED LINE OF 
Quality MOTO-MOWERS 
LOW PRICED—FAMOUS EVERYWHERE 





Hundreds of hardware dealers in every section of 
the country have created sales and reaped hand- 
some profits by a floor display of the Moto-Mower 
hardware line of lawn mowers. Priced from $56 up. 
Write for literature and dealership proposition. 
Moto-Mower has been recog- 
nized for 20 years as the quality 
power lawn mower. 


Complete line of larger 
power lawn mowers up to 
72" cutting width also avail- 
able. Write for catalogue. 


‘ 4 
MOTO-BOY MODEL S 
A well-designed, reliable 


Moto-Mower retailing at 
F. O. B. Detroit 


THE MOTO-MOWER CoO. 





4607 Woopwarp AvE.. DETROIT. MICHIGAN 
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5 POINTS ARE Figs wis 
F Pack ClEaw ey, 


This item is like “found money” 
—brings better than ordinary 
profit on goods once given 
away with glass. Customers 
like the idea and readily pay 
a nickel. Each package con- 
tains a point driver that saves 
bunged fingers and broken 
glass. 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


GLASS CUTTERS - 
PUTTY KNIVES: W 


AZIERS' POINTS » GLASS PLIERS 
D SCRAPERS - LAWN SPRINKLERS 













peal and quick turn 
over. ,They are— 


INVISIBLE 


And as‘such,permit treatments 
of interiors and furniture here 
tofore anes Have 














Soss Mfg. Co. 
648 E. 1st Ave. 
Roselle, N. J. 
Patent No. 


TYPE NO.203 











Mountain States 
Convention 


(Continued from page 80) 


absolutely nonpartisan,” he de- 
clared. “By continuing our present 
efforts, we can hope for the day 
when Colorado will have a sound, 
economical business administra- 
tion.” 

William S. Hill, Ft. Collins, Colo., 
former president and now head of 
the Colorado Retailers Association, 
spoke on the subject, “Organized 
Retailers and Government,” exhort- 
ing association members to earnest 
effort. He told of the American Re- 
tail Federation, and of its protective 
work at Washington. Specifically, 
Mr. Hill read to the convention 
from a measure introduced at Wash- 
ington by Senators Borah and 
O’Mahoney which, licensing all re- 
tailers, would place them at the 
mercy of meddling government offi- 
cials and bureacrats. 


Referendums Discussed 


The legislative speaker cautioned 
members against signing petitions 
for referendums until they had 
made themselves absolutely certain 
the proposed measures would be of 
benefit. He also advised members 
to reject appeals to join miscella- 
neous business groups, launched by 
manufacturers and others, to par- 
ticipate in legislative movements. 

Charles R. Isaacs, head of the 
Merchandise Service Division of the 
National Retail Hardware Associa- 
tion, spoke at the opening session 
on, “National Hardware Week,” 
and, the following day, on, “Meet- 
ing Modern Competition.” The lat- 
ter address was devoted principally 





GUM 
SPIRITS OF [ii 
TURPENTINE Big 


o) 
“= 





EASY TO BUY— 
because a complete stock of all 
sizes can be carried by purchas- 
ing half the number of gallons 
necessary to fill a drum. 

CONVENIENT TO HANDLE— 
because the sloppiness and waste 
connected with bulk turpentine 
is eliminated. 

PROFITABLE TO SELL— 
because the attractiveness of 
the package creates immediate 
consumer demand, and the qual- 
ity of the product will surely 
bring repeat business. 

TALOCO GUM SPIRITS OF TURPENTINE 
complies with the provisions of 
the N. S. Act, and the require- 
ments and specifications of the 
U.S.P. for Oil of Turpentine. 


SEE YOUR JOBBER TODAY 
FOR PRICES 


TAYLOR, LOWENSTEIN & CO. 
Mobile, Ala. Cincinnati, O. 
56 N. Commerce St. 605 Gerke Bidg. 








to services of his department in be- 
half of members. 

Prof. Raymond T. Burdick, asso- 
ciate economist, Colorado State Col- 
lege of Agriculture, Ft. Collins, ana- 
lyzed farm purchasing power in 
Colorado as 1938 begins, and went 
into ean interesting description of 
current economic conditions and the 
inflation threat. 

Implement features included a 
discussion of the cooperative Trac- 
tor Trade-In Manual, led by S. I. 
Fredregill, and contributed to by 
Ben. H. Gregg, Loveland, Colo.; 
F. W. Kroeger, Durango, Colo., and 
H. B. Allsebrook, Ft. Lupton, Colo. 


B. D. Grussing, advertising mana- 





ger, Minneapolis-Moline Power Im- 

plement Co., Minneapolis, delivered | 
an address entitled, “Looking Ahead | 
in Implement Retailing.” 





by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod- 
ern service and comfort. They ap- 
preciate its’ convenient location. 
And their budgets approve the rates 
which make it the 
big hotel value 
in Philadelphia. 
1200 rooms and 
baths. Moderate 
rates. 


THE | 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


Philadelphia 





Complete fa- 
cilities for 
meetings, 
from small 
groups to 
conventions. 
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IS ONLY POSSIBLE 
BECAUSE OF THE 
MOST MODERN OF 
PRODUCTION PLANT-— 
ALLIED TO QUANTITY 
OUTPUT. 





Full details and prices of 
SANDERSON SHEFFIELD SAWS 

can be obtained from our Sole 
Representative in the United States. 


JOHN S. McKENZIE, 
1170 BROADWAY, - 
NEW YORK. 











SANDERSON BROTHERS & NEWBOULD, LTD. 
SHEFFIELD ENGLAND 








Brass King Nozzle Fig. 33 


SHERMAN 
NOZZLES 
A COMPLETE LINE 


Covering wide range 
of Price—Quality 


Always the Best 
in any class 


Sold Through Jobbers 
H. B. SHERMAN MFG. CO. 


Battle Creek Mich. 
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George N. Groff 
Honored 


(Continued from page 74) 


business transaction, he demanded 
everything to which he was en- 
titled, and now to some of my 
manufacturing friends, this is 
where I got the idea of asking 
for an extra 10 per cent. But 
when I see what my competitors 
are doing, at times I feel as 
though I should have an extra 20 
per cent. As years rolled around, 
Mr. Cole and I became very 
good friends, and I spent a great 
deal of time with him after busi- 
ness hours, most of which was 
in his own home, where he was 
fine to everyone. 

“I am proud to be connected 
with a house that has been in 
business for 87 years and has 
been so successful. 

“On May 1, 1914, Lloyd Cole 
died and it was then I came into 
the entire management of the 
business. I have always tried to 
follow the policy established so 
many years ago of trying to be 
fair with everyone. 

“Naturally, my first considera- 
tion was my house, but I have 
always found with a little give- 
and-take in every proposition and 
it was not hard to get along with 
most of the people with whom 
I came in contact. I hope I have 
proven that to all of you. 

“We now have two grandsons 
of William H. Cole interested in 
this business, Allston and Lloyd 
Vander Horst, making the third 
generation, and the time will soon 
roll around when they will be 
carrying on for themselves. It is 
my sincerest wish that they may 
continue this business with even 
greater success than we have had 
in the past.” 

It was a happy thought on the 
part of the toastmaster to call 
upon and introduce Allston Van- 
der Horst, who expressed in ap- 
preciative and feeling language 
the thanks of his mother, brother 
and himself, as well as all the 
members of the Cole organization 
for the testimonial dinner to Mr. 
Groff; the presence of so many 
out-of-town guests and for the let- 
ters and tclegrams from so many 
friends. 























OLO LINSEED OIL 


The Modern Quick Drying Enamel 


A profitable, year ’round seller for interior 
or exterior use including: floor, doors, 
walls, ceilings, bathrooms, kitchens, store 
fronts, toys, bicycles, furniture, utensils, 
tools, autos, boats, farm implements and 
many other surfaces. OLO Enamelac comes 


18 Beautiful Colors 


including Black and White. Many other 
colors can be had by mixing two or more 
colors. It dries with a porcelain-like hard- 
ness in 2 to 4 hours. One coat covers 
thoroughly—free of brush marks. One 
gallon covers about 600 sq. ft. Easily ap- 
plied with brush or spray-gun. Will with- 
stand many washings without blemishing 
the beautiful finish. Has great elasticity 
and is extremely durable. Send for Color 
Card, Literature and Trade-prices. 


The Passonno-Hutcheon Co. 
Cleveland, Ohio Boston, Mass. 














129 











GRASSELLI 


AGRICULTURAL CHEMICALS 


Soe Sa as S 


INSECTICIDES 
i) S&S 


S 





Y 
GY 
G 
Z 
4 
7) 
Y) 
4 
“Yy 
4 
% 
4 
1 
Y 
4 
Y 
g 
4 
Y 
UY 
Z 
Y 
%, 






% PEST 


CONTROL 
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BOOMER 


@ Insecticide sales are 
steadily increasing be- 
cause growers are more 
conscious of the eco- 
nomic importance of 
protecting crops. 
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GRASSELLI Agricul- 
tural Chemicals are 
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demanded by growers 
because they are con- 
sistently uniform in \ 
quality, easy to use and y 
effective in results. 
Plan your insecticide ¢% 
sales now. Write for the 
new price list. My 
GRASSELLI Arsenate of Lead d 
NuREXFORM Arsenateof Lead 3 
Lime Sulfur Y 
Dry Lime Sulfur C 


Calcium Arsenate 
DUTOX, a fluorine insecticide 


SULFORON, a wettable 
sulfur 


GRASSELLI Spreader 
Bordeaux Mixture yy 
Cryolite % 
Nicotine Sulfate ¢ 
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E. I. DU PONT DE NEMOURS 
& COMPANY, INC. 
GRASSELLI CHEMICALS DEPT. 
Wilmington, Delaware 
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Coming Conventions 
and Events 


Alabama, The Retail Hardware 
Assn. of, exhibition and meeting, June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. J. H. Crowe, 410 N. 
21st St., Birmingham, Ala., secretary. 

American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938, at the 
Peabody Hotel, Memphis, Tenn. Sec- 
retary, manufacturers association C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg., At- 
lanta, Ga. 

Arkansas Retail Hardware and 
Implement Assn., Feb. 15-16, 1938, at 
Marion Hotel, Little Rock, Ark. G. L. 
Turner, Little Rock, secretary. 

California Retail Hardware Assn., 
Feb. 15-17, 1938, at Hotel Whitcomb, 
San Francisco, Calif. LeRoy Smith, 
417 Market St., San Francisco, man- 
ager. 

Carolinas, The Hardware Assn. 
of, convention, June 14-16, 1938, at the 
Jefferson Hotel, Columbia, S. C. Arthur 
R. Craig, 407-11 Commercial Bank 
Bldg., Charlotte, N. C.,  secretary- 
treasurer. 

Connecticut Hardware Assn., Feb. 
23-24, 1938, at Hotel Stratfield, Bridge- 
port, Conn. Charles F. Freeman, Bran- 
ford, Conn., secretary. 

Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 

Hall Hardware Co., 618 N. Third 
St., Minneapolis, Minn., Feb. 15-17, 
1938. 

Illinois Retail Hardware Assn., Feb. 
15-17, 1938, at Hotel Sherman, Chicago, 
Ill. C. G. Gilbert, 1155 Merchandise 
Mart, Chicago, managing director. 

Marshall-Wells Co., Duluth, Minn., 
Associate Congress, Feb. 15-17, 1938, in 
Portland, Ore., and Feb. 21-23, 1938, 
Spokane, Wash. 


Minnesota Retail Hardware Assn., 
Feb. 22-25, 1938, at Minneapolis, Minn. 
Exhibit, Municipal Auditorium; head- 
quarters, Curtis Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, manager-treasurer. 

Missouri Retail Hardware ‘Assn., 
Feb. 22-24, 1938. Exhibit and meetings 
at Hotel Jefferson, St. Louis, Mo. Pey- 
ton C. Clark, 2861 Gravois Ave., St. 
Louis, secretary. 

New England Hardware Dealers 
Assn., March 1-3, 1938. Exhibit and 
meetings at Statler Hotel, Boston, Mass. 


George G. Hoy, 140 Federal St. Bos- 
ton, secretary. 

New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive secretary, Flo English, Hotel Penn- 
sylvania, New York. 

North Coast Hardware and Imple- 
ment Dealers Assn., during March, at 
the Olympic Hotel, Seattle, Wash. T. S. 
Coy, Olympic Hotel, Seattle, secretary. 

Ohio Hardware Assn., Feb. 15-18, 
1938, at Columbus, Ohio. Exhibit, 
Columbus Auditorium; headquarters, 
Deshler-Wallick Hotel. John B. Conk- 
lin, 175 S. High St., Columbus, secre- 
tary-treasurer. 

Pennsylvania Wholesale Hardware 
and Supply Assn., March 24-25, 1938, 
at the Hotel Astor, New York City. 
Samuel B. Smith, Steinman Hardware 
Co., Lancaster, Pa., secretary. 

South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; head- 
quarters, Cataract Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, Minn., manager-treasurer. 

Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
Assn., April 11-14, 1938, at the Peabody 
Hotel, Memphis, Tenn. Secretary, job- 
bers association, T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. 

Tennessee Retail Hardware Assn. 
convention, March 9-10, 1938, at An- 
drew Jackson Hotel, Nashville, Tenn. 
John W. Vaughan, Jr., Winchester, 
Tenn., secretary-treasurer. 

Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary, National Assn. 

Virginia Retail Hardware Assn., 
Feb. 22-23, 1938, at the Jefferson Hotel, 
Richmond, Va. R. A. Frayser, 602 E. 
Broad St., Richmond, acting secretary. 

West Virginia Hardware Assn., 
Feb. 21-22, 1938, at Greenbrier Hotel, 
White Sulphur Springs, W. Va. H. B. 
Clower, Oak Hill, W. Va., secretary- 
treasurer. 
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In This Year's PLANS snctude 


WITT 


Better CANS 


You can increase your business volume—and 
profits—with the WITT Line . . . there are 
WITT Cans and Pails for every purpose and purse. 


The famous WITT Cans and Pails 
for customers who want the best. 
Definitely proven to outlast 3 to 5 
ordinary cans. Guaranteed. 
WICO Cans and Pails — quality 
cans to sell at competitive prices. 
Embody many features found only 
in heavier, costlier cans. 





Brighton and Modern Home— 
Cans for special sales. Leaders in 
the medium weight, quality field. 
Exceptional values. 





See your Jobber. Catalog and 
complete details sent on request. 


THE WITT CORNICE COMPANY 


Winchell Avenue Cincinnati, Ohio 















SOAP... 50% UP TO 90% 
SAVES FABRICS . 30% TO 50% LONGER LIFE 

TIME . . . UP TO 4 ON WASHING DAY 
@ A smash hit. ..at the National House 
Furnishings Show in Chicago. This amaz- 
ing water refiner provides perfectly condi- 
tioned water for home laundering. Filters 
out dirt... extracts “hardening” minerals 
common to all natural waters... eliminates 
non-rinsable scum...saves soap, fabrics and 
time. Engineered especially for Horton 
Washers. Operates at faucet speed. Highly 
refined water cannot injure finest fabric or 
most delicate skin. Gives Horton Washer 
owner delight and economy of perfect 
home laundering. 

The Economizer— exclusively Horton— 
retails for only $15.00—puts a big new 
profit into washer sales. Get the whole 
story now, while it’s hottest. Write 





HORTON MANUFACTURING COMPANY 


203 Osage St., Fort Wayne, Ind. 4 
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GRAY: DIAMOND 


WELDED 


FABRIC 





@ Yes sir, WELDED—the most modern netting con- 
struction you can find. For that’s extra strength, 
stiffness, wear and appearance that no twisted net- 
ting can match. Q And beneath Gray Diamond’s 
heavy galvanized or green painted coating is that 
Wickwire made, copper bearing, open hearth, low 
sulphur Steel—rust resisting and extra tough. 
Q Dealers stocking Gray Diamond are reaping new 
sales, new PROFITS. Ask Your Jobber. 


WICKWIRE BROTHERS 


CORTLAN D-:-NEW YORK:: U.S.A. 








ARE YOU ATTRACTED 
TO “MAGNET” 


CHAINS? 





Probably they don’t draw you to 
them, irresistibly, since they are 
not magnetized. But, fastened to 
electro-magnets, they do lift very 
heavy loads of steel and metallic 
objects. Making special-purpose or 
general-purpose Chains is nothing 
new for McKAY, thanks to 


“MicKay’s 50 years 
of knowing how.” 


A-No. 1 quality of welded and weld- 


less Chain always comes from... 


THE McKAY COMPANY 


McKAY BUILOING PITTSBURGH, PA 
ly U.S. Chain & Forging Co 








CUSTOMERS 
KNOW 


THERE IS A 




















Your customers know from 
experience that they cannot 
buy better tools than Morse 
...that Morse stands for effi- 
ciency. That is the reason it 
pays to have acomplete stock. 


THE MORSE LINE 


Includes 

High Speed and Carbon 
Drills Chucks 
Reamers Counterbores 
Cutters Mandrels 
Taps and Dies Taper Pins 
Screw Plates Sockets 
Arbors Sleeves 


TWIST DRILL & MACHINE CO. 


NEW BEDFORD, MASS., U.S.A; 
NEW YORK STORE: 


130 LAFAYETTE ST. RANDOLPH ST. 





CHICAGO STORE: 
570 WEST 
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How Can We Get Women to 
Patronize the Hardware Store ? 


(Continued from page 68) 


store, fixing show windows, ar- 
ranging advertising in the win- 
dows and then just waiting for the 
trade to come. We are living in an 
age when if we want anything we 
have to go out after it. 

Suppose, for instance, a barber 
supply concern should wait for the 
barbers to come around and call 
for their supplies. The chances 
are they would have to wait a long 
time. Barber supply houses all 
have salesmen who regularly visit 
the barber shops, take orders and 
in many cases deliver goods. | 
have written this before, but it is 
something that retail hardware 
dealers should note. 


Parking Cars 


Arrangements should be made 
to park the cars of your women 
customers. Many concerns doing a 
large business have a man at the 
front door who devotes all of his 
time to parking and getting cars 
for the women customers. Here in 
New York City this is a very com- 
mon thing with the large depart- 
ment stores. 

Another thing that attracts wom- 
en to department stores is the fact 
that they have rest rooms. These 
rooms have every convenience, in- 
cluding telephones, letter paper, 
pen and ink, ash trays, and all 
that. The average hardware store 
may not be able to have a regular 
women’s rest room, but they can 
at least arrange certain facilities 
for the use of women. In almost 
every case where a woman stops 
her car at a department store to 
use their rest room, she makes 
some small purchase. 

In studying the purchases of 
chain stores, we were recently sur- 
prised at the enormous quantity 
of cheap toys that are sold. We 
know a concern here in New 
York that does a very large and 
profitable business in manufactur- 
ing lead toys—soldiers, automo- 
biles, etc., for children. These toys 
sell for a few cents each. It might 
be a good idea in developing the 
business of women and children to 


investigate these cheap toys. Nat- 
urally they appeal to the children, 
and they could be sold at cost. 
Then of course there are cheap 
games made of paper and card- 
board, and other items that cost 
very little which could be used for 
the purpose of attracting women 
and children. 

It must not be forgotten that it 
is a trait of human nature for 
both women and men to like to 
have someone ask their advice. I 
am sure that if a hardware dealer 
would take the time and trouble 
to write a note or to telephone to 
some of the leading women in his 
town, tell them he desires to make 
an effort to get a larger share of 
the women’s trade and ask their 
advice on just how to do it, that 
they would be very glad to do it 
and would visit his store for that 
purpose. You will find, especially 
among the older women, who have 
raised their families and “done 
their work,” as they express it, 
many who have a lot of spare time 
and a lot of advice to give if it is 
only asked. If you will select these 
women carefully, if you will make 
them a little present when they 
call, if you look after the parking 
of their automobiles, in other 
words, if you will be attentive and 
considerate they will go back to 
their church or their sewing or 
bridge clubs and recommend your 
hardware store as a wonderful 
place in which to buy goods. 





Farwell’s New Catalog 

Forwell, Ozmun, Kirk & Co., whole- 
sale hardware firm of St. Paul, Minn.. 
has issued its new No. 1638 catalog. 
8% by 10% in., of 4814 pages. The 
catalog illustrates and describes: me- 
chanics’ tools, farm and lawn tools. 
wire products, plumbing goods and 
pumps, roofing, building papers, formed 
and flat sheets, ice tools, electrical sup- 
plies, electrical appliances, locks and 
lock sets, builders’ hardware, store 
fixtures and supplies, paints and paint- 
ers’ supplies, lamps and lanterns, house- 
hold necessities, ranges and 
heaters, furnaces and boilers, cutlery, 
sporting goods, wheel goods, and many 
other items. The catalog is completely 
indexed for easy reference. 
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STAINLESS 


STEEL WARE 


Easy to Clean 

Stays Bright 

Won't Chip nor Crack 
Cooks Better 
Food-Acid Proof 


Solid bright metal 
clear through 





@ No other utensils give all the great advantages of 
Carlton Stainless Steel Ware. Every woman wants 
Carlton Ware because it lightens her work. Food 
can not cling tightly to its hard finely finished sur- 
face. These bright silvery utensils wash clean, 
quickly and easily, in soap and water alone. The 
trend is to stainless steel. You can profit best with 
Carlton Ware. Ask your jobber. 


The Carrollton Metal Products Co. 


Carrollton, Ohio 


CARLTON 


STAINLESS STEEL 


CHROMIUM 
AND NICKEL 


WARE 
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KINGSTON PRODUCTS CORP. 


KOKOMO, - - INDIANA, U.S. A, 











YOUR STORE 


| or. 
YOUR SALES! 


CONSULT HELLER! 


We offer hardware dealers everywhere 
the most beautiful, finely constructed 
line of hardware store fixtures and 
equipment ever presented. By dis- ++ ,: 
playing your merchandise in the at- 
tractive HELLER manner, placed 
within sight and easy reach, it will 
stimulate greater buying. 


NEW 1938 FEATURES! 








NEWLY DESIGNED LINE! 


Learn the details about HELLER'S Shelving and wall fixtures, dis- 

recent new developments in modern play tables, nail bins, counters, 
2 » 2 45 ra’ és : 

store equipment based on 45 years screw bolt and drill cases, boxes 


experience in manufacturing and eco- 
nomical planning of thousands of suc- 
cessful atores throughout the world. 
QUALITY FIXTURES AT LOW 
PRICES! 
HELLER’S 


and drawers, 
ete. All pictured in folder sent 
FREE! 


sample holders, 


Although hardware 


store equipment embodies finest SEND FOR FREE 
Oo e nen 4 Or ss af 

craftsmanship built to produce ILLUSTRATED 
greater customer buying. it is FOLDER NOW 
available at surprisingly low 

prices and on a time payment t 
basis. Jt will pay to investigate WRITE TODAY! 


at once. 


THE BEST 


HARDWARE SHELVING 
W.C.HELLER 6 aS ae 
aeeegecetee New York City Montpelier, Ohio 
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Getting Ready 
For Profits 


Remember the fable of the grass- 
hopper and the ant? The ant got in 
his winter's supply early, but the 
grasshopper waited until the last min- 
ute and for him the winter was long 
and hard. Look over your stock of 
Conco Freezers now and get ready 
for the early selling of freezers. 


Migosh, Do They 
Buy Freezers 
In Winter? 


In many sections of the country, 
dealers report winter sales of ice 
cream freezers nearly as good as in 
summer . . . because the bugbear of 
getting ice is solved. It’s right at 
folks’ doorstep, free, and easy to pro- 
cure at almost any time. There are 
more parties in winter, too, and ice 
cream made at home in a Conco 
Freezer is the perfect treat for any 
party at any time. 

Prepare yourself, like the ant. Stock 
up now with a well-balanced selection 
of Penguin triple-actions, Dolly Mad- 
ison Electrics, Husky, Igloo or Zephyr 
freezers. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company 
MENDOTA @ ILLINOTS 











Kentucky Ass'n 
Convention 


(Continued from page 82) 


Kan., said that the most important 
man in all merchandising is the re- 
tail sales clerk, who is the real and 
only salesman as no product is sold 
until it is in the hands of a satisfied 
consumer. If the sales clerk fails 
to ring the cash register all must 
fail. Retail sales clerks must, he 
maintained, be “sold” on their em- 
ployers, the stores they work for 
and their jobs, and should be made 
to feel they are important parts of 
the stores in which they work. To 
sell an item a sales clerk should 
know the raw materials it is made 
of. understand its manufacture and 
construction features, know its dis- 
tinctive features, be able to tell the 
use of the article and tell customers 
interesting facts about it. 

Having as his topic, “Shop, Look 
and Live,” Harold W. Hirth, mer- 
chandise manager, Frankfurth Hard- 
ware Co., Milwaukee, Wis., whole- 
sale hardware distributors, said that 
there are now more than 1900 hard- 
ware store items being carried by 
syndicate stores. Independent retail 
hardware dealers undersell syndi- 
cate stores on items the consumer 
doesn’t know the prices of but syn- 
dicate stores undersell independent 
hardware stores on items the prices 
of which are known to the public. 
Syndicates have, he held, done such 
a good job of pricing that they have 
created in the mind of the consumer 
the idea that they sell for less than 
the independent store. Analysis of 
all branches of our industry prove 
the necessity for keeping down ex- 
penses rather than getting higher 
margins. Mr. Hirth told of a sur- 
vey made by the University of Ore- 
gon as to reasons people stopped 
dealing with different retail stores 
in which it was found that only 14 
per cent of the changes were made 
because of high prices. Mr. Hirth 
stated that he believed wholesalers 
must supply dealers with informa- 
tion to assist them in meeting com- 
petition and that both groups must 
have confidence in each other. 

D. E. Cross, vice-president and 
treasurer, Belknap Hardware & Mfg. 
Co., Louisville, Ky., wholesale hard- 
ware distributors, urged dealers not 
to sell on installment plans any 
merchandise that cannot be taken 
into stock should the customer fail 
to pay. When considering a trans- 
action, with a customer seeking to 
buy on a deferred payment plan, a 


















“Oh Boy! 
Am I 
Hot Stuff ?’’ 





EK YEN the horse is proud of saddlery 
hardware finished with Eberite— 
our new plating that covers evenly and 
fully with a beauty that endures. 


This remarkable new finish excels 
anything heretofore offered in its re- 
sistance to rust, wear and weather. 
Fused to the base metal, it will not 
crack or chip. 


Eberite is an exceptionally bright 
and hard finish that surpasses in ser- 
viceability and attractiveness all the 
commonly known and used finishes, 
such as galvanizing, cadmium plating 
and chromium plating. 


Eberite is an exclusive feature of 
our Saddlery Hardware Division. 





Write for descriptive circular 


EBERHARD 


Manufacturing Co. 
Cleveland, Ohio 














When we originated size-marked pump 
leathers, we did not realize how quickly 
they would be demanded by alert retail- 
ers. Today, Simplex size-marked pack- 
ings are a necessity in every hardware 
store. 


Simplex size-marked pump leathers pre- 
vent mistakes, speed up counter sales 
and assure greater profit. Don't be with- 
out these finest quality packings—indi- 
vidually size-marked. 





Ask your jobber or write us 
for price list. 
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AUBURN, 


HARDWARE AGE 








Here’s the Fastest 
Selling Sprinkler 


It's a 
Little 
Red-Headed 
Giant! 







Without doubt, the Pre- 
max Turbine listing at 60¢ 


is the fastest seller in the 
Only 


three parts—nothing to wear 


popular price class. 


out—and eye appeal! It has 
it! Order a sample ship- 


ment—and watch them go! 


hrenar hoduch 


Division of Chisholm-Ruder Co., Inc. 


3804 HIGHLAND AVE., NIAGARA FALLS, W.Y. 














Series 


a strong lacing for all 
types, of belts. Put on 
with a hammer in a 
few minutes. Clinches 
smoothly into belt, 
compresses ends, pre- 
vents fraying, 2-piece 
hinged rocker pins 
provided. 8 sizes. In 
boxes, handy pack- 
ages, cartons and long 
lengths. 














Handy packages 

Handy contain 2, 6 inch 
sets of lacing com- 

Packages plete with pins. Fast 


counter seller. No ne 
to break standard boxes 
WIREGRIP for small users. 
Belt Hooks 

come on processed cards that 
prevent waste — every hook 
can be _ used. Protects 
Applied with 
a WIREGRIP Lacer 
or any other standard 
Belt Lacing Machine. 
All Sizes, 1 doz. cards 
per box. Standard or 
Assorted Cartons. 


Vise Type Belt 
: wiREGrip Lacer No. 0 


operates in any vise. 
Stabilizing feet. Sim- 
plified loading. Best 
for farm, small shop or 
outside work. Complete 






for cutting between 
hooks to exact length. 


ae 
; i Sr ‘ 
ARMSTRONG-BRAY & CO. SEED 

“The Belt Lacing People” CATALOG 
304 N. Sheldon St., CHICAGO, U.S.A. 
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merchant should consider the cus- 
tomer’s ability to pay, amount of in- 
stallment payments for which he is 
already obligated and his honesty. 
He advised setting a practical policy 
as to deferred payment transactions, 
keeping to it and having a complete 
record of those whose payments are 
not up to date. Mr. Cross suggested 
that dealers selling on deferred pay- 
ment plans handle the paper through 
local banks or carry it themselves. 

The problem of the hour is dis- 
tribution, stated Shirley Haas, Louis- 
ville, general manager, Ohio Valley 
Grocery Co. The public is demand- 
ing lower distribution costs. There 
must be research and thinking in 
order to meet competition today and 
the necessary research can only be 
carried on by dealers as groups. 
Scientific research is, he declared, 
“a war on the old ways by the new.” 

The resolutions committee, headed 
by Willard Schaufele, Bellevue, of- 
fered resolutions thanking speakers, 
exhibitors and those concerns which 
had provided entertainment for those 
at the convention. Resolutions were 
also adopted suggesting the appoint- 
ment of a committee to study Fair 
Trade Acts; advocating repeal of 
legislature harmful to the retail 
hardware industry in Kentucky and 
calling on the government to bal- 
ance its budget. R. M. Hunter, 
chairman of the demise committee, 
read the names of deceased mem- 
bers. 

I. C. Mason, Adairville, was 
elected president, succeeding Charles 
Zimmer, Jr., Covington. C. C. Hu- 
lett, Williamstown, was elected first 
vice-president, R. M. Hunter, Nich- 
olasville, becoming second  vice- 
president. G. E. Jones, Kuttawa; 
A. B. Lander, Lafayette, and Mr. 
Zimmer are new members of the 
board of directors. The newly 
elected officers and J. M. Stone, 
Louisville, secretary-treasurer, are 
also members of the board. 

The annual banquet, entertain- 
ment and dance of the association 
was held Wednesday evening, at the 
Kentucky Hotel. Tuesday evening 
the ladies were entertained at a din- 
ner held at the Pendennis Club, as 
guests of Belknap Hardware & Mfg. 
Co., after which they were guests 
of the company at a theatre party. 
The same evening the Belknap com- 
pany played host to the dealers at 
the wrestling matches at the Co- 
lumbia Gymnasium. The ladies at- 
tended a luncheon and bridge in the 
Seelbach on Wednesday afternoon, 
as guests of Stratton & Terstegge 
Co., Louisville, wholesale hardware 
distributors. 
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EVERY 
SALE MEANS 


A STEADY CUSTOMER 


Actually a Whole Shop Full of Tools in 
One—Grinds, Drills, Cuts, Carves, 
Sands, Saws, Polishes, Engraves, 
Sharpens, Cleans. Plugs in any AC or 
DC socket, 110 volts. Free Demon- 
strator outfit requires only 2 sq. ft. of 
counter space. A great window and 
store display! 

Advertisements every month in more 
than 50 publications send buyers to you 
for demonstration. Nothing eompares 
with the Handee and its 200 practical 
accessories as profit makers in the 
craftsmen’s field. Small stock invest- 
ment, with quick turnover. 


ULTRA DE LUXE SET 
A De Luxe Model with 26 
of the most popular acces- 
sories, housed in compact 
steel carrying case. 
















Nationally 
Advertised 


DE LUXE MODEL 
Finest, fastest, most powerful 
tool for its type and weight, 
12 ounces. Speed 25,000 r.p.m. 


Nationally $ 1 8.50 


Advertised 
at 
6 Accessories Free 


STANDARD MODEL 
Built to same high quality 
standards as the De Lure. 
13,000 r.p.m. Weighs 1 f 


pound. 
Nationally 1 
Advertised s 1 0.75 
at 
3 Accessorics Free Vig 


ACCESSORY DISPLAY CASE 


Year-Around Profit Maker 
for Dealers. Every Handee 
owner is a steady customer 
for Handee accessories. This 
glass-top display case is 
theft-proof and dust- 
proof. Takes up only 
1% sq. ft. and contains 
80 of the livest varieties 
of sales-tested acces- 
sories, 3 of each item. 









Send Coupon or Write Today 
CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. EE, Chieage, Ill. 
Send data on Special Deal on Accessory Case and 
FRED Handee Demonstrator Set. 

















































NOW IS THE TIME 
TO STOCK NORCROSS! 


at hand ... already arrived in many 
sections. The consumer demand for 
new garden tools will be heavier than 
for many years. Even men with “part 
time” jobs will be customers for labor- 
saving garden equipment. So, be pre- 
pared for the Spring rush... order a 
full NORCROSS assortment from 
your wholesaler . . . and do it without 
delay. 


For nearly half a century the 
NORCROSS trademark has stood 
for the utmost in quality, design, 
workmanship and finish. And the 
BUSHNELL lower-priced line of- 
fers the Independent Hardware 
Dealer an opportunity to meet 
low-price competition with supe- 
rior quality equipment. 


Write us for 1938 catalog and the name 
of your nearest wholesaler selling the 
NORCROSS and BUSHNELL brands. 
And remember — they’re sold only 
through “Independents.” 


Cc. S. NORCROSS & SONS 
Bushnell Illinois 





National Hardware Week 
May 9-14, 1938. 



























Quality Garden Tools 
Since 1891 





The home gardening season is almost 










H. P. Sheets Receives 
Medal — Outstanding 
Hardware Man of '37 


(Continued from page 72) 


simplification during the period in 
which Herbert Hoover was Secre- 
tary of Commerce. He also told of 
the time when Attorney General 
Harry Daugherty agitated against 
alleged high retail prices and told 
of his own efforts through his asso- 
ciation to correct this inaccurate 
impression. In speaking of these 
activities, he said in part: 


Investigations 


“The Association has tried to 
be active whenever matters of that 
kind came to public attention. It 
felt that the facts did not justify 
such statements. Most of its in- 
vestigations, often made at con- 
siderable expense, showed that 
hardware retailers were not guilty 
of overcharging or at least that 
their profits were relatively mod- 
est. In later years not so much 
of this kind of work has been 
done and it has apparently been 
taken for granted that retailers’ 
charges were reasonable. From 
the annual reports we are getting 
of the retail hardware business we 
know that this is so. The work 
that has been done along these 
lines always in the interest of re- 
tailing and at the same time in 
the public interest. 


Reflecting Conditions 


“Because we happen to be an 
association of retailers, it has 
never been our policy to defend 
unduly if the evidence indicated 
otherwise. We have always tried 
to reflect conditions as they actu- 
ally were even though our investi- 
gations and report might at times 
seem against some of our mem- 
bers. I have always had a strong 
feeling that a trade association 
ought to work for its trade but in 
the public interest as well. Recent 
statements by government officials 
have indicated that prices are too 
high, apparently forgetting that 
today all kinds of merchants are 
compelled to pay all kinds and 
sorts of taxes. And the taxes add 
to the merchandise costs. What 




















QUIT LOSING PAINT SALES 
TO COMPETITION 


Sell IDEAL paints. 
low priced line of guaranteed 
paints. 


The complete 


Write direct to us for samples and prices. 


JOHN R. WATSON PAINT CO. 
3103 Beaubien St. DETROIT, MICH. 


‘SUNSHINE 


Prac ess 


grench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 


HAVERHILL MASS. 





STEEL MORTAR HODS 
No dripping onto 
; the user's back. 





Made entirely of 
Ww stee) with wooden 
shoulder saddle 
and handle. 
Edges are heav- 
ily reinforced. 
The fork is 


pressed from 
heavy gauge 
teel. 


Write for prices. 
The Glovetané Wire Spring Co. 
38th St. and Hamilton Ave. 
* e Cleveland, Ohio € & 








MAY WE REMIND YOU THAT AP- 
PROACHING SPRING DEMANDS 
REQUIRE A COMPLETE STOCK OF 


HINDLEY WIRE GOODS 


COTTER PINS BRIGHT WIRE GOODS 
PLUMBERS’ SPECIALTIES — CUP HOOKS 


HINDLEY MFG. CO., 60 oe 


VALLEY FALLS, 











KEY BLANKS 


OF wad DESCRIPTION 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 














ICE TONGS 


That Carry a Profit 
Plain Handle 
Swell Handle 
Chain Handle 
Household 


Ask your Jobber or write us. 


CHARLES HESS CO., Inc. 


49-16 Metropolitan Ave., Brooklyn, N. Y. 
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FREE Double Barrel DISPLAY with SPONGES and CHAMOIS 











FREE 


with 


Double Barrel 
DEAL 


Popular low priced assortment con- 

tists of 22 Sponges. $10 Ret. Value, 

-— 5 Ass’td. Chamois—$5 Ret. 
alue. 


Total $15. Your cost only $9.33. 


@ A SINGLE DISPLAY SELLS 
BOTH SPONGES AND CHAMOIS 


@ EQUIPPED FOR YOUR 
ELECTRIC FLASHER 

















AMSCO 
AND THAT DISPLAY 
WILL ADD T 
A BOUNTY AND IT'LL MER- ° 
OF SPACE BRING A BOUNTY MAID THEIR FAME 
OF. SALES = ARE 
CALLED CHART 1938 
FOR BY 
NAME 





AMERICAN SPONGE 


CHAMOIS CO., Inc. 45 8 
0., Inc (idee 





SAN FRANCISCO 


“DEMAND BY BRAND” 























Vaughan 





SAFETY KILL 5, 


Can OPENER 


25,000,000 women can’t 
be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ... easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


VAUGHAN NOVELTY MFG. CO., INC. 
3211-25 CARROLL AVENUE, CHICAGO ILLINOIS U.S.A 






















A “Whole Kit” In One Handy Tool 





The B. & C. No. 48 Adjustable “S” Nut Wrench is really 
a “Whole Kit” of wrenches in one handy tool. This 
sturdy, versatile tool handles a wide range of nuts— 
large, small and in-between sizes. Big 
seller to motorists, also for shop and fac- 
tory work, especially adaptable for work 
in tight places where ordinary wrenches 
are useless. All parts interchangeable. 







Five sizes: 6 to 14 ins. inc. All profit- No. 48 
able sellers. “Ss” Nut 
Wrench 


Ask Your Jobber 


BEMIS & CALL CO. 
SPRINGFIELD, MASS. 


Ba 


MARK 























SELLING LIKE HOTCAKES! 
NEW FULTON LETTER PLATES 


Dealers everywhere are stocking 
these new letter plates—taking 
advantage of the tremendous up- 
swing in sales of this beauti- 
fully finished item. A contribut- 
ing factor to their popularity is 
a gravity letter flap—an exclu- 
sive Fulton feature! Regular 
steel finishes are brushed brass 
and oxidized copper; solid brass 
plates are polished or brushed 
brass; other standard finishes 
available upon request. 








Write Today For Complete Information 


PATENT NOVELTY COMPANY 


305 Eighth Avenue Fulton, Illinois 

















INSUREDrorPROFITS 


FAST-SELLING FEATURES 
Greater convenience — Easier opera- 
tion. 

NATIONALLY ADVERTISED 
Leading Magazines—Sunday News- 
papers. 

DEALER SALES HELPS 
Complete! Attractive! Free on Re- 
quest. 


PROFIT PROTECTING POLICY 
Clean-cut Wholesaler-Retailer Distri- 
bution. 

Order From Your Wholesaler. Write us for 
Free Dealer Helps. 


HAMILTON BEACH :CO., Racine, Wis. 


Division of Scovill Manufacturing Co. 
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CG Closely “Read 
“publication 
hao a successful 
Classified Section 


See Pages 142-143 





_ 151 Chambers St. 





DEALERS—-JOBBERS 
— Ne This beautiful 


chromium §S U N - 
a GLO BROIL - 
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ETTE is the most 
sensational and 
modern appliance 
on the market. 
BEREOiLS , 
COOKS, FRIES, 
TOASTS. 

Will broil a 5 lb. steak in 10 minutes. 

A necessity in every home and a most practical gift. 


Send for booklet 


MONMOUTH STAMPING CO.., Inc. 
New York, N. Y. 
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is alloy tool steel made to the | 
Most exacting specifications— 


Through the old craftsman 
methods of individual manufac- 
turing and individual heat treat- 
ing— 

To the final steps of rigid in- 
spection and testing, each pair of 
pliers that carries the Klein trade- 
mark represents the maximum in 
plier quality. 

Klein methods viewed in’ the 
light of modern mass production 
are necessarily more costly. 

On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 





investigations we have made indi- 


| cate that hardware retailers are 


getting nothing more than a nor- 
mal margin, and that in many in- 
stances they are making nothing 
because of the tax expense they 
are compelled to pay. 


“Right now we are engaged in 


| our annual survey of operating 


| beyond bounds.” 






costs. The number of reports com- 
ing in so far would seem to indi- 
cate that dealers did compara- 
tively well in 1937 though no 
tabulations have as yet been made. 
I make that statement on the basis 
that if business results are not 
good, retailers seem reluctant to 
send in their reports. Of course, 
no tabulations have yet been made 
so we do not know what the final 
figures will reveal. We have 
always felt that the matter of 
prices relate not only to retailers 
but to their suppliers as well; that 
the work of checking which we 
have done has been in their inter- 
est as well as in the interest of 
our members. During more recent 
years, not so much of this work 
has been done because the neces- 
sity has not arisen. Of course, we 
have been going through a de- 
pression period when charges of 
high prices have not been so free- 
ly made. Just a short time ago, 
a prominent government official 
had something to say about prices 
being too high, but I am sure he 
forgot the multitude of taxes that 
are now being levied not only on 
retailers but on wholesalers and 
manufacturers as well. The sur- 
prising thing to me igs that prices 
are not higher than they actually 
are. 

“The Association believes it to 
be necessary that the merchant 
constantly dealing with the con- 
sumer must operate at a com- 
paratively small margin. Com- 
petition for consumer business is 
so severe that the chances are that 
the merchant who puts his prices 
too high is simply digging his 
own grave, rather than making 
money as he hopes to do. The 
Association is interested at all 
times in the progress of its mem- 
bers, but it realizes that their 
progress is dependent upon cus- 
tomer support and that such sup- 
port is lacking when prices go 








Scro-Grill 


Wrought Iron, 
Ornamen- 
tal Screen Door 
Grills of rare 
charm. Fits all 
modern stand- 
ard doors; black 

















finish; ten de- 
signs. 
R. H. Hutchinson 
At deal here ; sold by oo 
jealers everywhere ; so . 
hundreds of jobbers; adjust- | 1019 N.MontClair 
able 24 to 34 inches; copy- Dallas, Texas 


right & patented. List $1.25. 
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**Lead Seal”? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually pluge the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem- 
onstrator blocks 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 











Tools that Serve — 
Cutlery that Cuts 
We protect you through Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 


Rockford Illinois 















ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 


Write for prices. 


BRechester Sash Balance Co., Ine. 
Reechester, N. Y. 


CM NA/L 
CLIPPERS 


The “Yankee” 


Open, it’s a sizable, business- 
like tool; closed, it’s as sleek 
as a pen knife—all due to 
new “swivel” lever. Attrac- 
tive card displays one, stores 
L eleven. Retail, 15¢. At job- 
bers’. Send for price sheet. 


The H. C. Cook Co. 


Ansonia, Conn. 














COOKS 


SMART NAILS 


, 
Foam 





YANKE! 








Write for FREE book and 
dealer prices on WARNER 
electric brooder. Best by tests. 


THE NATIONAL IDEAL CoO., 
914H Summit St, 
Toledo, 0. 
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COBURN 


ROLLING STORE LADDERS 


There is a Coburn Rolling Ladder designed 
to meet any special conditions in stores and 
warehouses. 

Send us a sketch showing the height of 
your shelves and any obstructions. We 
will send you our recommendations and our 
quotation. 








Since 1888 Coburn Products Have Been 
Dependable 


COBURN TROLLEY TRACK CO. 


50 CANAL ST. HOLYOKE, MASS. 








ee ee Ae, ee ee 





Gardiner Acid-Core Solders are made to make good... 
no matter how tough the job. Their reputation for de- 
pendability and economy wins trade. Their uniform performance holds 
it. Farmers, mechanics, garages, etc., are 1, 5 and 20-Ib. spool buyers. 
The big, profitable home market shows a marked preference for 
the famous Gardiner Repair-All Household package . . . priced to 
meet chain store competition with a full mark-up. Order Gardiner 
Solder by name from your jobber. 


) 
2 


ofardimer 





METAL CO. [METAL CO. 97 
neazi 3. Campbell Ave., Chicago, Ill. 





bee. 


+ SAND’S LEVELS 


— TELL THE TRUTH — 


a ad {@ eid (si IG yl 
WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND'S-STEVENS SURFACE AND LINE 








| 8631 Gratiot Ave. 





Write for Catalog 


Sanb’s LeveL & Too. COMPANY 


DETROIT, MICH. 
eee 
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Proved for Impulse Merchandising 
Power, Justrite Push-Clips on your < 47 


counter will bring you EXTRA sales. 


Practically every customer will buy 
them. Every buyer will REPEAT! 
Justrite Push-Clips are easy to install 
. . no tools required. Hold lamp, radio or 
telephone cords firmly; easy to remove. 
Do not mar walls or woodwork. 
No. 17 Push-Clip Display ('% gross 
cards): 9 cards Ivory, 3 cards White, 9 
Cards Old Gold, 6 cards Dark Red, 6 
cards Dark Green, 3 cards Green. 


JUSTRITE MANUFACTURING CO., 2073 Southport Ave., Chicago, il 








NEW DEAL ON 
EDLUND CAN OPENERS 


With Free Offer And 
Demonstration Display 


Will Be Announced 
Next Month 


Ask Your Jobber 
or write direct 


EDLUND CO. — BURLINGTON, VT. 














Money In $TARS$ 


STAR Heel Plates make money for 
every dealer. They sell readily. Fit 
the shoe perfectly. Do not slip on 
pavements. Satisfy every customer. 
Bring sure repeats when more 
“STARS” are needed. 








STAR Heel Plates come in nine sizes 
—to fit ALL sizes of shoes, from 
children’s to adults’. Sales leaders 
for 30 years. 4 gross pairs in box. 
Also assorted 3 pairs on cards. 


Sold by Leading Jobbers—Send for Samples. 
STAR HEEL PLATE CO., Newark, N. J. 


STAR 
HEEL 
PLATES 
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They have 
pleased users 
for nearly a century 
‘and their continuous 
performance as sound 


from the complete line of certified 
Wood and Metal Saws, Saw Tools, Ma- 


oe ERFOAMANCE 


E. C. ATKINS AND COMPANY, 410 S. Illinois St., Indianapolis, Indiana 
ee ee 
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Information regarding sources of supply as pre- 
vided readers of Hardware Age by the “Whe Makes 
It?” editor is here presented as an aid to ethers in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Scranton, Pa.: Who makes an 
electric driven butchers’ block re- 
leveling machine?—Snee & Sunday 
Co. 

ANSWER: Heath Mfg. Co., Inc., 
210 Lafayette Street, New York, 
N. Y. 


* * + 


Cleveland, O.: Who makes the 
Teck flush valve?—East End Hard- 
ware Co. 

ANSWER: Teck Mfg. Co., 2540 
Diversey Ave., Chicago, II. 


* * * 


Westfield, N. J.: Who makes the 
South Sea heating pad—Tuttle Bros. 


ANSWER: Poloron Products, 
Inc... Bradford Rd., Mt. Vernon, 
NN. 3 

* * * 

Philadelphia, Pa.: Who makes the 
Vibro-shaver safety razor which has 
a spring that you wind up to oper- 
ate?—Murta, Appleton & Co. 

ANSWER: Seajay Co., 3302 Cot- 
tage Grove Ave., Chicago, III. 


* * * 


Senoia, Ga.: Who makes lace 
leather with picture of an Elephant 
on the package?—Senoia Hardware 
Co. 
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ANSWER: California Tanning 
Co., 1905 Shenandoah Ave., St. 


Louis, Mo. 
* *% * 


South River, N. J.: Who makes 
Economy liquid belt dressing?—-S. 
Grossman & Sons. 

ANSWER: Baltimore Belting Co.. 
23 So. Gay Street, Baltimore, Md. 


* 8 # 
Salt Lake City, Utah: Who makes 
a brad pusher for driving small wire 
brads ?—-Zion’s Cooperative Mercan- 
tile Institution. 
ANSWER: Waterstons, 23 E. 
Larnard St., Detroit, Mich. 


* * * 


Providence, R. I.: Who makes hot 


bed mats? — Belcher & Loomis 
Hdwe. Co. 
ANSWER: Palmer Bros., New 


London, Conn. Landers Corp., 837 


Buckingham St., Toledo, Ohio. 
* * * 


Lewiston, Me.: Who makes the 
Dolber storm window hangers?— 
Lewiston Hardware & Plumbing 


Supply Co. 


ANSWER: Walter W. Woodruff 
& Sons Co., Mt. Carmel, Conn. 


Kansas City, Mo: Who makes the 
Odac metal cabinets? — Broadway 
Hardware Co. 

ANSWER:— Odac Mfg. Co., 
Pier 11, North River, N. Y. 


* * * 

Franklin, Va.: Who makes the 
G.G.G. electric light fixtures?— 
W. T. Pace. 

ANSWER: Gruber’ Bros., 72 


Spring Street, New York, N. Y. 
* * * 


North Tonawanda, N. Y.: Who 
makes the Aladdin portable electric 
are welder?—Schenck Hardware. 


ANSWER: Commonwealth Mfg. 
Corp., 4208 Davis Lane, Cincinnati, 
Ohio. 


*# #2 


Avon Park, Fla.: Who makes the 
Blue Point mechanic tools?—Smith 
Hardware Co. 

ANSWER: 
Kenosha, Wis. 


* * * 


Snap-On Tool, Inc., 


Bennett, Ia.: Who makes the King 
level wind fishing reel?—Harry G. 
Carl. 


ANSWER: Pequea Works, Stras- 
burg, Pa. 
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EAST JAFFREY,N.H. 


(4S, TORCHES 


KNOWN 
EVERYWHERE 


No. 800 — Low Priced, Pump Filler, 
Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON ® LAMBERT Mrc. Co. 


DETROIT, MICHIGAN 
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You too can depend upon 


TURNER 


for 


Deliveries 


Thousands of dealers have found 
The Turner Brass Works to be 
the unfailing source of supply 
even at the very peak of the 
Blow Torch season. 

Be sure to lean upon Turner 
Jobbers for your season’s de- 
mands. 














E TURNER BRASSWORKY ? 


00 Park Ave., Sycamore, Ill., U. S. A. 
Plumbers’ and Tinners’ Fire Pots, Camp Stoves, Gasoline Lanterns, Lamps, etc. 











FAST SELLERS! 
"Stan-More’ KITCHEN ITEMS 


Ice Picks 

Ice Chippers 
Cork Screws 
Bottle Openers 
Ash Trays 
Kitchen Cleavers 
—and others— 


IN ASSORTED COLORS! 


A complete line of high quality tools and specialties for kitchen 
use. Several NEW ITEMS! Attractive prices, to retail 5¢—75¢ 


See your jobber or write us today for literature and prices 


CHAS. D. BRIDDELL, INC. 


Manufacturers since 1895 
CRISFIELD, MARYLAND, U. S. A. 


GET OUR NEW ICE PICK DISPLAY—FREE! 
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A DRIPLESS PENETRANT 
and 


BETTER ee 
DOOR-EASE 6 


DRIPLESS PENETRATING OIL 





. or anything requiring a fine 
oil which préyents corrosion and rust. 

Rapidly enters‘the tightest fittings and hard-to-get-at places which 
most oils do not reach. Congeals to a lasting dripless lubricant. Will 
not gum. Runs in. . . will not run out. 

Furnished in a refillable, 4-oz. oiler, shown above, which delivers 
either drops or a pressure stream . . . 25c list. Attractive one dozen 
display produces profitable sales. 


AMERICAN GREASE STICK COMPANY 
MUSKEGON pept.A MICHIGAN 















You get quick turn-over with these 


J & L Wire Products 
for the Hardware Trade 


J & L Barbed Wire on the new Safety-Grip Spool . 

J & L Standard Woven Wire Fence ... J & L Anne aled 
and Galvanized Plain Wire ...J & L Netting and Fence 
Staples . . . and the compleie line of high quality J & L 
Wire Nails and Spikes. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 


} 
MAKERS OF HIGH QUALITY IRON 














AND STEEL PRODUCTS SINCE 1850 





















Hardware stores everywhere 
report increased sales. . 
profits from quality files . Customers 
like the cellophane-wrapped files. The 
No. 66 Retail File Display Unit is the big 
merchandising success of the current 


» More 


season. Your wholesaler can 
supply you Available 
for Nicholson or Black 
Diamond Files. Nichol 
son File Company, Provi 
dence, R.I., U.S.A. 


PATENTED 









TAKE A LOOK! 


8 PAGES 


PLIERS — PUNCHES 


NIPPERS—PRUNERS 
and other SPECIAL 
20) 1 2@)) (O18) &) 


in the July 29th 


DIRECTORY ISSUE 
OF 


HARDWARE AGE 


Also includes 
BARGAIN SALES UNITS 


WM. SCHOLLHORN CO, 
NEW HAVEN, CONN. 


The 
416 CHAPEL ST 
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Help Wanted, Accounts Wanted 


Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.... $4.00 
Each additional word......... -06 


Positions Wanted 
(Special Rate) set solid, maximum, 
SE vicccccesstcssssasevees -50 
Each additional word .............- 01 
Allow Boven W ords for K eyed Address or Your Address 


BOXED DISPLAY RATES 
 _ oer e $5.00 
Each additional inch ......... 4.00 
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Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesme 


n, Retailers 





and Retail Salesmen 









o 5 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
—_-_~eo— 
HARDWARE AGE is published every 


other Thursday. Classified forms close 
15 days previous to date of publication. 








Sete | 
Beas’ | 


ee | 





NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

—_—~e— 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St.. New York City 
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WANTED: A YOUNG MAN WITH knowl- 
edge of the hardware, paint and plumbing and 
heating and electrical business as outside sales- 
man three counties in Northeastern New York. 
Address Box C-870, care of Harpware AGe, 239 
Ww. SO Be, B. F.. Coe. 


E’Baainess Opportunities * 


MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 














WANTED: TO EXCHANGE GOOD 80 acre 
improved farm, located in Phelps County, Mis- 
souri, near Rolla, Missouri, for hardware business 
in good small town in Missouri or Southern or 
Southwestern states. Value of farm $3,500. For 
particulars, address: R. M. Coleman, Dillon, 
Missouri. 











SALESMEN WANTED BY _  HIGHLY- 
RATED MANUFACTURERS, in business 35 
years, to sell a line of good dependable, mod- 
erately-priced aluminum ware direct to the retail 
trade. Have territory open in Illinois, Indiana, 
Missouri, Kansas and Oklahoma. Will consider 
only experienced salesmen who know the retail 
hardware trade in their territory. Full _commis- 
sion paid weekly. Exclusive territory. Have un- 
usual proposition for the right men. Sales in- 
creasing rapidly. Salesmen can _ conveniently 
handle one other line in connection with ours. 
Address Box C-883, care of Harpware Ace, 
239 W. 39th St., N. Y. City. 


REPUTABLE MANUFACTURER OF FAST- 
SELLING LINE of fishing baits desires qualified 
sales representatives in all States to sell jobbers, 
chain and department stores, and premium ac- 
counts. State experience. Give bank and three 
commercial references. Liberal commissions. Give 
territory and other lines which you sell. Oppor- 
tunity for big money to good salesmen. Address 
Box C-881, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 


SIDELINE SALESMEN: NOW _ REGU- 
LARLY COVERING territory to represent manu- 
facturer of paint brushes in the middle west on 
commission basis. Prefer men calling on hard- 
ware, paint, lumber and department store trade. 
State age, territory covering, references and lines 
now handled. Address Bentzinger Bros., 317 
North Third, St. Louis, Mo. 


OUTSTANDING NEW YORK WHOLE. 
SALE HARDWARE, Housefurnishing and Elec- 
trical House requires the services of an experienced 
salesman for the Jersey Coast. Must be thoroughly 
experienced with the lines mentioned and have 
following. No others need apply. State last five 
years employment, confidential. Commission basis 
only. Address Box C-847, care of Harpware 
Acr. 239 W. 39th St.. N. Y. City. 


SALES REPRESENTATIVES WANTED TO 
SELL Pure Gum Spirits of Turpentine and Wood 
Turpentine on commission basis_in Illinois, In- 
diana, Minnesota, Wisconsin, Iowa, Nebraska, 
Ohio, Pennsylvania, and New York. Address 
Box C-885, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 
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EASTERN MANUFACTURER OF BUILD- 
ERS’ HARDWARE wants experienced salesmen 
to travel on a commission basis in the states of 
Alabama, Florida, Georgia, North Carolina, South 
Carolina, Tennessee, Virginia and West Virginia. 
Only men with a following, who are willing to 
work and can earn a large commission need apply. 
Address Box C-859, care of Harpware AGE, 
239 W. 39th St.. N. Y. City. 


ESTABLISHED PAINT VARNISH BRUSH 
MANUFACTURER making high-grade complete 
line of quality merchandise sold to wholesale, de- 
partment and chain store, auto accessory and hard- 
ware trade has opening in central states and south 
for experienced brush salesman. Commission 
basis. Address Box C-879, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURER’S REPRESENTATIVE 
WANTED TO INTRODUCE new advertised 
specialty to hardware, automotive, sporting goods, 
electrical, mill supply, variety, etc., outlets. 10c, 
25c, 60c sizes; counter cards, bin cards and 
counter display boxes. Commission basis with 
liberal allowance for sales promotion. Must be 
well established with trade. Address Frund 
Products Co., 43 E. Ohio St., Chicago, Illinois. 


AGENTS WANTED WHO NOW ARE sell- 
ing to hardware, drug, department, chains, or feed 
trade to take on fast-selling lines of Soy-O-Cide 
Livestock Spray and Domino Dog-ets, the Dog 
Food that has “Everything in Every Mouthful.” 
Year around proven products guaranteed by na- 
tionally-known concern. Write—Nowak Milling 
Corporation, Hammond, Indiana. 


WANTED: PART OR FULL TIME salesman, 
liberal commission basis to sell to paint and hard- 
ware, linoleum and department stores, the per- 
fected Lin-O-Lac Linoleum Coating, already 
proven an easy seller and’ good repeat item. 
Several territories still open. Address Star 
Chemical Co., Inc., 2211-15 So. St. Louis Ave., 
Chicago, IIl. 























DO YOU WANT 
EXPORT SALES? 


Manufacturers of quality lines 
for machine tool and hard- 
ware trade who want to build 
a sound and lasting business 
in overseas markets are in- 
vited to communicate with 
company having adequate cap- 
ital to finance sales for own 
account. Long established or- 
ganization with personnel ex- 
perienced in foreign distribu- 
tion of American products, 
will consider carefully bona 
fide inquiries from reliable 
manufacturers only. 
Address Box C-886 
Care of Hardware Age 

239 W. 39th St., New York City 





CENTRAL PENNSYLVANIA MANUFAC- 
COVERING MINES, 


GENERAL HARDWARE TRADE DESIRES 
SEVERAL ADDITIONAL LINES. _TERRI- 


ADDRESS _ C-865, CARE OF HARDWARE 
AGE, 239 WEST 39TH STREET, NEW YORK 
Cire. 
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ESTABLISHED REPRESENTATIVES AND 
DISTRIBUTORS—THREE outside salesmen, 
office and warehouse in Boston—serving Archi- 
tects, Wholesale and retail trade in the Hardware 
and Plumbing industries throughout the New 
England States, offer to a manufacturer or in- 
dividual with a meritorious product an unusual 
opportunity to promote and sell through one or 
more of the above channels of distribution. You 
may write us in confidence. Address Box C-867, 
care of Harpware Acr, 239 W. 39th St.. N. Y. 
City. 

EXPERIENCED TRAVELING SALESMAN 
WITH FOLLOWING among 100 hardware, fur- 
niture and department stores in Northern Ohio 
(north of U. S. highway #40) open for follow- 
ing competitive priced lines: coal and wood 
stoves, oil heaters and ranges, residential lighting 
fixtures, portable oil lamps, screen wire, bicycles, 
roller and ice skates, children’s automobiles, 
sleds, wagons, lawn mowers and garden hose. 
Address Box C-868, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 


I AM SELLING 300 GOOD LOYAL retail 
hardware accounts in Oregon, Washington, Idaho 
and Montana. If you have a good substantial 
factory line I will show results. Address 
Salesman, Box 2248, Portland, Oregon. 

















MANUFACTURER’S AGENT IS IN A posi- 
tion to devote the necessary effort to one additional 
line. We travel six men throughout New Eng- 
land and cover intensively the hardware and de- 
partment stores, and maintenance departments of 
the larger industrials and institutions. Address 
Box C-887, care of Harpware AGE, 239 W. 39th 
St., NW. ¥.. City. 





MR. MANUFACTURER! DO YOU WANT 
intelligent and honest representation in Chicago 
and Middle West? Communicate immediately 
with merchandiser, experienced in hardware and 
housefurnishing lines, with large mail order and 
retail house over twelve years. Address Box 
C-880, care of Harpware Ace, 239 W. 39th St., 
N. ¥. City. 





WELL KNOWN, LONG ESTABLISHED 
MANUFACTURERS’ Representative wants one 
more line to round out his list of accounts. Sells 
jobbing trade exclusively, hardware, mill supply, 
plumbing supply houses, in State of California. 
Address Box C-864, care of Harpware AGz, 239 
West 39th St., N. Y. City. 


WANTED—ARTICLES OF MERIT FOR ex- 
clusive distribution or factory representation to 
hardware and variety. stores of eastern Pennsyl- 
vania and South Jersey. Address Box C-874, 
care of Harpware AGE, 239 W. 39th St., N. Y. 
City. 
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ENERGETIC AND CAPABLE 
HARDWARE MAN 


desires selling position with manufacturer or jobber. 
10 years’ experience buying and selling to builders, 
architects and consumers both outside and inside. 
Married, but willing to locate anywhere. Have 
driver’s license. 

Address Box C-850, care “. eae wans AGE, 
pa 239 W. 39th St., City 














BUILDERS’ HARDWARE MAN, EXPERI. 
ENCED ARCHITECTS’ plans and specifications 
on all classes building construction. Thorough 
knowledge leading lines finishing hardware, tem- 
plate work, scheduling and details. Capable de- 
partment manager. Age 35, married. Address 
Box C-854, care of HarpwarE AGE, 239 W. 39th 
S.. MW. ¥. City. 





HARDWARE MAN—35 YEARS OF age— 
good education—18 years’ experience, desires con- 
nection large retailer, builders’ hardware, blue 
print, schedule, detail, factory mill supply, indus- 
trial equipment, complete control purchases, sales, 
management, can locate within 100 miles of New 
York City, excellent references. Address Box 
C-869, care of HarpwarE AGE, 239 W. 39th St., 
y.. 3. Com: 





SEASONED SALESMAN DESIRES PER- 
MANENT CONNECTION with manufacturer. 
Age forty-five, twenty years selling on road, 
thorough knowledge builders’ hardware calling on 
jobbers and mill supply jobbers in South, North 
and Middle West territories; also six years sell- 
ing glues to manufacturers, industrials, utilities, 
textile and paper mills along Atlantic Seaboard 
Penna. to Florida. Available immediately. Best 
references and character. Address Box C-877, 
— of HarpwareE AGE, 239 W. 39th St., N. Y. 
ty. 


ATTENTION WHOLESALE EXECUTIVES! 
SEASONED DEPARTMENT manager, Christian, 
offers over 16 years’ successful experience operat- 
ing hardware, housefurnishing, auto accessories, 
toy and sporting goods departments for large East- 
ern jobber. A shirtsleeve worker brought up in a 
hard school—thoroughly familiar buying and sell- 
ing problems of both wholesaler and retailer. Can 
inaugurate a new department or build up an old 
one. Modest living expenses make initial com- 
pensation of secondary importance to opportun- 
ity. Address Box C-878, care of HarpwWareE AGE, 
239 W. Bah St. MN. ¥. City. 








HARDWARE AND PAINT DEALERS AT- 
TENTION! A former chief accountant of a 
large hardware concern, wishing to build up an 
accounting practice, offers his services in the 
evenings to the metropolitan New York City 
Hardware, Paint, Housefurnishing dealers, ren- 
dering a complete accounting service, writing up 
books, tax matters, etc. Address Box o 875, care 
of Harpware AcE, 239 W. 39th St., N. Y. City. 





SALESMAN OVER 10 YEARS WITH 
PRESENT firm, wishes connection with reliable 
manufacturer of staple, repeat products, appealing 
to retail or wholesale hardware or housefurnish- 
ing trade. Present employer discontinuing. Ac- 
quainted with trade in Philadelphia and surround- 
ing or Jersey. Best references. Address Box 
C-876, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





CATALOGMAN—WILL PREPARE COPY 
or handle entire production of toy, sporting goods 
or electrical catalogs on spare-time basis with re- 
sulting saving. Past results show 40% saving on 
entire production. Would also consider full time 
catalog or advertising position. Address Box 
C-882, care of Harpware AGe, 239 W. 39th St., 
N. ¥. City. 





YOUNG MAN, 27 YEARS OF AGE, 12 
years’ experience in retail hardware and paint 
line wishes position with retail or wholesale firm 
where there is a definite opportunity for advance- 
ment. Best of references. Single. Can locate 
anywhere in U. S. Address Box C-871, care of 
HarpwarE AGE, 239 W. 39th St., N. Y. City. 





SALESMAN MANUFACTURER’S REPRE- 
SENTATIVE CALLING FOR the past 12 years 
on the Hardware, Housefurnishing and Elec- 
trical jobbers in Metropolitan New York; also am 
well acquainted with the chain and Department 
stores. Commission basis. Good references. Ad- 
dress Box C-856, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





SALESMAN, 33, MARRIED, WITH CAR, 12 
years’ experience contacting department stores, 
chain stores, jobbers and retailers in St. Paul- 
Minneapolis and states of Minnesota, Wisconsin, 
the Dakotas and Iowa, desires connection. High 
type, dependable man with ability to get the 
business and ably represent a reputable firm. Ad- 
dress Box C-884, care of Harpware AGe, 239 W. 
ath St.. N. Y. 








Hardware Personn 


Our files contain applications of several hundred 
experienced and well trained employees in the 
hardware industries 
NO CHARGE TO EMPLOYCRS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York Citv 

WIS. 7-1802, 1803 
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21 YEARS’ EXPERIENCE IN SELLING, 
Hardware, Housefurnishings, Toys, Mill & Fac- 
tory Supplies, Sporting Goods, Paints, etc., Win- 
dow trimming, Store departmentizing, including 
sampling work on draws and panels, Hardware 
Newspaper advertising, do all of my own show 
card and sign work, wish to locate with a good 
live organization—Middle West Preferred. Ad- 
dress Box C-858, care of Harpware Ace, 239 W. 
39th St., HN. ¥.. Ci. 





STORE OR DEPARTMENT MANAGER PO.- 
SITION desired. Possible small investment. 
Would consider road territories. Experience: six 
years in one of Western New York’s largest 
hardwares. Employed in Dey Brothers of Syra- 
cuse, N. Y., Sears Roebuck & Company. Also ex- 
perienced in Funeral Directing. Age 27. Pre- 
fer connection near Buffalo, N. Y. Address Box 
a care of Harpware AGE, 239 W. 39th St., 
NW. ¥. City. 





SALESMAN WITH ELEVEN’ YEARS’ 
SELLING experience, thirty-two years of age, 
married, own and drive a car. Past six years 
spent with reliable concern contacting Hardware 
and Drug jobbers also ,.Department Stores and 


large Retail accounts. Well acquainted with 
Westchester, Bronx, Manhattan and _ southern 
Conn. Best of references. 


Address Box C-866, 
care of Harpware AGe, 239 W. 39th St., N. Y. 
City. 


RETAIL STORE OR DEPARTMENT MAN- 
AGER, Age 35, formerly in charge of leading 
Chain Store Hardware Department, experienced 
all phases Modern Merchandising Methods, Buy- 
ing, Sales Promotion, Advertising and Display— 
General Hardware—Housefurnishings, Building 
Supplies, Farm Equipment, Paints and Power 





Tools. Location no object. Address Box C-872, 
care of Harpware AGE, 239 W. 39th St., N. Y. 
City. 











Only RESULTS Count in Advertising 
Let the FIGURES Speak for Themselves 


Performance beats promises every time. 
The Classified Section of Hardware Age 
has been and is giving the kind of per- 
formance that advertisers appreciate. 


When business seeks Opportunities, or 
Sales Representatives, or Accounts, Help 
or Positions Wanted it speaks through 
the trade paper that covers the trade and 
“Delivers the goods.” 


4,547 Replies to Box Number Advertisements 
from September, 1936, to September, 1937 


prove the results in actual figures that 
Hardware Age secures for its Classified 


Advertisers. 


represent a GAIN of 1,041 replies OVER 
the corresponding period in 1935-’36. 


These impressive figures 


And a still LARGER GAIN of 2,575 
replies MORE than the same period the 
year before. These results—this dominant 
leadership narrows right down to one con- 


clusion: What the Classified Section of 


do for you. 


Hardware Age does for others—it will 


HARDWARE AGE 


239 West 39th Street 
A.B.C. 


Classified Opportunities Dept. 
(A Chilton Publication) 


— Charter Member — 


New York, N. Y. 
A.B.P. Ine. 








FEBRUARY 10, 1938 


143 














The Dash (—) Indicates that the Advertisement Does Not Appear in This Issue 





Alabastine Co. 





Aladdin Industrie ae 
Pe Se Ga ccéeeensadaeens 
Alliance Mfg. Co.. 

American Brass Co., The....... 


American Cabinet Hardware Corp. 


American Chain and Cable Co., 
Ine. $b ESE DERSROHERC OBO OS 
American Chain Division...... 


Fork & Hoe Co., 
Grease Stick Co...... 
Hardware Corp., The 


American 
American 
American 


American Home Products Co.... 
American fcrew Co............ 
— Sponge & Chamois Co., 
Mi Lseteeekteaensevabecdwars 
American Steel & Wire Co...... 
American Thermos Bottle Co.... 
American Wire Fabrics Corp.... 
Ames Baldwin Wyoming Co..... 
Animal Trap Co. of America 
Sve cwddancceuess 
Archer-Daniels-Midland Co. 
Armstrong Bray & Co.... 


Armstrong Bros. Tool ¢ Co. eed 
Arnold, Schwinn & Co., Inc..... 
Atpres & Ob, EB. C..0.22. 
BURRS TEeE Coep....cccsecs 

B 
Ballonoff Metal Products Co. 
MOM DE, Cie csi scccecs . 
i =O”... ee 
MDa dose een end 


Bayer-Semesan Co. 
tehr-Manning Corp. 
memes @ Cele O8....2..0. 
Bendix Products Corp., 
Marine Div. ° 
Benjamin Franklin Hotel 
Kethlehem Steel Company. 
Birdsell Corp., The 
Blaisdell Pencil Co......... “es 
Bissell Carpet Sweeper Co....... 
Blake & Johnson Co............ 
BKommer Spring Hinge Co. 
Borg-Warner Corp. .......... 
Boston Woven Hose ‘t 
GM .eeeseudnceacues 
Boyle Co., The A. 8... 
triddell, Inc., Chas. D 
Briggs & Stratton 
Brown Corp., W. R...... 
Bruner-Ivory Handle ee, 
Brunswick-Balke-Collender Co., 
y. eve re ne 
Brush-Nu Co 
Burden Iron Co., The 


Cc 


‘ albar Paint & Varnish Co... 
c > = 

Carey Co., The Philip... ee 
Carnegie-Illinois Steel Corp..... 
Carrollton Metal Prod. Co., The 
Carter Products Co........ 
Central Commercial Co. 
Cheney Hammer Corp., 
Chleage® Beek CO... .6cccces 
Chicago Syring Hinge Co.. 
‘ 
‘ 
c 
c 
c 
‘ 











Henry 


‘hicago Wheel & Mfg. Co 
‘hisholm-Ryder Co., Ine... 
lancy, Ive. — 
laridge Hotel 
layton & Lambert 
‘lemson Bros., Ine.... ° 
Cleveland Chain & Mfg. Co..... 
Cleveland Wire Spring Co., The. 
he 3 er ee 
Coburn Trolley Track Co... . 
Coleman Lamp & Stove Co. 
Columbian Rope Co............ 
Columb in ‘i 
Conco ’ 
Contine ntal Steel 
‘ 
‘ 
‘ 
( 
‘ 
‘ 


Mfg. Co..... 











‘ook Co... The H. ©¢ F 

Cabinet Lock Co iota 
‘orbin Serew ¢ ‘orporation, “The. . 
‘ordley & Hayes. 
‘ornine Glass Works. . 
ONO WOE GWisacéccccescee 
Cross & Co., Ine., W. W 
Cyclone Fence Co.... 


‘orbin 


D 
Os oe ies aaaws 
Damascus Steel Products Corp... 
Dazey Churn & Mfg. Co........ 


DeLaval Separator Co., The... . 
Deniston Co., The.. SEN OP 
Devoe & Raynolds CO BPO. cee 
Diamond Calk Horseshoe Co..... 
Dietz Co., R. 
Disston & Sons, “Ine. 
DG OF DNR. oo htccsecanes 
Draper-Maynard Co. 
du Pont de Nemours & Co., Inc., 
E. I 


81 
141 


119 








| 














E 
ae ee 32 
re Ce cs ckeeececus - 
PS Gs Gi cc ce ccvcceus 134 
DE MEE Cnedkacescaewanaeeds 139 
OE ee ere 146 
Empire Electric Co........0- — 
Empire Level Mfg. Co.......... -_ 
SE CE Bi céceccceeweces 
oo | ee 22 

F 
CLE COS 97 
Fate-Root-Heath Co., The...... 123 
Faultless Caster Corp.......... —_ 
Florence Stove (o.............. — 
Ford Motor Co., By Products 

ee, are rene -_- 
Poarce Glnse Co... ...cccccscce 127 
a. | ae 117 
Frigidaire Div. of General Motors 

as baw eee peed we -_- 

G 
Garde, UME. 2. ccccccccccccsce -- 
Gardiner Metal Co............. 139 
Gem Division, American Safety 

Maser COCR... cc cccvccsceces - 
General Electric Co., Lamp Div. 
General Electric Co., G. E. Re- 

frigerator Div. ........+-+-- 
General Electric Co., Appliance 

& Mdse. Dept., Bridgeport, 

COMM, ccccsccccccsccccceces 38 
General Motors Corp........... - 
Giant Grip Mfg. Corp.......... -- 
Gibson Electric Refrigerator 

COPP, ccccccccerccsccsscecs bo 
Globe American Corp........... — 
Goldsmith Sons, Inc., The P... 
Goodyear Tire & Rubber Co.... — 
Goulard & Olena, Inc.......... 
Cenbate TI Gi k ccc ccc sccses 136 
Grasselli Chemicals Dept. of 

E. I. du Pont de Nemours & 

Chi, TRB. cacderdocccerceeses 130 
Gray & Dudley Co........-+.+. 
Greenfield Tap & Die Corp...... 126 
Geasnlen Week CO... ceossscwsen 118 
a eer errr 111 
Gulf Refining Company......... 106 
Gullborg Mfg. Co., John S...... 

H- 

Hamilton Beach Co....... esos Se 
Htamlin Metal Products Co..... 7 
Hampden Mfg. Co., Inc......... 
Bameem Gesle Ce... .ccocsccces 
Harris Hdw. & Mfg. D. PB. - 
Hesee, IME; POMB... oc ccsccces 146 
Hawkins Company, The........ 
Hazard Insulated zo Works.. 79 
Heller & Co., a re ee 133 
Heller Bros. Co.. ie oun -- 
Hess Co., Ine., C harles. a oa ana 136 
Hindley Mfg. Co 136 
Holland Mfg. Co., - 
Hoppe, Inc.. Frank A.......... 127 
Horton Manufacturing Company. 13 
Hotel Benjamin Franklin....... 128 
Re. GE 6:6-66466%404.605-4:6 _- 
Hoyt & Worthen Tanning Corp.. 136 
a a rae 148 
ee ere er 11% 
Hutchinson & Co., R. H........ 138 

I 
Imperial Bit & Snap Co........ 120 
Independent Lock Co........... 
Indiana Steel & Wire Co....... 122 
Ingersoll Steel & Dise Div. 

Borg-Warner Corp. ......... 28 
Ingersoll Waterbury Co......... 24 
International Harvester Com 

DOE, TBs. 6c. cbodcansceaess _- 
Irwin Auger Bit Co., The...... 

J 
Jones & Laughlin Steel Corp.... 141 
Cae TEE: Gis bcc ceesacacas 139 

K 
ee Oe Se eee - 
Kelvinator Division, 

Nash-Kelvinator Corp. ...... 
Mewes & MO Cena ccsccccees - 
Keystone Steel & Wire Co...... —- 
Kingston Products Corp........ 133 
MON @ BORG, Bees ccccccsccces 138 
Knapp-Monarech Co. ........... 139 
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Marble Arms & Mfg. 
Martin- Senour Co., 

Master ‘ 
Mayhew Steel Products, 

Merchandise Mart, The.. 
Metal Sponge Sales Corp.. 
Mid-States Steel & Wire (¢ 
Midway Chemical 

















L 

Lamson & Sessions Co., The. ~-- 
Landers, Frary & Clark........ 42 
Larvex Division, 

Zonite Products Corp......... 115 
Leonard Refrigerator Div., 

Nash-Kelvinator Corp. ....... —_ 
Libbey, Owens, Ford Glass Co... 10 
Lincoln Engineering Co......... 26 
L incoln- Schlueter Floor Machine 419 
Lockwood Hdwe. Mfg. Co....... 44 
ASE re er 38 
See MO. Mis has devievesec< —_— 
Bares Tee Ce, TH... ccecws 114 

M 

McCambridge & McCambridge Co., 

; | en eT reer rere 146 
McCormick Sales Co., The 

CE TID BU oc ok cs ciee ci 146 
McCormick Sales Co., The 

CO ee SS eae 117 
McKay Company, The.... 131 
McKinney Mfg. Co.......cceee. ‘ 
McLaughlin, soeeney 


Div. of 


The £ - 
oo ge Rs See eee - 
Miller, Inc., Robert Be. ccccscce 146 
Millers Falis Co............... 113 
Minnesota Mining & Mfg. Co.. —_ 
Monmouth Stamping Co......... 137 
Moore Push-Pin Co..........-+. 46 
Morse Twist Drill 4 oueene Co. 132 
Moto-Mower Co., The.......... 27 
Murray Ohio Mfg. C “ < 107 
Myers & Bro. Co., The 20 

N 
Nash-Kelvinator Corp. a= 
National Enameling & Stamping 

Ch, . pa Reese eo 4406-9 5 666; 060.008 6 
i" i es ae ee 138 
MOGGE DOOR. ORis ccscacccoces 23 
| Re are 30 
ae Pressure Cooker Co.. _— 
National Screen Co............ 39 
National Screw & Mfg. Co...... 109 
New York Wire Cloth Co....... 37 
Wesemee . Ware Cinco 6.0:6c.svccces 14 
Norcross & Sons, C. 8.......... 136 
Norge Division, Borg-Warner Corp. 85 
North Bros. BIS. CO... .cccvcees - 
Northwestern Barb Wire Co..... 27 
Norton Abrasives .....cccccees 112 
Norton Door Closer Co......... 35 
rene err re —_ 

oO 
Oio Stove Pipe & Mfg. Co. 
kk arr ee errs 79 
Oliver Iron & Steel Co..........  — 
Gupers Tite. Ci, BOG... ccesevcs 18 
P 
a” gee re - 


Passonno-Hutcheon 
Patent Cereals Co 
Patent Novelty Co 
eck, Stow & Wilcox Co.. 
Peceta Paiet Coe... . +... 
Perfection Stove Co...... 
Pheemix Bie. ©. ....00.06% 
Pittsburgh 
(Brush Div.) 
Pittsburgh 
(Paint Div.) 
Pittsburgh 
(Pennvernon Div.) ... 
Pittsburgh Plate 
(Store Fronts) 
Pittsburgh Steel Co 
Plastic Wood Div. of 
The A. 8. Boyle Co.. 
Plumb, Ine., 
Plymouth Cordage Co..... 
Premax Products 
Progressive Mfg. Co., The 
Puritan Cordage Mills.... 


R 


Raybestos-Manhattan, [nc. 

(Raybestos Div.) 
Ray-O-Vac Co. . 
Red Jacket Mfg. Co...... 
Remington Arms Co...... 


Plate Glass 








Fayette R.. eee 





Republic Steel Corporation 

(Agricultural Div.) ......... 2 
Republic Steel Corporation 

(Upson Nut Div.).....--.-- 4-5 
Reynolds Wire Co............. 13 
Rich Pump & Ladder Co., The.. 125 
Richards-Wilcox Mfg. Co....... - 
Robertson, Arthur R........... 


Rochester Sash Balance Co., Inc. 135 
Rogers Isinglass ‘. _— CBiccce & 
Royal Mfg. Co., 
Russell, Burdsail rs ‘Ward Bolt & 
Nut Co. 
Ryerson & Son, 


Ine., Jos. T.... 120 


Ss 
Samson Cordage Works......... _— 
Samson United Corp...........-+ - 
Sanderson Bros. & Newbold, Ltd. 12% 
Sand’s Level & Tool Co........ 139 
Sandvik Saw & Tool Corp....... — 


Save Electric Corp.. 
Schalk Chemical Co 





36 








Ne a eee 
Schollhorn Co., The Wm........- 141 
Shapleigh Hardware Co........ - 
Sheffield Bronze Powder & Sten- 

~ —  Saarerres ere ee 
Shelby Cycle Co., The.......... 2 
Sherman Mfg. Co., H. B....... 129 
Sherwin-Williams Co., The..... = 
Signal Elec. Mfg. Co..........- 110 
Simplex Mfg. Co......ccccccecs 134 
Smith. Ine., Landon P......... 128 
Bees WMiy. CO... cccccscscccces 128 
Standard Electric Mfg. Corp.... 116 
Stanley Rule & Level Plant..... - 
Stanley Works, The........... 91 
Star Heel Plate Co............ 139 
Stearns & Co., B. Cis. cccvcccsec 83 
Sun-Glo Lamp Works, Inc...... 125 

T 

Taylor Instrument eeien. . 9 
Taylor, Lowenstein & Co........ 128 
Technical Glass Co., Ine Lvaeeaes 
Te GHG. 4.6 6.64.6:0:0:80,00 0s 
Three-in-One Oil Co. Div. of 

The A. B. Bepte Geis cces<s 16 
Tobacco By-Products & Chemical 

COP, TE. occtccccdesieseede — 
 -. GG 3 eet ere saeee 26 
Trico Fuse Mfg. Co..........+- _ 
Triplex Screw Co., The........ 117 
Tucker Duck & Rubber Co...... 111 
Turner Brass Works, The....... 141 
Turner. Ds & Woolworth 

EE TN Kceacwesiec.etGuae _ 

U 

Union Fork & Hoe Co., The.... 1 
Union Hardware Co............ 105 
United States Electric Corp..... 121 
i ee 2 Sarre 108 
United States Rubber Products, 

a eer re re ere re _— 
i. eS EB eee eee 17 
Utica Drop Forge & Tool Corp. — 


Vv 


Vaughan & Bushnell Mfg. Co.... -— 
Mfg. Co., Ine. 137 


Vaughan Novelty 

Victor Electric Products, Inc.... 105 
Vaan Taek CO., Wise cccsccce _— 

w 

Wabash Appliance Corp......... 125 
Warren Tool Corp.............. 101 
Wesewern Co., TO. .cscscccevs 36 
Watson Paint Co., John R...... 136 
Westinghouse Electric & Mfg. 

OB.  cecresescccccccscccccces —_— 
Wickwire Brothers ...........- 131 
Wickwire Spencer Steel Co...... 9 
Winchester Repeating Arms Co.. 75 
Co es "2 ee ee 132 
Wood Shovel & Tool Co......... _ 


Wooster Brush Co = 
Wright Steel & Wire Co., G. F.. 121 





y 
Yale & Towne Mfg. Co., The.... 3 
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Zonite Products Corp., 
rvex Div. 
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Actual size of sheets 93 by 12 inches 
over all; writing area 8!/, x I1}/, 
inches. Sheets printed on both sides, 
of good white bond paper, with 28 entry 
lines on each side. Price $1.00 for 200 
sheets (400 pages) plus 25¢ mailing 
charge. 





Simplify Your Stock Taking with the WHITE 


To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1, plus 25c mailing charge. As these sheets are 
printed on both sides of good white bond paper, 
this means you really get 400 pages of inventory 
record sheets. Each page has room for 28 items. 
Your $1.25 investment provides inventory space 
for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


CONDENSED HARDWARE AGE INVENTORY FORM 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used’ by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which ‘applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 








enccccacccancccccceccccccccceses USE TINS COUPON...ncncnccccccccenccnnnnececseese 


HARDWARE AGE 
239 West 39th Street, New York, N. Y. 


Gentlemen: 

Here is my §............. Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00, plus 
25¢ mailing charge). Also send me.......... Binders (50c each). Send these to me by return mail. 
Ee Oe a ne ee ee Le Nr EE ene eer a rere Prey rrr err ey te rer 
IE ee eA Aeros Namal ete Carte ea EO Ra TION Wath ae eae oi xeon eae STATE 
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Made to.order in any metal regardless of quantity 
Copy of our new catalog available upon request 


JOHN HASSALL, INC. 
Estabtishe 1850 
400 OAKLAND ST., BROOKLYN, N. Y. 





y 15¢ in 
ROCKY MOUNTAIN 
¥/ STATES and CANAD) 
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f  BRUSH-NU COMPANY | fL i 


BALTIMORE MARYLAND 




















MOULDED RUBBER GOODS ano SPECIALTIES 


CHAIR TIPS CRUTCH TIPS 
PLAIN AND MUSHROOM BUMPERS 





RUBBER HEAD NAILS 
4 TOILET SEAT BUMPERS 
SUCTION RUBBERS 


SEND FOR CATALOGUE 


THE ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON, MASS. 



















BULLETINS 


Your town is full 
of Bulletin Boards {== 


with announcements 
attached by ... 


MOORE Push- Pins 


This single use — enormous outlet 


~~ 






Lat 


. t "aS 





D 
BL 
q 

8. 


Compact, for MOORE Push-Pins and Hangers, 
all-metal, am §=yet it is but one of the hundreds that keep 
revolving sales steadily moving upward .. . especially 
display ae =«oin stores displaying the handsome cabinet 
cabinet shown here. It contains full assortments of 
with each both MOORE Push-Pins and 


assort- 
ment of 
72 packs. 


MOORE Pushless Hangers 
Order from your jobber 


MOORE PUSH-PIN COMPANY 
wry of MOORE Push-Pins 
MOORE Pushless Hangers 
113-125 Berkley Street, Philadelphia, Pa. 


“48e 















Get this Free 5-Color 
Counter Stand to tie 
up with Fiendoil’s 
national advertising. 
Write— 


| 


iis & B McCambridge Co. | 


2 e Street, S. E. i Washington, D. S. | 























THE McCORMICK SALES CO., BALTIMORE, MD. 














Genuine NQMES Xf SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
5 __{\#”& FLOORS-CREATE QUIET 


Name ‘Domes of Silence"’ 
on each genuine Glide. 















Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 











BOMMER 


SPRING HINCES 


ARE THE BEST 


REPLENISH YOUR STOCK WITH 









° a BOMMER 
S They are in universal demand—are quick- 
° ) est to sell—easiest to apply and the most 


o satisfactory spring hinges made. 


Bommer Spring Hinge Co., Brooklyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 
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DIETZ LANTERNS 


STREAMLINE MODELS 


Point out to 


your customors the foaturos. that 


make Diotz Stoamline Lanterns unlike and 
better than ony Lantos thoy have ever Acom 


The new features on these Dietz Lanterns repre- 
sent modern refinements — genuine plus values 
added to goods which have for years been known 
to you as the best to be had — tubular lanterns 
never equalled for lighting power and burning 
reliability. 

No customer but would rather carry one of these 
handsome lanterns than an older model. The 
sightly streamlined curves offer little resistance 





to wind and spill off rain. The fount has a broad, 
non-tip base — the ingenious pivoted bail merits 
demonstration to the customer and will please him, 
as will the protective coating of Grade A Charcoal 
Pure Tin, applied in a new process bright finish. 
High efficiency burner and improved top are addi- 
tional value features. 


Cash in, at this season, on the greatly increased 
SALABILITY of Dietz Streamlined Lanterns. 


R.E. DIETZ COMPANY - NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD, FOUNDED 1840 


Output Distributed Through the Jobbing Trade Exclusively. We 
Do Not Sell Chain Stores, Catalog Houses, or Syndicate Buyers. 
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OVER 30 NEW MODELS 


Quick turn-over—Volume sales—Better profit margin— 
are enjoyed by BOSS Oil Stove Dealers because the 
BOSS Line has been kept up-to-the-minute in styling and 


completeness. 


Public acceptance of BOSS better values will help you 
increase your oil stove sales. Send today for Price List 


and New Catalog. 


Be 
\ 








